NATIONAL 
PETROLEUM 
NEWS 


Volume 44 July 2, 1952 


TBA 


@ Can Oil Marketers 
Afford to Ignore 
Budget Sales?—P. 65 


@ How a Jobber Uses 
Commercial Accounts 


To Hike Profit—P. 70 


Is Jobber's Future 
Really Darker? —P. 42 


This Machine 

Can Test Flash Point 
Of Fuel Oil Load 

In 21/2 Minutes—P. 34 








M-P SYSTEMS Pa:04 Gacoline-not pull it 
-tliminating vapor Lock 


ERIE locates a single, powerful, motor driven, sub- 





merged, turbine type pump at the storage tank to serve 
up to 8 dispensers. Result—only one pipe ditch to dig 





not 8—-only one motor not 8—only one pumping unit 
not 8-— only one air eliminator 





not 8, thus reducing first 











costs, installation, opera- 











ting and maintenance 











costs while improving 








performance. For com- 
plete details write for 


Bulletin No. 1382. 





WATER—No. | reason for pump “‘shut-downs” 
meter repairs and loss of gasoline sales through 
poor product performance. Note here how 
bees pedleng Boag iy #0 gasoline is pumped through Erie Dehydrator- 
Turbine Pumps, 2 Erie 4 Filters to remove all water and particles of rust, 
Dehydrator-Filters and 8 scale, etc., thus reducing maintenance costs 
Erie M-P Dispensers. and increasing gallonage sales through greater 
: customer satisfaction 


Wain Office and Plant: ERIE, PA. 





THE ASHLAND ALBUM OF FINE “=< 
JOBBER STATIONS KEEPS GROWING \" AOR Wil 


o 


ULE 
ouisy \ 
‘entuck® 


. is proud of the way progressive independent jobbers are improv- 
ing their facilities to meet increasing demand for Ashland Flying Octanes 
Catalytic Gasoline and other petroleum products. You see more and more 
of these stations flying the Ashland banner every day. 

With greatly improved and expanded refining facilities at most of our 
eight refineriesp we can serve still more independent jobbers, whether you 


sell the ‘‘Ashland"’ brand or your own brand. Write for the Ashland plan 
which assures profit. 


ASHLAND OIL & REFINING COMPANY 


Home Office: Ashland, Kentucky 


711 Park Bidg., Pittsburgh, Pa. 1402 Federal Reserve Bank Bidg., Cincinnati, Ohio 
Standard Bidg., Cleveland, Ohio 3005 Dumesnil St., Lovisville, Ky. 


2500 Broadway, Evansville, Ind. Rural Route No. 4, Paducah, Kentucky 
P. O. Box 210, Findlay, Ohio 5 East Main St., Nashville, Tenn. St. Elmo, Ilinois 
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DRINK Vin. 


Ccatai, s 


IN BOTTLE, 
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It opens the door 
fo increased sales 


The familiar red cooler for Coca-Cola does two big jobs 
for the service station operator. It brings people in... 
and it gets them out of their cars. 4 of 5 customers for 
Coke get out of their cars. 


So, put your cooler OUT FRONT—where people can 
see it, and let it help you increase traffic and increase 
your opportunity to sell all the items you carry. You'll 
make more money both ways. 














I'll be glad to help you take full 
advantage of Coca-Cola as a sales 
and traffic builder. You see, we 
checked what 15,597 customers 
did at service stations. We have some answers 
that will answer your need for more business. 


Yur Qoar,- la Lahoiman, 


“COKE” IS A REGISTERED TRADE-MARK 
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NING ' COMPANY 


guards the quality of its 
100% Pure Pennsylvania Oils 
with T7/-Sure Closures 


From United’s refineries in Warren, Pa., drums of 100% 
Pure Pennsylvania Oil are shipped to Bombay ... Sydney 
... Antwerp ... Casablanca ... Rio . .. and other ports 
in every continent. 


Many of these drums must travel over 8,000 miles— 
exposed to the severest weather and climatic changes. Yet 
the quality oil that leaves Warren is delivered—safe from 

CLO SURES leakage, contamination and tampering— because United’: 
drums are protected by Tri-Sure* Closures 


*The ‘‘Tri-Sure’’ Trademark is a ; ; : : 
mee of telldbiiite hacked Se 90 The United Refining Company, like other shippers that 


years serving industry. It tells your have built a reputation for quality, has proved that pro- 
customers that genuine Tri-Sure tection must be as efficient as production. Instead of taking 
dia Pics and tools | semcg ingen chances with your drum shipments, take the sure way to 

: safeguard your product and prestige: when you order 


drums always specify ‘“Tri-Sure Closures’’. 


AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA; NEW YORK 20, N. Y. 
Tri-Sure Products Limited, $t. Catharines, Ontario, Canada 
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AHEAD OF THE NEWS 





TURNPIKES AND MULTI-PUMPS—Expansion of 
turnpikes, especially in the East, is encouraging wider 
acceptance of the multi-pump design of service sta- 
tions on feeder highways to turnpike interchanges. 
This is especially true on feeder roads carrying heavy 
volume of traffic to turnpike. Gallonage of 60,000 
gals. per g/onth and upward at these feeder route 
stations is not at all uncommon, especially where out- 
lets are located very near a turnpike interchange. 
Stations so located attract trade approaching the 
turnpike as well as motorists pulling off the turnpike, 
either to continue trips on free roads or merely to 
fuel up, eat and then return to the pike. 


IMPOSSIBLE LAW—Although Federal Trade Com- 
mission announced last fall that it was going to crack 
down on violators of anti-merger provisions of Clay- 
ton Act, there’s growing speculation around Washing- 
ton that FTC will never file a single complaint. Some 
members of FTC staff itself say the law, which pro- 
hibits one corporation from purchasing physical as- 
sets or stock of another company if there is any les- 
sening of competition, is virtually impossible to en- 
force because of many ways of getting around it. As 
a result, enforcement would hurt small company try- 
ing to sell much more than it would hurt large cor- 
poration trying to buy—which is exactly opposite ef- 
fect Congress intended. 


OPEN DESIGN FOR STATIONS—Many oil marketers 
are applying the principles of “open” appearance to 
service station layout. This method of beckoning to 
motorists has worked out well for the multi-pump 
operators and is effective for conventionals as well, 
marketers believe. The “open” layout of course gives 
the appearance that here is a station which will be 
easy to drive into, get fast service, and leave quickly. 
Almost all obstructions are removed from approaches 
and drives, such as signs and displays. Islands are 
set well away from the station building in most cases. 


TRUCK-RAIL FIGHT—Current indications are that 
railroads in the Southeast are giving up on attempts 
to have the Interstate Commerce Commission estab- 
lish oil truck rates at a level 1.5¢ a hundred Ibs. high- 
er than railroad charges. On the other hand, how- 
ever, the railroads are making sounds as if they in- 
tend to take a crack at reducing their charges on all 
petroleum products. 
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TRUCK SAFETY RULES—It looks now as though it 
will be some time after July 1 before the Interstate 
Commerce Commission promulgates its new truck 
safety rules. Even though ICC is expected to turn 
down the petitions by truckers that the July 1 effec- 
tive data be postponed and further hearings be held, 
the agency still must delay enforcement in order to 
properly notify the industry. 


COMPANYWIDE BARGAINING—Hopes by the Oil 
Workers International Union (CIO) of eventually 
forcing companywide bargaining upon the oil industry 
were jolted by a recent ruling by National Labor Re- 
lations Board. In a case involving the Continental 
Baking Co. and an American Federation of Labor 
Union, NLRB rejected a demand for establishment of 
a single companywide bargaining unit. Board pointed 
out that the company’s plants are scattered through- 
out U. S., that each plant is largely autonomous with 
respect to labor and that the board found it “espe- 
cially significant” that practically all plants had bar- 
gained locally in the past. Most of the conditions 
prompting NLRB decision are much the same as in oil. 
Thus there may be some handwriting on the wall for 
OWIU. 


CATERING TO THE PUBLIC—One major oil com- 
pany, as an experiment, installed an electric razor in 
the men’s restroom at one of its turnpike stations. The 
razor was hooked up on coin arrangement requiring 
deposit of a quarter to start the unit operating. Pro- 
tected by sterilizing light, razor proved surprisingly 
successful. Latest reports are that electric razor idea 
at this one station is grossing about $250 per month 
—that’s 1,000 shaves every 30 days. 


FEWER OIL WELLS—Oil fields in a few years will 
have fewer wells and no lease tanks, according to a 
Houston petroleum engineer, Martin G. Miller. He 
says fields by 1960 will be jointly developed and cen- 
trally-controlled, with varying production from indi- 
vidual wells according to pressure elements (which 
will be located inside each hole). Expense of devel- 


‘oping and producing fields will be greatly reduced as 


operators co-operate, instead of compete, in trying to 
get the most oil out of the ground, says Mr. Miller. 
The old theory of “more wells, more oil’ will be 
junked. 





SPECIAL 


In over 20 years of dealing with In- 
dependent marketers of petroleum 
products, Richfield has accumulated 
an extensive knowledge of the In- 
dependent’s problems . . . developed 
special services to meet the Inde- 
pendent’s needs. 


field’s Architectural Service. Rich- 
One such specialized service is Rich- 
field’s Architectural and Engineering 
Department provides concrete help 
to distributors in the construction, 
improvement and remodeling of ser- 
vice stations and bulk plants, from 
the planning-and-design stage to the 
finished product. Other services for 
the Richfield Distributor include 
merchandising and auditing assis- 
tance. 


For complete details on a Richfield 
Franchise, phone, wire or write— 


RICHFIELD 


OIL CORPORATION 
OF NEW YORK 


SERVING THE EASTERN SEABOARD 
FROM MAINE THROUGH THE CAROLINAS 
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Congress May Find Time to Write 


Detroit Case Decision into Law 


By Andrew R. Patla, Washington Editor 


There appears 

to be some rather 

strong sentiment around Capitol Hill 

that, on the off-chance that Congress 

stays open for business long enough 

this summer, the nation may have a 

law in the books following almost 

word-for-word the decision of the U. 

S. Supreme Court in the gasoline 
pricing “‘Detroit” case. 


This legislation (S. 719) would 
spell out that “good faith” is a com- 
plete defense to price discrimination 
charges under the Robinson-Patman 
Act. It was on this score that the 
Supreme Court in January, 1951, 
turned down the case of the Federal 
Trade Commission against certain 
price reductions made by Standard 
Oil Co. (Indiana) to four jobbers in 
the Detroit area. 


The bill was introduced in the Sen- 
ate shortly thereafter by Senators 
McCarran (D., Nev.), Johnson (D., 
Colo.), the late Wherry (R., Nebr.), 
Capehart (R., Ind.) and Bricker (R., 
Ohio). It cleared the Senate last 
August, but time ran out before the 
House could take action. 


Again this year, time is a great 
factor. Best bets are that the bill 
could clear the House Judiciary Com- 
mittee and be approved by the House. 
However, this happens to be an elec- 
tion year, with Congress determined 
to keep its work load as light as pos- 
sible. Even should Congress return 
after the July conventions, the House 
very well may decide not to con- 
sider any but the most urgent legis- 
lation—despite the fact that it has, 
for the most part, been operating on 
a lighter schedule than the Senate 
and could handle additional chores 
while waiting for boards to be cleared 
on the other side. 

Should S. 719 clear Congress, the 
general feeling is that it would have 
a far better chance for Presidential 
approval than the so-called “basing 
point” bill with which the current 
legislation is so often confused and 
which was vetoed by Mr. Truman in 
June, 1950. 


The “basing point” or “freight ab- 
Sorption” bill (S. 1008) was a far 
more complex measure than S. 719, 
and the President, in his veto mes- 
sage, indicated that the bad drafting 


job done on an involved subject was 
the principal reason for his action, 
since he favored the intént of the 
bill. 


On the other hand, observers note, 
S. 719 represents only one of four sec- 
tions of the old S. 1008 and incor- 
porates practically the exact language 
used by the Supreme Court in hand- 
ing down the “Detroit” case ruling. 
Since S. 719 is much more simple and 
narrow in scope than was S. 1008, it 
is pointed out, Mr. Truman really 
would have to do some fast back- 
tracking from his “favored” language 
in the S. 1008 veto in order to turn 
down legislation that merely spells 
out what has already been made law, 
in effect, by the high court. 


* > * 


Most reporters around town refuse 
to take any bets that anything sen- 
sational will be forthcoming when, 
and if, the Federal Trade Commission 
decides to make public its “secret” 
report on the Middle East operations 
of several U. S. oil companies. There 
is a general feeling that had the re- 
port been published when completed 
it would have been apparent that 
there was little grounds for tacking 
on the attention-luring “secret” 
label. 


This speculation is at least partial- 
ly substantiated by Commissioner 
Spingarn, the member watching over 
the report, who admits that it is 
merely a factual study and contains 
no recommendations to Congress, 
State Department, Justice Depart- 
ment, or any other law or policy- 
minded body. 

Nobody knows when the report 
will be released. As of now, it has 
not even been approved formally by 
the commissioners. Furthermore, 
FTC has acceded to a request from 
President Truman, presumably at the 
instigation of the State Department, 
to keep it classified because of a pos- 
sible “adverse effect” it might have 
on national security. Obviously, the 
State Department wants nothing pub- 
lished that might throw a wrench 
into attempts to resolve the Iranian 
oil problem and stir up fires in other 
unstable Middle East areas. This is 
true even though the report actually 
may be relatively innocous. 
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Small Refiners Will Improve Status 
If PAD Approved Plan Goes Through 


Refining statistics issued last week 
by Petroleum Administration for De- 
fense indicate following increases in 
U. S. jyude topping and catalytic 
cracking capacity, if and when facili- 
ties which PAD has recommended for 
rapid tax write-off are built: 


Crude-topping: from 6,814,684 b/d 
as of Jan. 1, 1952, to 8,104,176 b/d— 
an increase of 1,289,492 b/d. 

Catalytic cracking: from 1,933,430 
b/d as of Jan. 1, to 2,856,225 b/d— 
an increase of 922,795 b/d. 

PAD said relative share of refin- 
ing facilities owned by smaller re- 
finers will be “markedly increased” 
if approved program is realized. 

As of Jan. 1, PAD said, refiners 
who process less than 20,000 b/d of 
crude oil had 9.86% of nation’s total 
crude capacity and 1.86% of catalytic 
cracking capacity. Construction of 
approved facilities would lift these 
figures to 10.87% and 6.54%, PAD 
said. 

Deputy PAD J. Ed Warren called 
this development “significant” be- 
cause increased “cat cracking” ca- 
pacity “permits the more efficient 
processing of crude and so permits 
production of higher grades and big- 
ger yields of gasoline without so 
great a dependence on tetraethyl 
lead to raise octane ratings.” 

By increasing their “cat cracking” 
capacity, small refiners are in a bet- 
ter competitive position, Mr. Warren 
pointed out. 

PAD figures show that on Jan. 1, 
largest refiners—those refining 50,- 
000 b/d or more—had 81.52% of 
crude-topping capacity and 91.21% of 
“cat cracking” capacity. If approved 
construction is completed, these fig- 
ures would drop to 80.1% and 86.17%. 
Percentage for intermediate refiners 
would increase slightly, but not as 
much as that for small refiners. 

For other segments of the oil in- 
dustry, PAD said expansion has been 
indicated by tax approved projects 
as follows: 

Natural gasoline processing—200,- 
000 b/d. 

Lubricating oils—5,900 b/d. 

Lube oil additives—10,900,000 Ibs. 
monthly. 

Cracking 
monthly. 

Sulfur—427,945 long tons yearly. 

Approved construction projects, 
PAD added, would provide storage 
for 32,025,000 bbls. of crude oil and 
products and 1,843,000 bbls. of natural 
gasoline. 

PAD also pointed out that tax ap- 


catalysts—12,600 tons 
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provals would provide for an increase 
in crude oil and products pipe line 
capacity of 2,325,000 b/d. 

It was emphasized that data on tax 
certificates issued is only an indica- 
tion, not an accurate measurement of 
total expansion, since “many oi] and 
gas operators have gone ahead with 
various projects withouf seeking any 
accelerated tax amortization.” 

Other points emphasized by PAD 
were: 

1. More basic refining capacity still 
is needed to meet expansion goal. 

2. Expansion of facilities for high 
viscosity index lube oil production 
has been “disappointing.” 

3. Program calling for 500,000 tons 
of sulfur a year from petroleum is 
15% short. 

4. Enough benzene production ex- 
pansion is under way or planned 
to meet goal of 131 million gals. a 
year and same is true of facilities 
for detergent type lube oil additives, 
where goal is 10-million Ib. per month 
capacity. 

Indiana Standard is all set to test 
soil conditions and other factors to 
determine whether it will exercise 
options on 900 acres of land at Man- 
dan, N. Dak., across Missouri River 
from Bismarck, chosen tentatively as 
a site for a new 15,000 b/d refinery. 

Company plans to start construc- 
tion of North Dakota refinery early 
in 1953 if the crude oil situation in 
the Williston Basin develops as an- 
ticipated, S. A. Montgomery, general 
manager of manufacturing, said. 
Initial operation would be secheduled 
for the middle of 1954 and plant 
would be designed to expand runs to 
30,000 b/d as crude production and 
market demand for products increase, 
he said. 

Mr. Montogomery said Mandan re- 
finery products, if project goes ahead, 
will be shipped by rail, truck, and 


ultimately by a products pipe line 
to Moorhead, Minn., where connection 
will be made with the company’s 
present pipe line system. 

Service Pipe Line Co, is planning 
a crude oil trunk line from the Willis- 
ton Basin to supply the new refinery. 

A new record of 626,000 b/d for 
foreign crude oil included in U. 8. 
refinery runs was set in the week 
ended June 21, topping the previous 
peak of 595,000 b/d, marked up in 
the week ended July 28, 1951, by 
31,000 b/d, according to API's week- 
ly statistical report (see summary 
table on this page). 

Average refinery runs were just 
11,000 b/d under the record of 6,- 
816,000 b/d reached in the week ended 
March 1. Gasoline output came with- 
in 220,000 bbls. of the all-time of 22,- 
478,000 bbls. attained in the week 
ended Dec. 29, 1951. 

Withdrawal of gasoline from stor- 
age showed a marked drop, amount- 
ing to only about one-quarter of that 
shown for the previous week. Gains 
in kerosine and residual fuel oil 
stocks approximated those of a week 
earlier, but the increase in distillate 
fuel oil inventories was less than in 
the week ended June 14. 

Crude oil and condensate produc- 
tion averaged 6,155,000 b/d in the 
week ended June 21, up 6,150 b/d 
from the previous week, API re- 
ported. 

Pennsylvania grade crude oil runs 
to stills declined 137 b/d in the week 
ended June 21 as compared with the 
previous week, according to National 
Petroleum Assn. statistics. Com- 
parative figures on runs are shown 
below (in b/d): 

Week Ended 
June 14, 1952 
55,475 


Week Ended 
June 23, 1961 


55,520 


Week Ended 
June 21, 1952 
55,338 


Potential oil and gas development 
in a large new area was opened up 
in Pecos County of western Texas 
by a new deep gas discovery brought 
in by Phillips Petroleum Co. The 
discovery well is about 25 miles south- 


Summary of API Report of Refining Operations 
(U.S. totals — B. of M. basis) 


Production 
Crude runs—daily avg. 
Foreign crude included 
Percent operated 
Gasoline ....... 
Kerosine 
Distillate fuel oil 
Residual fuel oil . 

Stocks 
Finished & unfinished gasoline 
Kerosine .... 
Distillate fuel oil 
Residual fuel oil 


Week 
Ended 
June 21 
6,805,000 
626,000 
93.5 

. 22,258,000 
2,179,000 
10,387,000 
8,595,000 


121,613,000 
21,865,000 
60,905,000 
42,822,000 


Week 
Ended 
June 14 


6,762,000 
554,000 


2,208, 
10,298,000 
9,017,000 


121,993,000 
21,086,000 
57,944,000 
40,889,000 





east of Fort Stockton and about 25 
miles from the nearest Ellenburger 
producing pool, Phillips said. The 
well was drilled to a total depth of 
14,522 ft. and tests show it will have 
a potential exceeding 100 million cu. 
ft. of gas daily on completion. 

Aviation gasoline supplies will re- 
main tight for at least 12 months 
longer, PAD told its Military Fuels 
General Advisory Committee last 
week. 

PAD said also that it will be at 
least five years before avgas re- 
quirements will reach maximum and 
begin to be replaced by jet fuels. 

Other points stressed by PAD and 
the committee were: 

1. Tetraethyl lead supply is good 
and will be further improved when 
another plant is brought into produc- 
tion this fall. Meanwhile, PAD still 
is working on a plan for TEL storage 
at refineries. 

2. Two contracts have been signed 
for alkylate production facilities and 
three others are in “final” stages. 
PAD indicated that slow development 
of the program was at least partially 
due to the fact that, while proposed 
contracts offer protection against loss 
of investment, they do not offer much 
financial incentive. 

Union Oil of California got its new 
$9,000,000 fluid cracking unit with 
28,500 b/d charge capacity on stream 
June 21 at its Wilmington refinery, 
increasing cracking capacity to 58,- 
500 b/d. Refinery crude throughput 
remains at about 70,000 b/d. 

Union Oil also disclosed purchase of 
three cargoes of light Venezuelan 
crude oil, totalling 300,000 bbls., for 
delivery in Los Angeles in July and 
August. This crude, the company 
said, is being imported in an effort 
to increase output of premium gaso- 
line which has been in short supply 


oe 


SUPPLY AND DEMAND 


on the West Coast since March. It 
added that Venezuelan crude is the 
only oil the company is buying out- 
side of California. 

March gasoline consumption esti- 
mates for 12 states were reported 
by API as follows (figures in thou- 
sands of gals., with comparative fig- 
ures for March 1951, and percent of 
change): 

March March 
1952 1951 


56,157 57,648 
91,749 92,350 
52,727 58,924 
15,671 15,516 
81,337 81,316 
Mississippi .... 43,004 36,564 
Missouri ...... 98,609 102,919 
Nevada ...... : 6,232 6,030 
New Hampshire. . 9,414 9,545 
New Mexico ..... 21,348 19,522 
Oklahoma 61,492 60,808 
Virginia .. 77,116 75,143 


Crude oil allowables for July set by 


Louisiana and Kansas_ regulatory 
bodies showed increases over June. 


The Kansas State Corporation Com- 
mission set a limit of 310,000 b/d, up 
20,000 b/d from the June rate. 

Louisiana’s . State Conservation 
Commission will permit 115,872 b/d 
production in North Louisiana and 
559,470 b/d in South Louisiana, for a 
total of 675,342 b/d. This represents 
an increase of 7,968 b/d over June. 


Highest mark in the 25-year history 
of Iraq Petroleum Co. for its crude 
production in Iraq was reached in 
April, when output averaged 253,351 
b/d. In April 1951 average output 
was 210,713 b/d. 


Anglo-Iranian Oil Co.’s new refin- 
ery at Antwerp, Belgium, already has 
operated at a yearly rate of 2,000,000 
tons, although it was designed to pro- 
cess only 1,400,000 tons of crude oil 
annually. Sir William Fraser, board 
chairman, said June 24 at ceremonies 
officially opening the plant. 


Alabama 
Florida .. 
Kansas ... 
OEE 
Massachusetts 


(Ed, note: On the basis of 7.3 bbls. 
of crude oil per metric ton, that would 
represent an increase from 28,000 b/d 
to 40,000 b/d). 

The refinery, which went on stream 
last October, was built to help make 
good the loss of products occasioned 
by shutdown of the AIOC refinery 
at Abadan, Iran. The Antwerp plant 
is owned jointly by AIOC and Bel- 
gian Petrofina. 


Vicomte Van de Vyvere, chairman 
of the operating subsidiary, disclosed 
that a catalytic cracking plant will 
be installed at the Antwerp plant. 


West Coast “military” deliveries of 
petroleum products increased 14,000 
b/d in April over March at an aver- 
age of 93,000 b/d, according to a 
Bureau of Mines report. Navy special 
fuel oil deliveries were up 12,000 b/d 
in March to 28,000 b/d in April. The 
report said that “military” deliveries 
each month this year have been con- 
sistently under comparable deliveries 
last year and that this trend con- 
tinued in April when they were down 
about 42%. 

“Civilian” demand of 879,000 b/d 
in April on the West Coast was 15,000 
b/d under March, large decreases in 
heating oil uses being principally re- 
sponsible, the bureau said. Motor 
gasoline demand in April was 352,000 
b/d, up 37,000 b/d from March. 


Compared to April, 1951, demand 
for each of the major petroleum 
products, except residual fuel oil, 
showed an increase, according to the 
bureau. Residual] fuel demand of 265,- 
000 b/d was only 2,000 b/d under the 
1951 level, mainly because of lower 
railroad and utility company demand. 
Motor gasoline registered an 11% in- 
crease over April 1951 and also, 
March 1952, demand. 


NEW TANKER with a full cargo of 115,000 bbls. of California lubricating oils moves majestically out of San Francisco Har- 
bor June 25 on its way to the Eastern Seaboard. The ship is Union Oil’s $5,500,000 tanker “Santa Maria” and carries what the 


company describes as an “all time record cargo.” 


A few days earlier she completed her maiden voyage from the East Coast 
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Du Pont Celebrates 
150th Anniversary 


Six thousand Du Pont employees with 
10 years of service or more will at- 
tend the company’s 150th Anniversa- 
ry ceremonies on July 18th at the 
site of the original powder mills along 
the historic Brandywine at Wilming- 
ton, Delaware. 

Dramatic episodes in the compa- 
ny’s history will be enacted on this 
occasion, augmented by the Du Pont 
chorus. Speakers will point out the 
broad philosophy of the company and 
the effect this philosophy had on its 
growth. Mr. Crawford Greenewalt, 
President, will speak on the future of 
the Du Pont Company, not in a ma- 
terial way, but rather in consideration 
of the problems of a large corpora- 
tion in the coming years. 











Wide Range of Movies 
Available to Oil Companies 
Through Du Pont Film Library 


To help you relate your sales promotion 
activities as closely as possible to the 
individual interests of your various cus- 
tomer groups, Du Pont makes available 
to the oil companies a comprehensive 
assortment of films. 

They cover a wide variety of subjects 
... gasoline quality, safety, automotive 
maintenance, farming and lubrication. 
There are many general interest films, 
too... on oil ih cores operations and 
economics, on research, on the free 
enterprise system, and even one on 
how color conditioning can improve 
working conditions and employee rela- 
tions in offices and plants. 

Not all of the films were produced by 
the Du Pont Company. Many of them 
were originally made by the U. S. Bu- 
reau of Mines, by oil companies and 
by automotive parts makers. But for 
your convenience, they are available 
through the Du Pont Film Library. 


MANY USES 


Several of the films are suitable for 
dealer training and employee educa- 
tion, as well as for sales promotion. 
And the new Du Pont movie, “Pipeline 
on Wheels,” is specially tailored to the 
oil industry’s public relations needs. 
How can you obtain the films? Just 
write the nearest Du Pont Petroleum 
Chemicals Division district office for a 
brochure describing the films in detail 
and giving complete instructions on 
how to request the films you want. 





“PIPELINE ON WHEELS” Movie 
Wins A Top Safety Award 


Oil Executives Aided in Production of Film... 
Helped Make it an Outstanding Success 


The Petroleum Chemicals Division of the Du Pont Company was 
recently advised by the National Committee on Films for Safety that 
it had won one of the committee’s annual awards for the motion 


icture, “Pipeline on Wheels.” 
P 


BEHIND THE SCENES—"Pipeline on Wheels” was produced on location by profes- 
sional Hollywood directors, actors, cameramen and sound and light specialists. 








What’s Your Standing 
Among Competitive 
Octane Ratings ? 


You'll find the answer to this important 
question in the July issue of Du Pont’s 
Quarterly Motor Gasoline Survey. 

The results of this survey are sched- 
uled to roll off the presses in the middle 
of July so that copies will be in refiners’ 
hands during the week of July 2Ist. 

This edition should be of particular 
interest to refiners and marketers — 
especially since the TEL shortage has 
been alleviated and government re- 
strictions lifted. 





The film was selected as a co-winner 
of top honors in the non-theatrical gen- 
eral classification for movies produced 
during 1951. It was chosen on the basis 
of its contribution to safety as well as 
for technical excellence. 


OlL MEN CONTRIBUTE 


Although “Pipeline on Wheels” was 
produced by Du Pont for the oil indus- 
try, many oil men contributed to its 
success. In preparing the script, 
Du Pont senadad eens a hundred rep- 
resentatives of the API and NPA, ex- 
ecutives of individual oil companies, 
automotive engineers and safety offi- 
cials. Their enthusiastic cooperation 
brought forth many suggestions and 
ideas which were incorporated in the 
film. As a result, the film is accurate 


and authoritative. 


ADVERTISEMENT—Prepared for the Petroleum Chemicals Division of E. |. du Pont de Nemours & Company (inc.) 
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NEWS 


OU PONY 





Movie Award 


PUBLIC RELATIONS VALUE 

The main objective of this full-color 
sound movie is to help oil companies 
overcome some of the prejudice against 
operating tank trucks on public high- 
ways. Produced in Hollywood, the film 
is specially designed to show the public 
how tank trucks are built to incorpo- 
rate every possible safety feature . 
and how the oil companies train their 
drivers for safe highway operation. It 
also emphasizes the fact that gasoline 
tank trucks are vitally important to our 
modern motorized civilization. 

By presenting a case for the tank 
truck, it is a valuable public relations 
tool for the oil industry. As such, it is 
suitable for oil company showings to 
municipal authorities, safety groups, 
civic organizations, state highway offi- 
cials ‘an legislative groups. 

All demonstrations shown in the pic- 
ture are authentic and filmed under the 
actual conditions described in the 
script. One of the dramatic highlights 
of the movie, for example, occurs when 
an ultra-hot gas-jet fire is built under a 
tank truck trailer loaded with gasoline. 
This demonstration provides convinc- 
ing proof that the modern tank truck 
can be subjected to a severe fire with- 
out exploding. 

The film delivers its message in the 
form of an entertaining human interest 
story. And besides filling a definite 
need in public education, the film is an 
ideal aid for training tank truck drivers 
and maintenance crews. 


AN OIL INDUSTRY EXCLUSIVE 


Shortly after “Pipeline on Wheels” was 
released for showings, the demand for 
its use exceeded all expectations. Origi- 
nally, since the movie was produced for 
the exclusive use of the oil industry, 
50 prints were made up. But, as re- 
quests for the film came into the 
u Pont district offices, it soon became 
apparent that this quantity was not 
enough. Today, there are 175 prints in 
circulation among oil companies 
throughout the country. 
What’s more, requests for prints 
“age in from insurance companies, 
re departments, trucking firms and 
many other interested groups. But, be- 
cause of Du Pont’s policy to distribute 
the film exclusively through oil com- 
panies, all of these requests from non- 
oil organizations were channeled to the 
oil companies—to enable them to take 
full advantage of the public relations 
value of the film. 





NEW HEAD OF EXPORT SECTION 


WALTER MEES 


Holland-born Walter Mees heads up 
the petroleum chemicals sales section 
of Du Pont’s Organic Chemicals De- 
partment. Mr. Mees’ appointment to 


this position some months ago was part 
of a substantial expansion of the Com- 
pany’s export organization handling 
such petroleum chemicals as tetraethy] 
lead, gasoline dyes and antioxidants, 
Metal Deactivator, grease stabilizers, 
lube oil additives ty cetane. 

After graduating from a commercial 
and technical college in Holland, Mr. 
Mees entered business in Canada and 
abroad. In 1929 he joined the Royal 
Dutch Shell Group and passed through 
all phases of the oil industry from drill- 
ing to marketing. 

In 1935 he entered another field, but 
returned to Shell in 1945 and until 
1949 served as General Management 
Assistant with the Shell Caribbean 
Petroleum Company in Venezuela. Mr. 
Mees joined Du Pont in May 1950 and 
since that time has worked exclusively 
with petroleum chemicals products. 








New DuPont TEL Storage 
and Tank Truck Terminal 
Being Completed 
on Pacific Coast 


Within a few months, Du Pont’s new 
tetraethyl lead storage terminal at El 
Monte, California will be functioning 
full blast on behalf of the oil industry 
in Southern California. 

The terminal, complete with rail- 
road sidings for receipt of tank car 
shipments; and with weigh tank and 
storage facilities, will make all deliver- 
ies via Du Pont-owned tank trucks. 

One purpose of this is to make TEL 
more conveniently available to those 
refiners who previously had to receive 
“Jead” in drums due to lack of railroad 
sidings. 

The terminal will also help insure 
an immediate emergency supply of 
tetraethyl lead to refiners whose regu- 
lar shipments may have been held up 
by local floods, or other delays en route. 
And large refiners who for any reason 
whatsoever may in need of rush 
shipments smaller than in R. R. tank 
car lots can also benefit by the new 
tank truck delivery system. 

Further, to pts the handling 


Petroleum Chemicals 





and delivery of TEL, Du Pont-designed 
Metal-Flex hose installations are used 
in both the loading and unloading 
operations at the terminal. 


LITERATURE AVAILABLE 


Here is a partial listing of the bulletins, 
reports, booklets and aids available to 
you through your Du Pont Petroleum 
Chemicals Division district office: 
Safety for the Small Refinery — A 42- 
age book on how to set up an ef- 
ective small refinery safety pro- 
gram Serial A-2848 
Tank Talk — A 52-page, easy-to-under- 
stand safety booklet for tank-clean- 
ing crews Serial A-1134 
Stability of Present-Day Gasolines — A 
12-page paper on the value of stor- 
age tests—as compared with induc- 
tion period—for determining stability 
of modern gasolines. . Serial A-3199 


GU PONY 


®E6 y.s. Pat OFF 


Better Things for Better Living 
- ++ through Chemistry 






































E. 1. DU PONT DE NEMOURS & COMPANY (INC.) 
Petroleum Chemicals Division @ Wilmington 98, Delaware 


A-3663 


New York, N. Y. 
Chicago, Il. 
Tulsa, Oklo. 
Houston, Texas 
Los Angeles, Calif. 


District 
Offices: 


Chicago, Il. 
Tulsa, Oklo. 
Houston, Texas 
El Monte, Calif. 


District 


Wilmington, Del. 
Laboratories: 


IN CANADA: Canadian Industries Limited — Toronto, Ontario — Montreal, Quebec — Calgary, Alberta 


ADVERTISEMENT—Prepared for the Petroleum Chemicals Division of E. 1. du Pont de Nemours & Company (inc.) 


Printed in U. S. A. 





You can reach 


more parts 
more easily 
with a GLOBE 
Frame-Kontact’ HOIST ! 


THE BEST LIFT 





wy 
GLOBE HOIST COMPANY, 1000 E. Mermaid Lane, Phila. 18, Pa. 
(Factories at Des Moines, lowa and Philadelphia, Pa.) 
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Only a Globe Frame-Kontact Hoist leaves that unob- 
structed aisle lengthwise of the car! Mechanics have 
easy access to all undercar parts—with plenty of elbow 
room for making fast work of the toughest jobs. 


What’s more, there’s no wheelbase problem: cars 
are “spotted” merely by driving into front-wheel 
wells. Wheels hang free for easy servicing, and spring 
suspensions are relaxed for thorough lubrication. 
Floor area is neat and clear; available for easy cross- 
travel or car storage. See your Globe Hoist jobber 
now, or write for valuable il'ustrated Catalog M-418 


%* Trademark— Patented, U.S. and abroad. 





Ihe Best Spark Plug 





— FLASH! — 








Champions Score 29nd Victory 
in Indianapolis "500" 


driving the Champion-equipped 
won the 1952 Indianapolis 
rd breaking average 
Thirteen of the four- 


Troy Ruttman, 
Agajanian Special, 
500 Mile Race with the reco 
of 128.922 miles per hour. 
teen cars finishing were 


Champion equipped. 
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Champion 


IN PERFORMANCE! 


Winner of more events on land or 
water, holder of more records than all 
other spark plugs combined. 


IN SALES! 


The preferred spark plug by buyers 
in every category—cars, trucks, tractors, 
marine and aircraft. 


IN PROFITS! 


The greater the turnover and vol- 


ume, the greater the profits, and 
Champions lead all others in sales. 


BE A CHAMPION DEALER 
IT PAYS! 


CHAMPION SPARK PLUG COMPANY, TOLEDO 1, OHIO 
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foe You Can RELY ON ROCKWELL 


YOU LOAD 
HERE 


SLASH LOADING TIME 


YOU 
CONTROL 
AND RECORD 
HERE 


GAIN PLANT SECURITY 


With the Rockwell system of remote registration, ticket printing 
registers are under your dispatcher’s eyes and hands. Each is elec- 
trically synchronized to one of the meters at the rack. The dispatcher 
alone has control over all loading. Product can only be drawn after 
the dispatcher has inserted a ticket and energized the proper circuit. 
Think what this system means. You'll save 
loading time—for drivers are released of burden- 
some record keeping. You'll reduce the human 
element of error to a minimum. You'll gain 
greater plant security. And you'll have positive, 
basic accounting covering every transaction. 
This Rockwell system of remote registration 
has underwriter’s approval. It is now available 
for both new metering installations as well as for 
application to existing Rotocycle meters. Write 
for bulletin OG-324. 


ROCKWELL MANUFACTURING CO. 
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The Kreedox to, Grow 


THESE PICTURES were merely dreams fifty 
years ago when The Texas Company was 
born —a tiny newcomer in the realm of 
the giant. 

Today, it is a leader in its field; in fact, 
the seventh largest among the great busi- 
ness organizations of America. Its rise is 


a moral in itself — an inspiration to all the 
young and small of business — kindling for 
the fires that light the eyes of every en- 
deavoring American. 

For how did it grow? Because it was 
born in this broad land where the lowliest 
may climb to the peak of ambition’s lofti- 


THE TEXAS COMPANY 





Hilf Yous for fy Yoars 
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ae the venturer may start upon his 

dream with stars in his eyes — for 
“all the small in this great land have the 
freedom to grow big. 

The humblest vendor of today can be- 
come tomorrow's merchant prince and his 
cart a towering castle filled with wares of 
all the world. 

For the way was fashioned in the creed 
of men whose foresight is our fortune 
and whose concept of the American way 
was that the individual be free. 

It is a concept that has made America’s 
industries great and their greatness has 
made America strong. 

Today, The Texas Company looks back 
fifty years upon a birthplace as primitive 
as the wagon of the vendor. Its forebears 
believed in freedom: the right to make 
their own choices, to run their own risks, 
to suffer of their own errors and to gather 
their own rewards. 

Asking neither subsidy nor security, 
and knowing they would prosper only in 
proportion to the manner in which they 
served — a homely philosophy, but it is 
the bedrock of the American way, as solid 
as the ledge beneath the loam of our land. 

For it has given America the most 
powerful sinews of all the nations of the 
world. 


est pinnacle; and because Freedom of En- 
terprise stood by its side and whispered 
encouragement. 

America’s industries are symbols of 
America’s strength; and, like the biceps of 
the healthy and the strong, bespeak the 
wisdom of our way. 


1902-1952 


Published by The Texas Company on iss 
FIFTIETH ANNIVERSARY 
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SELL GAS AND OIL— BUT DON’T MISS 1.B.A. PROFITS 
CLEAN UP WITH WIX ENGINEERED FILTRATION 





Pigs’ feet may pay the rent, but it’s the pork chops that 
supply the gravy. Oil Filters and Filter Cartridges go 
hand in hand with gas and oil sales. The motorists who 
drive into your station for service depend upon your 
suggestions to make their driving smoother, pleasanter 
and more economical. WIX Oil Filter Cartridges are in 
this category and rank high among all T.B.A. items. 
WIX Engineered Filtration represents today’s No. 1 
opportunity for you .. . the complete line of Oil Filters 
and Cartridges . . . the line with the Extras in profits, 
ee value and performance! Only WIX contains WIXITE 
rep Eglo ps accse ... only WIX offers Engineered Selling . . . only WIX 
provides a complete Filter department for you at your 

pumps! Call your Jobber today for the full story 


_ vest DISPLAY RACK absolotely on WIX! 
my fee Sr ees ; 





TRADE M REG. 


OIL FILTERS e CARTRIDGES 


WIX ACCESSORIES CORP. * GASTONIA, N. C. 
WIX ACCESSORIES CORP. LTD. © TORONTO, CANADA 
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are yours to use, erminals your 
bulk liquids can be ble? fation, canned, drummed 
or barrelled for distribution. All this without investing or 
risking your capital! 
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GENERAL AMERICAN TANK STORAGE TERMINALS 
A Division of General American Transportation Corporation 
135 South La Salle Street « 
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PUROLATOR 
by Bert Lahr, 


dg 
+ 
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ce 
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famous comedian, 


Posed for 


“Tou say 9 out of 10 
buy when asked ? ‘ 


Bert’s happy. And why not? 


According to a recent nation-wide survey, 9 out of 10 
motorists buy when they’re shown a dirt-clogged filter, 
told the harm it can do an engine. 


What’s more, they almost always buy a Purolator 
Micronic* when they’re shown how it filters more dirt faster 
—how it helps oil do a better job! 


Any way you look at it . . . Purolators are good business 
for supplier and dealer; they’re easy to sell; bring in plenty 
of money. 

And why not? Why shouldn’t they be good money- 
makers? Every car with an oil filter (any make) can be sold 
at least two—often more—Purolator* Micronic refills a 
year; every Purolator refill sold means the sale of an extra 
quart of oil. And . . . Purolator is backed by big, nation- 
wide advertising! 

So... stock your dealers to sell every car that calls. 
You'll find it pays! 


REMEMBER. .. First, last, and all the time 
— Purolator is No. 1... with everyone! No. 1 
in the way it’s built! No. 1 in the way it’s 
advertised —everywhere without letup! 


PUROLATOR PRODUCTS, INC. 
Rahway, New Jersey, and Toronto, Ontario, Canada 
Factory Branch Offices: Chicago, Detroit, Los Angeles 


*Reg. U.S. Pat. Off. 


PU ROLATOR OIL FILTER 


( ENGINEERED FOR () EVERY MAKE OF CAR ) 
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Now-A Complete line of 
Crane LP bas Velves 


SIZES: V4 to 2 in. incl. 


WORKING PRESSURES: UL approved for L-P Gas up to 250 Pounds, Max. Also for Oil 
or Gas—400 Pounds, 150 Deg. F. Max.; and Water—400 Pounds, 200 Deg. F. Max. 








Now, on L-P Gas piping services, you can stand- 
ardize throughout on dependable, durable Crane 
L-P Gas valves. By rounding out this line with 
a companion gate valve, Crane gives you a com- 
plete line of valves for the service. 

Like the Crane globe, angle, and check valves wenntie, <8 
shown here, the new Crane gates are Under- 
writers’ Approved for L-P Gas service. They are 
recommended for use in branch and by-pass 
lines, and for other installations where metal- 
to-metal seating is approved. 


MATERIALS—CONSTRUCTION—TESTING 
Body and bonnet of Crane L-P Gas gates are 
ruggedly constructed of high grade Crane Spe- 
cial Brass to withstand toughest working condi- 
tions. The disc, of solid wedge design, is Crane 
Nickel Alloy, hard, tough, and highly resistant 
to wear. A deep stuffing box with approved type 
packing, provides long-lasting, tight sealing of @LOBE—Ne. 130 ANGLE CHECK —Ne. 192 
the rising stem. Union ring bonnet joint allows 


repeated dismantling of the valve without affect- CRANE QUICK-CHANGE DISC FEATURE 
. 3s e In globe, angle, and check valves which have composition 
ing joint tightness. 


disc, the disc can be quickly replaced without removing 

All Crane L-P Gas Valves are air tested for valve from line. Merely take off bonnet assembly, remove 
seat tightness. disc a and replace with spore disc holder containing 
new disc. 


ASK FOR CIRCULAR AD-1899 — This 
ne free circular gives complete infor- 
mation on Crane L-P Gas Valves— 
gates, globes, angles, and checks. 
Includes service recommendations, 
sizes, prices and dimensions. Ask 
your Crane Representative for a 
copy, or write to address below. 
No obligation. 


CRANE VALVES 


CRANE CO., General Offices: 836 S. Michigan Ave., Chicago 5, Illinois 
Branches and Wholesalers Serving All Industrial Areas 


VALVES * FITTINGS - PIPE * PLUMBING * HEATING 
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PLATE 807 (Swivel) 
Ninety Degree Tank 
Car Reducer Coupling 
—5x2, 5x2, 5x3 
ond 5x4 In. 





PLATE 807-A 
(Swivel) Forty-five 
Degree Tank Car 
Reducer Coupling 
thread—5x 2, 5x 
2%, 5x3 and 
5x4 in. 


@ McDonald Tank Car Reducer 
Couplings are designed for serv- 


PLATE 917 (Swivel) : ice, and built accordingly. We 
Forty gree Tank , 

Cor manor Coupling make them of high-grade bronze. 
with female outlet 


threads — 5x2, 5x2% We provide them with accurate, 
oe clean-cut threads to assure 
tight connections. And we 
include with them a forged steel 


spanner wrench for quick appli- 


cation. Maybe that is why 


aun McDonald Tank Car Reducer 
PLATE 808 (Stro 


Swale Se Te ae Couplings 
ar Reduc 

eel, Soe OO become standard in the field. 
5x 


have just about 


A. Y. MSDONALD MFG. CO. 
The Home of the Swing Joint” 
DUBUQUE, IOWA 
PLATE 809 Forged There's a ala Orel) 
Steel Spanner Wrench Distributor Near You 
for use with McDonald 
car couplings. 


folie Msigelildi Mme); 
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] believe in the importance of 
quality — that’s why I’ve been selling 
Dayton Thorobreds for nineteen years,” 
points out Tom McDermott, Tulsa Dis- 
tributor for Dayton Thorobred Tires. 
“Besides the advantage of guarantee- 
ing me top-quality products, my Day- 
ton franchise has provided me with two 
big markets — the commercial vehicle 
operator and the passenger car driver. 
And believe me — when a manufac- 
turer builds tires which measure up to 
truckers’ rugged requirements, their 
passenger car tires are bound to please 
motorists who want top quality for 
their money!” 


Dayton Thorobreds —the original 
Cold Rubber passenger tires. 


of 
romplete 
e of great 


tires—each engineer- 
id for a specific type of service. 


i ise, because 
You're out in front with a Dayton Franchise, 


(1) you sell top quality tires—backed by strong written guar- 
antees, (2) every passenger car and truck owner's a prospect 
and (3) you get the benefit of an aggressive merchandising 
program with the most liberal local cooperative ad plan in 
the industry, PLUS trade journal and national advertising, 
special promotions, complete point-of-sale help, direct mail, 
identification — everything to help you increase the profit and 
pleasure of selling Dayton Thorobreds. 

it will pay you to investigate this opportunity. Write to 
Dayton Rubber Company, Dayton 1, Ohio. 


A COMPLETE LINE OF PASSENGER CAR AND TRUCK TIRES—EVERY ONE A THOROBRED! 
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' Pamps ... lifts . . . air compressors . . . high boys 
..~ hose reels . . . one quart pumps . . . and many 
other pieces of equipment are all ‘‘station- 
engineered” for extra service by Wayne. Each has 


_, been developed to do its particular job with the 
_ maximum service life. Each designed to work together 
for greater efficiency. Each built under the same 
rigid “quality-control” system of Wayne. rt 
When you build a new station, or improve your 
present one remember the importance of standard- 
izing on Wayne equipment throughout. You are 
sure of only one high quality.. Only one source of 
supply when ordering. Only one responsibility to 
keep your equipment working at all times. Only one 
nationwide service with more than 250 points 
throughout the nation staffed with factory trained 
> men and stocked with complete replacement parts. 
-. For long uninterrupted service, with no costly 
delays or replacements standardize on one through- 


out “ee WAYNE. 
COMPRESSORS—. 


THE WAYNE PUMP COMPANY 1/3 to 10 HP 
SALISBURY, MARYLAND 


| 
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Twice AS MANY, 
Twice AS EASILY 





Drivers like the new Trico Soft-Rubber Blades because 
they give the cleanest wipe ever seen. 


YOU'LL like them — 


— because they fir ALL FOUR types of wiper arms 
without adaptors. No more fumbling on the 'shield ! 


— and because Trico’s new metal Stock Organizer 
Cabinet puts the right blade or arm at your finger 
tips. No more fumbling on the shelf! 


‘million television screens are telling car drivers 


em. That’s why sales are breaking all records. 
efiwiil help you cash in. Phone him! 


METAL STOCK 


ORGANIZER 
Cabinet D-102 
for Shelf or 
Counter 
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How Oil Men May Apply 0.8¢ Hike : 
In East Coast Heating Oil Prices 


WASHINGTON — The Office of 
Price Stabilization this week cleared 
its books of two long-pending price 
actions officially granting an in- 
crease of 0.8c on East Coast heating 
oils and spelling out specific tank 
wagon and “rack” sales ceilings for 
regular grade gasoline at seven West 
Coast points. 

The East Coast order followed 
months of consideration and study, 
culminating in intervention by Acting 
Defense Mobilizer John R. Steelman 
to settle differences in viewpoint be- 
tween OPS and the Petroleum Ad- 
ministration for Defense. It was Mr. 
Steelman who decreed the 0.8c in- 
crease—a boost of 0.65c on tank car 
and a jobber margin hike of 0.15c. 


Established in Supplementary Reg- 
ulation 10 to Ceiling Price Regula- 
tion 17 (basic wholesale petroleum 
order), the increase makes no specific 
provision for “rack” or “yard” sales, 
according to petroleum Chief Loring 
T. Cramer, but bulk plant operators 
are entitled to the full 0.8c increase 
and probably will take it, allowing 
their buyers customary discounts. 

Tank car ceilings were fixed spe- 
cifically at the following points in 
cents per gal.: 


Location 

Searsport and 
Bucksport, Me 11.75 10.75 

Portland, Me. ..... 11.05 10.05 

Portsmouth, N. H. . 11.55 10.55 

Everett, Mass. .. 10.95 9.95 

Boston ... : 10.95 9.95 

Fall River, Mass. 10.95 9.95 

Tiverton, R. I. .. 10.95 9.95 

Providence, R, I 10.95 9.95 

New London, Conn 11.35 10.45 

New Haven, Conn. . 10.95 

Bridgeport, Conn. . 10.95 

Albany, N. Y. .... 11.05 

re 10.75 

Philadelphia ... 10.85 

Baltimore ....... 10.85 

Norfolk, Va. ...... 10.75 

Moorehead City, N.C 10.9 

Wilmington, N.C. . 10.9 

Charleston, 8. C 10.9 


Kerosine No. 2 Fuel Oi 


Index Gas Oil 
Savannah, Ga. Sas 11.45 10.45 
Jacksonville, Fla. .. 11.4 10.4 
era r 11.5 10.5 
Port Everglades, Fila. 11.5 10.5 
Tampa, Fla. ....... 11.15 10.25 
Port Tampa, Fla. ... 11.15 10.25 


The regulation further sets the fol- 
lowing ceilings on sales for other 
than tank car or transport truck de- 
liveries FOB seaboard terminals: 

Delivery into Barges — Ceilings 
shall be reduced by the amount of 
the seller’s customary differential un- 
der tank car, but in no case shall 
the differential be less than 0.1c per 
gal. 
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Delivery by Tanker into Buyer's 
Terminal — Also reduced by the 
amount of the seller’s customary dif- 
ferential under tank car, but in no 
case less than 0.55c per gal. 


Applicability of the 0.15c Per Gal. 
Increase — The 0.65c hike may be 
passed on by resellers and the 0.15c 
may be added “for sales of these 
products by operators of such ter- 
minal or refineries to other than 
bulk plant operators, and for sales 
by bulk plant operators who receive 
product from these terminals or re- 
fineries.” The 0.15c increment “may 
not be applied on sales at the tank 
car or transport truck level” and 
“in no case may the price to the ul- 
timate consumer” be increased more 
than 0.8c per gal. 


Product Differentials—‘“‘Any seller 
who during the base period main- 
tained a customary differential be- 
tween either kerosine or No. 2 heat- 
ing oil and other distillate fuel oils, 
such as Diesel fuel, No. 1 heating 
oil and gas house gas oil may deter- 
mine ceiling prices for these products 
by applying his customary differen- 
tial to the specific ceiling prices es- 
tablished by this supplementary regu- 
lation.” 

Customary Differentials—“All ceil- 
ing prices determined under this sup- 
plementary regulation shall reflect 
your customary differentials, dis- 
counts and allowances in effect dur- 
ing the base period.” However, OPS 
officials said, although a seller may 
not reduce his customary differential 
to his buyers, he can increase it with- 
out violating OPS regulations. Thus, 
a seller entitled to a 0.15c increment 
could share this with a purchaser, 
agency officials said. 


Pacific Coast Spellout—The West 
Coast order, Supplementary 9 to Ceil- 
ing Price Regulation 17, fixed these 
ceilings at the following points: 


400 Less 

gals. 200-399 40-199 than 
ormore gals. gals. 40 gals. 
San Francisco 
Ba 18.5 


14.5 1 
1 19.7 


Hanford, Calif. 15.7 
Bakersfield 

Calif. ...... 14.8 1 
Stockton, Calif. 15.7 1 
Sacramento, 

GR, i cecse: ‘MF 1 
Portiand, Oreg. 15.0 1 19.0 
Seattle, Wash. 15.0 1 19.0 
Tacoma, Wash. 15.0 15.5 . 19.0 


5.0 

6.2 

5.0 5.2 18.5 
6.2 . 19.7 
6.2 
5.5 
5.5 


19.7 
The order requires that “rack” sales 


of regular gasoline at refinery or 
bulk plants be 3c per gal. below regu- 


lar grade ceilings on tank wagon de- 
liveries, with other “rack” sales to 
be determined as follows: 

Resellers’ Ceilings — Resellers of 
“rack” price gasoline originating in 
any of the areas covered by the order 
shall increase their ceilings by the 
same amount as the increases granted 
their suppliers, regardless of where 
the reseller sells his product—irre- 
spective of whether his sales are made 
within or without the geographical 
scope of the order. 


Premium Grade Ceilings—The sell- 
er shall apply his customary whole- 
sale differential between regular and 
premium grades. 

Third Grade Rack Gasoline—Each 
seller shall apply his customary whole- 
sale differential between regular and 
third grade gasoline. 

Transportation -— Ceiling prices 
“may be adjusted to reflect increases 
in transportation costs occurring 
since Sept. 1, 1951.” 

Customary differentials must be 
maintained, OPS directed. Meanwhile, 
OPS continued its study of the feasi- 
bility of utilizing General Overriding 
Regulation 29 as a possible means of 
granting some price relief to produc- 
ers of Navy Special fuel oil. The regu- 
lation allows price increases to indi- 
vidual company applicants on prod- 
ucts where it can be shown that price 
curbs have interfered with defense 
production. 


Sinclair Avoids Strike 
Signs Contract with OWIU 


NEW YORK~—Sinclair and Oil 
Workers International Union (CIO) 
reached an agreement late July 1 
on a new one year contract effective 
midnight June 30, when the old con- 
tract expired, thus avoiding a threat- 
ened strike. 

The company said the new contract 
includes increased allowances under 
hospitalization and surgical plan, ex- 
tends the period of sick benefit pay- 
ments varying with years of serv- 
ice, and a slight increase in moving 
and settling expenses for employes 
in production and pipe line divisions. 
Requests for union shop and longer 
vacations were denied, Sinclair said. 

A strike of all operations under 
Sinclair’s nationwide agreement with 
OWIU had been set for midnight 
June 30. 

Should the strike have gone into 
effect, it would have idled six Sin- 
clair refineries having a total capacity 
of 357,000 b/d, or about 5% of the 
total U. S. refining capacity. 





THE WEEK’S OIL NEWS 





OPS Ironing Out Margin Relief Plan 
To Restore Pre-Korea Jobber Profits 


NPN News Bureau 
WASHINGTON—Local offices of 
the Office of Price Stabilization will 
carry the ball on granting margins 
relief sufficient to “restore earnings 
to the pre-Korean level” for the coun- 
try’s heating oil jobbers, it became 
clear this week. 

In Washington, the OPS Fuels Di- 
vision unveiled its tentative plan for 
handling the program, though warn- 
ing that it is still in the initial stages 
and is subject “to many possible 
changes.” 

The proposed amendment to Ceil- 
ing Price Regulation 17 (wholesale 
petroleum order) is accompanied by a 
“statement of consideration” which 
recognizes the shrinkage of net mar- 
gins under rising post-Korean ex- 
penses. 

The OPS Plan—tThere are three 


key points to the program as now 
contemplated: 


1. The whole affair will be han- 
died by the district or regional 
offices of OPS. However, the na- 
tional office will “post-audit” all 
increases granted to co-ordinate 
“over-all policy” and to prevent 
one area from receiving increases 
out of proportion to those in 
other areas. 

2. The increases will be grant- 
ed on the basis of a “representa- 
tive survey” in each marketing 
area conducted through means of 
a streamlined financial reporting 
form (see NPN June 18, p. 34). 
Conceivably, however, district of- 
fices could dispense with the sur- 
vey if they have sufficient ac- 
curate information on which to 
act. 


3. Local offices will determine 
area limits based on common 
marketing practices, and price 
ceilings will be raised on an area- 
wide basis only. 

In part, the statement of consid- 
erations reads: 

“Subsequent to the base period, 
Dec. 19, 1950, to Jan. 25, 1951 (when 
prices were frozen), the expenses of 
heating oil jobbers have increased so 
sharply that net margins have been 
drastically reduced, even though 
gross margins may have remained 
unchanged. As a consequence, the 
earnings of many distributors have 
sunk to a level which threatens to 
cause insolvency or to force them 
out of business.” 


The aim of the plan, according to 
the statement, centers on “determin- 
ing the degree of earnings decline” 
in the year ended May 31, 1952, as 
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compared with the last pre-Korean 
year, to permit “a price adjustment 
which would restore earnings to the 
pre-Korean level.” 

Field Office Duties—Speaking of 
local offices, it says: 

“It will be their responsibility to 
specify the degree of price adjust- 
ment in each dominant marketing 
area in order to provide equitable ceil- 
ing prices for the jobbers.” 

In working-draft form is also a set 
of proposed operating instructions to 
the local offices which covers these 
points: 

—‘“Adjustments only on an area 
basis are authorized... .” 

—‘Since the need for an adjust- 
ment of distributor’s group basis is 
usually localized in one particular 
area and there are ordinarily factors 
involved which are peculiar to that 
local area only, the office which 
processes group adjustments is given 
considerable discretion in handling 
such matters... .” 

—“‘One cannot say that any par- 
ticular percentage of the applicants 
represents a representative sample. 
A 20% sample, properly selected, 
might be more satisfactory than an 
80% sample which is biased... .” 

—“Every eligible dealer in an area 
must be given an equal chance to be 
included... .” 

Facts Needed—To arrive at a prop- 
er increase figure, local offices, under 
the present plan, would make the fol- 
lowing determinations: 


1. Total net income before taxes of 
all firms comprising the sample sur- 
veyed in a single area for the 1949- 
50 base period year and for the cur- 
rent period year, 1951-52. Compare 
the earnings in each period. 

2. If current earnings. exceed pre- 
Korean earnings, no price increase 
would be considered necessary. 

3. If current earnings fall short of 
pre-Korean earnings, current earn- 
ings would be subtracted from pre- 
Korean earnings. 

4. The difference would be divided 
by the total number of gals. of fuel 
sold in 1951-52 by the firms compris- 
ing the sample surveyed to arrive at 
the per gal. increase needed to re- 
store industry earnings to the 1949- 
1950 level. This would then be 
rounded off to the nearest fraction of 
a cent in accordance with the indi- 
vidual area’s pricing practices. 

So far, no definite target date has 
been set for submission of the plan 
to higher OPS authorities in Wash- 
ington, but it seemed probable that 
it would be sent forward within the 
next two weeks. 


Ellis Suggests Jobber Could 


Report Account Loss to FTC 


WASHINGTON—A Tennessee job- 
ber has been advised by Otis H. Ellis, 
general counsel for National Oil Job- 
bers Council, that he could report to 
the Federal Trade Commission an al- 
leged practice of a major supplier 
who grabbed the jobber’s commercial 
consumer account by selling at prices 
2.5c below tank wagon price. 

In his weekly letter to NOJC Chair- 
man John Harper, Mr. Ellis said the 
Tennessee jobber got a truck line ac- 
count at tank wagon price several 
years ago and later, under pressure 
of a major supplier, reduced the price 
1c. On this basis, the jobber got a 
10-year contract. After three or four 
years, however, the company termi- 
nated the contract and investigation 
revealed that a supplier—one with 
several jobber-distributors—had tak- 
en the account on a transport-deliv- 
ery basis at 2.5c off tank wagon 
price, Mr. Ellis said. 

In addition to advising the jobber 
that he could complain to FTC, Mr. 
Ellis suggested two other courses: 
action for breach of contract and, 
possibly, action under existing Ten- 
nessee statutes against supplier for 
inducing breach of contract. 

Mr. Ellis said he was “getting a 
little fed up” with hearing case his- 
tories on commercial accounts to ef- 
fect that a jobber has wet-nursed a 
commercial account during the period 
when it paid little dividends and then 
as account grows to attractive pro- 
portions, a supplier moves in and 
takes account at a price beyond reach 
of the average jobber. 

“This appears to be the pattern of 
the industry where the little fellow 
develops the market and then Mr. Big 
steps in to skim off the cream,” he 
wrote. 


ICC Finds LP-Gas Rail Rates 
Unreasonable in 4-State Area 


WASHINGTON — Interstate Com- 
merce Commission has found rail- 
road rates on liquefied petroleum 
gas from Kentucky, West Virginia, 
Ohio and Pennsylvania to points in 
eastern territory “unreasonable” to 
extent they exceed 140% of corre- 
sponding rates on gasoline. 

ICC order will be made effective 
by Sept. 17, on 30 days’ notice. Pro- 
ceeding was result of complaints 
against railroads brought by Vir- 
ginian Gasoline & Oil Co., Sun Oil 
Co. and others. 

In other action, ICC’s Division No. 
2 has ordered investigation into rates 
on transportation of petroleum prod- 
ucts in tank trucks from points in 
Minnesota and North Dakota to 
points in Minnesota and North and 
South Dakota, as set forth in tariff 
of Indianhead Truck Line, Inc. 
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PAD Warns Steel Strike Will Hurt Oil; 
‘Critical’ Projects to Get Priorities 


NPN News Bureau 

WASHINGTON — Obviously the 
steel strike will hurt the oil industry, 
but how strong this impact will be 
depends on how long it lasts, Deputy 
Petroleum Administrator J. Ed War- 
ren warns. 

He pointed out that each day’s loss 
of steel production “compounds” the 
serious effect. 

The first losses were not serious 
because industry in general could ab- 
sorb them without losing its own pro- 
duction stride, he explained. Some 
industries were in such a position 
they didn’t mind a brief slowdown. 

But, as the strike continues—it has 
been going now since June 2—this 
soft spot in demand disappears, and 
each passing day adds to the momen- 
tum of the demand. Like a snow- 
ball rolling down hill. 

When the strike does end, Mr. War- 


ren expects the materials scramble to 
be intense. 


PAD Planning—What will PAD do 
about it? 

Well, since that agency has no 
magic formula for whisking steel out 
of a hat, it will be forced into trying 
to stretch what steel supply it does 
get to cover the requirements; 

Mr. Warren said it stands to rea- 
son that PAD will have to give first 
attention to completing the facilities 
whose production is needed immedi- 
ately. 

For example, he said, gas lines and 
fuel oil storage facilities naturally 
would be given high consideration 
because some people might get cold 
next winter if those facilities are not 
completed. 


If someone has to do without steel 
now, it most likely will be for those 
facilities which can be delayed tem- 
porarily without causing an imme- 
diate crisis. 

Mr. Warren didn’t claim to know 
all the answers on who will get how 
much, and when. He said each PAD 
division is working on a study to 
show the impact of the steel strike 
on its particular operation. 

PAD will take these requirement 
studies and reports on availability of 
steel for certain uses and from that 
will determine what to do next. 

It’s difficult to reach any concrete 
conclusions until the strike is ended 
and the mills are producing again, 
naturally, and both PAD and Defense 
Production Administration plan to 
hold off as long as possible before 
tearing up the present use pattern 
and drafting a new one. 


Allocations Puzzle—_DPA hasn't 
made up its mind yet whether to 
leave the present third quarter allot- 
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Tell Woes to PAD 


WASHINGTON —If the steel 
shortage has forced you to cur- 
tail your operations, Petroleum 
Administration for Defense 
wants to know about it. 

The agency is seeking to es- 
timate the extent of the steel 
strike on the oil industry and 
has invited oil companies to re- 
port their difficulties. 

Although PAD has not yet 
drawn up a program of allot- 
ments for use when the strike 
ends, it still is in a position to 
help emergency cases. 











ments stand, and thus let the shock 
of the shortage fall in the fourth and 
succeeding quarters, or whether to 
try to re-align the third quarter use 
picture now. 


Indications are that the third quar- 
ter allotments will be let alone, un- 
less critical shortages force a change 
in present plans. 


Mr. Warren said there was some 
talk at DPA of changing the per- 
centage pattern of allotments. That 
is, some steel users would be cut 
much more sharply than others. To 
make sure that the oil industry gets 
a fair shake, one reason for the pres- 
ent studies being made by the PAD 
divisions is to establish essentiality 
arguments to show DPA that the oil 
industry has a strong case. 


One of the strongest PAD argu- 


ments will be that whereas many in- 
dustries already have passed their 
production peak, the oil industry is 
just beginning an 18-month expan- 
sion program and that the program 
is aimed merely at meeting imme- 
diate demands and at building a 
small reserve to enable it to meet 
supply emergencies. 


Loss So,Far—As mentioned above, 
it is difficult at this moment to put 
an exact measure on the impact of 
the stee] strike. However, some rough 
calculation will indicate the degree. 
Last week the steel industry esti- 
mated that total losses by the end 
of the week (June 28) would total 
9,100,000 tons. 


Since oil normally uses about 9% 
of the total steel output, its share of 
the loss would come out to almost 
820,000 tons. 


This would be more than 40% of 
the amount—almost 2,000,000 tons— 
which the industry would have been 
allotted by DPA for fourth quarter 
operations had it not been for the 
steel strike. 


PAD itself has estimated that half 
of the fourth quarter output of tubu- 
lar goods already has been lost. This 
represents an accumulation of losses 
at the rate of 5,000 tons daily. 


Can Picture Brighter—Not all the 
news this week was black. PAD was 
told, for example, that oil equipment 
manufacturers have the facilities to 
meet oil’s needs if they are able to 
get the materials. 


A National Production Authority 
official sees no difficulties ahead as 
far as oil cans are concerned despite 
NPA announcement that cans for 
food uses will be given first priority 
on materials. Most oil cans are made 
of blackplate, he said, and food cans 
require tin plating. 





Twin Storage Tanks Hold 342,000 Bbis. 


LARGEST STORAGE TANK in Canada, according to Shell Oil Ltd., was completed 
in six week's time at the company’s Montreal East Refinery. The tank is 48 ft. high, 
160 ft. in diameter and has a capacity of 171,000 bbls. A twin tank (center) with same 
dimensions, is now under construction. Automatic welding equipment and mobile 
scaffolds were used by the builder to complete the tank in record time 
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Prairie States Set to Fight OPS Damage Suit 


DANVILLE, Ill..<Factional fight 
between national and field Office of 
Price Stabilization officials was 
blamed last week by Prairie States 
‘Oil & Grease Co. for filing of OPS 
trehle damage suit against éompany 
:alleping price ceiling violations. 

Complaint filed in Federal District 
Court at Springfield, Hil., by OPS 
‘district office there alleges -company 
made overcharges of $13,111. on 
sales of antifreeze mixtures totaling 
‘over 30,000 gals. OPS contends over- 
charges, on sales to Socony-Vacuutn, 
Martin Oil and Packard Motor Co., 
ranged from 2l1c to 50c per gal. 
- Judgment is sought in stim of $39,- 
334.68. 

Statement issued by Hall Stewart, 
Prairie States vice president, said: 

“We deny -any violation willful or 
otherwise of OPS ceiling prices on 
antifreeze. Our products of the same 
quality have always undersold our 
competitors. Our records show that 
we have complied with OPS regu- 
lations and that we have done our 
full part in checking inflation. We 
find no justification for any OPS 
complaint. Government claims are 
based on technicalities so vague 
and complicated that their own at- 


torneys are in disagreement. In 
view of the fact that our records are 
crystal clear on all transactions, we 
are refusing to make any compromise 
settlement. We have also been given 
the complete and full support of the 
National Small Businessmen’s Assn. 
and other public interested agencies.” 
Probers Gave Assurance—Company 
told NPN that when OPS investiga- 
tors from Springfield completed audit 
ot Prairie States records in Febru- 
ary, they gave personal opinioti that 
“we had nothing to worry about.” 
However, Company said it received 


eall in April from Springfield inves- 


tigators advising that OPS in Wash- 
ington “found us in technical viola- 
tion of OPS ceilings but that the 
‘Springfield offi¢é was on our side.’ ” 
& conference with OPS officials in 
Sptingfield resulted iff agreement on 
a $1,000 settlement, buf Washington 
OPS refused this comprowaise, com- 
pany said. 

Prairie States thert set about dudit- 
ing its owt records, which audit, it 
said, bore otit original contention that 
it had not violated OPS ceilings 
Seeking to get this information be- 
fore OPS in Washington, it said it 
consulted a Washington attorney, but 





NPN Goes on the Road to Get 


Facts on Highways 








CC] Turnpikes in Operation 
GE GE BE Route of Proposed Turnpikes 


@ @ © © Route of NPN Stoff Writer 


TOLL ROADS AND THE MARKETER—The 1,500-mile route taken by an NPN staff 


writer divulged revealing data on the changing pattern of oil industry’s marketing 
on the nation’s highways—especially in heavily populated states. Next week, July 9;. 


in the concluding special report on highway trends and their effect on highway mar- 
keting, NPN will present an all-inclusive discussion of: (1) turnpike stations—their 
economics; (2) Independent marketers on turnpikes; (3) oil marketing adjacent to 


toll. roads; and (4) future traffic patterns and their impact on marketing. Four earlier 


reports were published May 28, June 4, 11 and 18 
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abahMdoned that ¢ourse When “we 
weré presented wit the pfoposition 
by this Washington lawyer that his 
feé Was $7,500 if the case did not 
go td thé Justice Department.” 

Compaiy termed OPS procédure in 
case “most tMorthodox” and asserted 
“we do not feel that OPS was sin- 
cerely interested in obtaining all the 
facts and circifiistances and OPS 
seems to be deté¥mined to let the 
Justice Department Worry about such 
things,” adding: “Wé automatically 
fall victims of unfavorable publicity 
by our being the inbetween of all 
factions.” 

Denies Discord—Harry N. Stein, 
special assistant to Enforceniént Di- 
rector Lambert S. O’Malley, Office 
of Price Stabilization, says “it just 
ain’t so” that there was a dispute be- 
tween WaShington and Springfield, 
Fil, OPS officials on Prairie States 
case. nae 

“The field office f@ang » Price vio- 
latioW or it would not haye rererred 
the Gase to Washington,” Mr. Stein 
said. As for any assuranéés giver 
company by field office investigators 
that theré was “nothing to worry 
about,” Mr. Stein said that suc? in- 
vestigators afe not authorized to 
make any suéf statements. 

Washington OPS said that it sent 
a@ special invéstigator to inspect qual- 
ity of the antifreeze and facts in case 
befére final decisiom was made to file 
suit. 


Divorcement, Below-Cost Ban 


Urged by New Jersey Dealers 


ATLANTIC CITY— Bills calling for 
divorcement of gasoline wholesaling 
from retailing and prohibitimg below- 
cost sales will be introduced in New 
Jersey legislature at its next session 
in January, as a result of resolutions 
passed unanimously at the annual 
meeting of New Jersey Gasoline Re- 
tailers Assn. 

The group also adopted resolution 
condemning the lack of competition 
on toll roads. 


PAD Studies Ways and Means 


Of Insuring Winter Supplies 


WASHINGTON — PAD said June 
30 no final decision has been made 
on whether it may personally contact 
East Coast heating oil suppliers to 
seek their co-operation in heading 
off any possible shortages next win- 
ter. 

This was only one of several ideas 
being tossed around, the agency em- 
phasized. 

Should PAD decide to personally 
talk over problems of increasing fuel 
oil output and seeing that adequate 
distribution is made, chore probably 
would fall to C. E. Davis, assistant 
deputy PAD in charge of domestic 
operations, and C. E. Spahr, director 
of supply and transportation. 
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Congress Extends Controls on Prices 
But Urges Drive to Remove Ceilings 


WASHINGTON — The nation this 
week was handed another ten months 
of economic controls with no im- 
mediate effect on petroleum pricing 
in sight. However, hope was seen for 
ultimate easing of curbs in a policy 
statement contained in the bill passed 
by Congress and reluctantly signed 
by President Truman. 

A Senate-House conference strip- 
ped from the measure (which extends 
most controls authority in the De- 
fense Production Act) the mandatory 
language approved by the House 
which would have lifted controls 
from items, including petroleum, not 
under allocation or rationing. 

But it included the following pro- 
vision inserted by the Senate: 

“It is hereby declared to be the 
policy of the Congress that the Presi- 
dent shall use the price, wage and 
other power conferred by this act as 
amended, to promote the earliest 
practicable balance between produc- 
tion and the demand therefor of ma- 
terials and services and that the gen- 
eral control of wages and prices shall 
be terminated as rapidly as possible.” 

Crude Hike Pressed— That was 
hailed by General Counsel Russell B. 
Brown of Independent Petroleum 
Assn. of America, as an action that 
“should bring about early action to 
remove price ceilings from crude oil.” 
This was interpreted as further in- 
centive to step up IPAA’s battle for 
decontrol action. 

If crude prices were decontrolled, 
there would very probably be a lift- 
ing of ceilings on oil products. 

However, the Office of Price Sta- 
bilization is dead-set against suspend- 
ing its regulations on petroleum ex- 
cept on some “non-essential” prod- 
ucts, such as re-refined lube oil. Price 
Stabilizer Arnall “officially” is ‘‘con- 
sidering” IPAA’s decontrol petition. 

Noting that Congress shelved the 
stricter decontrol section of the 
House bill, Mr. Brown declared: 

“This (enactment of the provision) 
was made difficult by administration 
officials appointed under the authority 
of this law who made it clear that 
any congressman voting to remove 
controls would be faced with violent 
denunciation by these agencies.” 

“These threats were in direct vio- 
lation of the general law against such 
activities by government employes. 
This law was violated by the heads 
of these agencies.” 

However, the IPAA general coun- 
sel pointed out that the Senate lan- 
guage means “the intent and will of 
Congress . is clear that where 
a material such as crude oil is in 
ample supply, it should be decontrol- 
led. The ‘condition of supply’ as to 
crude oil is such that there no longer 
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remains any need whatever for con- 
tinuing controls. It is a useless and 
unnecessary burden on the industry 
and serves only to retard expansion 
of productive facilities recognized as 
being essential.” 

The case for crude, as presented 
by IPAA, “coupled with the expressed 
attitude of Congress, should be am- 


ple basis for early favorable consid- 
eration of the price authorities,” Mr. 
Brown asserted. 

OPS Cool—At OPS, the general 
view at the policy echelon is that 
petroleum producers want a price in- 
crease “in the neighborhood of 40c or 
50c per bbl.” and that OPS sees no 
pressing reason, for defense purposes 
or otherwise, to grant such a boost, 
much less decontrol. IPAA has con- 
sistently maintained that it wants de- 





control, not a price hike. 


———- 


VES MONEY TIME WORK 


Here in this self-contained Drum 
Rinser, petroleum bulk plants, chem- 
ical terminals, and all industries 
using drums cleaned by petroleum- 
based solvents, will find a new, fast 
and practical drum-cleaning meth- 
od which eliminates the need for 
returning drums to the refinery or 
cleaning plant before every refill. 

Every square inch inside the drum 


WRITE NOW 
FOR FULL 


INFORMATION 


is scoured, with the solvent being 
forced into the drum and removed 
in one simultaneous operation. Sand 
and similar larger particles of solid 
matter are flushed loose under 35 
pounds liquid pressure and instant- 
ly removed from the drum without 
draining. No installation . . . no 
piping ...no air lines... just one 
electrical connection. 
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Defense Orders for the Oil Industry 


(Issued June 24-30, inclusive) 


This description of oil defense orders pro- 
vides a weekly summary of government regu- 
lations that may affect NPN readers. We will 
appreciate our readers letting us know when 
they think that we have omitted a regulation, 


Complete copies of the official text of these 
orders can be obtained from Platt’s OIL-Law- 
GRAM Reports, 1213 West Third St., Cleveland 
13, Ohio, a publication which reproduces and 
mails out the orders on oil upon issuance. 
Minimum charge for single copies, $1.00, 
postage paid. One year's service, $100. Less 
than one year’s service, pro rata plus $5.00 
for handling. 

CODE: NPA-—National Production Author- 
ity; ESA Economic Stabilization Agency; 
PAD—Petroleum Administration for Defense; 
ODM—Office of Defense Mobilization; DPA— 
Defense Production Administration; DTA — 
Defense Transport Administration; WSB — 


Wage Stabilization Board; OPS 
Price Stabilization. 


List of Orders 


I1D—Department of the Interior 
Cire. No. 1821, Oil and gas leases. 


OPS—Office of Price Stabilization 

CPR 17, SR 8, Fuel oil in Baltimore area. 
WSB—Wage Stabilization Board. 

Int. to GWR 6 & 8 Rev. and Res 71, Piece 
and incentive rates. 
SSB—Salary Stabilization Board 

GSSR 8, Revised, Health and welfare plans. 


What Orders Do 
Department of the Interior 


OmL AND GAS LEASES—Circ. No. 1821 


How To Choose A Truck Pump 


- « « What to look for to get faster deliveries 


and maximum service 


1—Truck pumps should be instantly 
self-priming. 


Why?—You get delivery at the 
nozzle “right now.” 


2—Pumps should deliver rated gal- 
lonage at idling engine speed. 


Why ?—Overspeeding is wasteful 


and hard on equipment. 


3—Pump should have built-in vac- 
uum seal. 


Why? It prevents leakage. 


4—Pump vanes should be of non- 
metallic composition. 


Why?—No metal-to-metal contact 
eliminates wear and product con- 
tamination. 


5—Bearings should be sealed, anti- 
friction, ball-type. 


Why ?—Eliminates shaft wear and 
leakage. 


6—Truck pumps should be quiet in 
operation. 


Why ?—Customers appreciate quiet 
delivery at all hours. Noise means 
wear, 


for your pump dollar 


7—The pump vanes should be self- 
adjusting. 


Why ?—To insure maintenance of 
full-rated GPM capacity after long 
use. 


8—The pump should have a positive- 
acting pressure control. 


Why?—Metering units are pro- 
tected while pump by-passes 100% 
capacity. 


9—The pump should have positive, 
high suction lift. 


Why?—Pumping out underground 
tanks is sometimes necessary. 


10—The pump should 
piped in any position. 


be easily 


Why ?—Each chassis presents dif- 
ferent mounting problems. 


11—Every one of these features is 
of utmost importance. 


Why ?—They lower your costs, keep 
your fleet rolling. 


Blackmer Truck Pumps alone have 
all these features. You can be sure 
you’re right when you specify Black- 
mer. For complete details write for 
Bulletin TP3A. 


BLACKMER PUMP COMPANY 
1809 Century Ave., S. W. 
Grand Rapids 9, Michigan 


- Office of 


contains miscellaneous amendments to Purt 


191, Part 192 and Part 200 including a change 
making the handling of non-competitive leases 
for acquired lands substantially similar to that 
for public domain lands and will eliminate 
some of the steps now necessary in issuing 
such leases. 


Office of Price Stabilization 


FUEL OIL IN BALTIMORE AREA--SR 8 
to CPR 17 authorizes a $0.003 per gal. in- 
crease for tank wagon deliveries of No. 2 fuel 
oil to domestic consumers in the Baltimore, 
Md., metropolitan area. 


Wage Stabilization Board 


PIECE AND INCENTIVE RATES—Inter- 
pretations to GWR 6 and 8, Rev. and Resolu- 
tion 71 explain with actual samples how ad- 
justments are determined for employes paid 
on a piece rate, or other type of incentive 
wage system without prior board approval. 


Salary Stabilization Board 


HEALTH AND WELFARE PLANS-—GSSR 
8, revised, modifies the requirements for put- 
ting certain health and welfare plans into 
effect without prior approval. Revision con- 
forms Salary Stabilization Board policy with 
Wage Stabilization Board regulations 


Oil Storage, Other Projects 
OK'd for Fast Tax Write-Off 


WASHINGTON—Twelve petroleum 
and petroleum-related expansion proj- 
ects were approved for rapid tax 
write-off benefits by Defense Produc- 
tion Administration from June 6 
through June 12. 


Projects are, with name of com- 
pany, location of facility, type of fa- 
cility, amount certified and write-off 
percentage granted: 

Shell Oil—Inwood, N. Y., petroleum 
storage, $81,000 at 40%. 

Shell Oil—Sewaren, N. J., petrole- 
um storage, $185,000 at 40%. 

Buckeye Pipe Line Co.—Wood and 
Lucas counties, Ohio, petroleum pipe 
line, $536,500 at 25%. 

General American Transportation 
Corp.—Argo (Bedford Park), Ill., pe- 
troleum products storage, $65,000 at 
40%. 

Cities Service—Reno County, Kans., 
liquefied petroleum gas storage, $11,- 
756 at 40%. 

Warren Petroleum—Houston, gaso- 
line storage, $1,006,000 at 40%. 

J. S. Gissel & Co.—Houston, petro- 
leum transportation, $232,000 at 70%. 

Husky Oil—Cody, Wyo., gasoline 
refining, $1,663,000 at 65%, $144,000 
at 50%. 

Oil Terminals Co.—Eureka, Calif., 
petroleum storage, $200,320 at 40%. 


Tax Write-Offs on Barges End 


WASHINGTON — No applications 
for rapid tax write-offs on tank barg- 
es will be accepted after July 15, De- 
fense Transport Administration said 
June 30. 

The agency said the 334 applica- 
tions already received and others ex- 
pected before July 15 deadline would 
provide enough tank barges to meet 
present requirements. 
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Industry Asks for Simple 
Rules on Lube Oil Exports 


WASHINGTON—Rules on _lubri- 
cating oil exports have become cum- 
bersome and should be simplified, an 
industry advisory group has told the 
Office of International Trade. 

The group pointed out that appli- 
cants for export licenses now must 
give a detailed set of specifications 
covering product and, in some cases, 
give information on their customers’ 
stock, quantities available from other 
sources and monthly rate of con- 
sumption. They feel that an end-use 
report from the buyer would be an 
adequate guard against transship- 
ment to unfriendly nations. 

International Trade Office indi- 
cated that the committee’s recom- 
mendations might be met and re- 
minded committee that, beginning 
July 1 use of new form, IT-843, will 
be mandatory for end-use statements 
on recurring orders. For single trans- 
actions, end-use statement may be 
submitted on form IT-842 or in a let- 
ter. 


States Urge Retention 


Of Natural Gas Controls 


WASHINGTON — Regulatory bod- 
ies of states governed by PAD’s nat- 
ural gas controls indicated they want 
to see curbs on expansion continued 
indefinitely, with only “minor” modi- 
fications. 

At a parley called by PAD to con- 
sider amending or revoking of order 
No. 2, state representatives also 
pointed out that retention of controls 
was favored by those states who are 
exempt from PAD restrictions and 
control gas expansion locally. The 
latter fear that lifting of curbs by 
PAD would create strong demand 
for unlimited expansion and disturb 
the gas market. 


Death 


Howard R. Buckey, Jacksonville, 
Fla., 70-year-old fuel oil pioneer in 
Florida and the Southeast, died 
June 24 following an illness of seven 
weeks. 

He was founder and president of 
the Eastern Seaboard Petroleum Co., 
Inc., Jacksonville. 

Mr. Buckey went to Jacksonville 
in 1919 as southeastern sales mana- 
ger for Mexican Petroleum Corp. In 
the early 1920’s he helped found 
Orange State Oil Co. which later 
became a subsidiary of Cities Service 
Oil Co. 

Surviving are his widow, Mrs. 
Emma N. Buckey, a sister, Mrs. 
Margaret B. Wright of Washington; 
two nephews, Clarence and David 
Nussbaum of Jacksonville, and a 
niece, Mrs. Rhetta N. Schiff, also of 
Jacksonville, 
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COLLECTING 
DATA for station 
story, NPN’s Frank 
Breese (left) dis- 
cusses operations 
with George Slade, 
Los Angeles  sta- 
tion manager 





NPN Multi-Pump Series Wins Award 


For the second straight year, Na- 
TIONAL PETROLEUM NEWS has won a 
first prize in the “editorial excel- 
lence” contest held annually by the 
magazine Industrial Marketing. 

Voted this week as the best series 
of articles in merchandising publica- 
tions during 1951 were NPN’s six 
multi-pump stories that appeared last 
November and December (and weré 
later reprinted in booklet form). 

A year ago, NPN’s 1950 multi- 
pump series won the same award 
from Industrial Marketing. 

Getting the Story—The 1951 arti- 
cles winning honors this week were 
written by NPN’s Pacific Coast Ed- 
itor, Frank Breese, He began working 
on the series in July of last year. 


Cos so. 
BINDUSTRIAL 
MARKETING 
Cees si 





THE PLAQUE given NPN for best series 
of articles printed by a merchandising 
publication in 1952 


To get information, he traveled 3,000 
miles and talked to more than 100 
men—officials of both Independents 
and majors, dealers, engineers and 
builders. Interviews averaged one 
hour. 

The mass of data he collected took 
100 hours to process. To draft, check 
and write the articles took another 
50 hours. The total was thus about 
250 hours (or more than six 40-hour 
weeks), not counting travel time, 
working with photographers, or cor- 
respondence. 

Mr. Breese found that all compa- 
nies he contacted were co-operative, 
some of them making confidential, 
background data available. Their at- 
titude was that a comprehensive 
story on multi-pumps, and where 
they were headed, would be valuable 
to the industry. 

The Author—aA former foreign cor- 
respondent for United Press, Mr. 
Breese joined NPN in 1948 following 
service in Argentina, England and 
Spain from 1938 to 1947. Some of 
the stories Mr. Breese worked on 
while with UP included: scuttling of 
the German pocket battleship Graf 
Spee near Buenos Aires (1939); Nazi 
activities in Argentina during the 
war; German buzz-bomb attacks on 
London (1944); Allied invasion of 
Europe (1944); and the first United 
Nations General Assembly in London 
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“Today 2 gallons of gasoline 
ue -_ do the work 3 did in 1925 


YOUR NAME HERE 


OIL PROGRESS WEEK billboard emphasizing the progress made in gasoline quality 

over the last 25 years is being offered this year by the Oil Industry Information Com- 

mittee. Orders for the poster must be in by the middle of July and can be made through 

the local OIIC offices or through OIIC headquarters at 50 West 50th Street, New York 
20, New York 


‘Biggest’ Oil Progress Week Planned 


Plans for Oil Progress Week are 
gaining momentum and by the time 
the official date (Oct. 12-18) rolls 
around these plans hold promise of 
mushrooming into the biggest event 
in the five year history of Oil Prog- 
ress Week. 


Official recognition of oil's prog- 
ress started in 1947 as an infant of 
one day. It has grown into a full 
seven-day observance with thousands 
of people and virtually every major 
city in the United States actively 
participating. 

The 1952 theme of Oil Progress 
Week is the progress made in gaso- 
line quality. A catch line “2 Equals 3,” 
(two gallons of modern gasoline will 
provide the same work-energy that 
required three gallons in 1925) will 
be seen on billboards, (see illustra- 
tion this page) exhibits, and posters, 
and will be heard on radio and tele- 
vision. 

The Oil Industry Information Com- 
mittee is now taking orders for a 24- 
sheet, seven-color poster, ready for 
shipment Sept. 1. 


The poster is available to all 
purchasers at cost, $2.50, FOB, Erie, 
Pa. Space is provided on each pos- 
ter for company imprints, if de- 
sired, at a small extra cost. Orders 
for the poster must be in by the 
middle of July. Orders may be made 
fram OIIC local districts or national 
headquarters, 50 West 50th Street, 
New York 20, New York. 

Films Too—OIIC is also offering 
two motion pictures, The “Crossroads, 
USA,” produced in Hollywood, will 
have it premier in advance of Oil 
Progress Week. The other picture “2 
Equals 3,” explains the measure of 


32 


gasoline progress, and features Dr. 
Roy K. Marshall of television, in the 
leading role. 

A souvenir booklet is now being 
completed and will be distributed to 
the pubic. 

Later this summer, OTIC plans to 
distribute a package of layouts, proofs 
and mats to daily and weekly news- 
papers. A series of spot announce- 
ments for radio and television have 
been prepared for use by local spon- 
sors. 


Railroads Stalled in Attempt 
To Block Southwest Pipe Line 


WASHINGTON — Interstate Com- 
merce Commission has dropped plans 
for an oral hearing July 16 on an 
attempt by railroads to drastically 
drop oil freight charges in order to 
forestall construction of a Texas- 
Arizona-New Mexico products pipe 
line. 

The case will be prosecuted under 
“modified procedure,” which means 
that the decision will be based on 
written testimony only. 

The railroad move was to reduce 
railroad tank car rates drastically 
on petroleum products—some as 
much as 20c to 30c under correspond- 
ing tank truck rates and an average 
of about 33% under present railroad 
rates. Reduction was to apply from 
the Los Angeles Basin and from El 
Paso to points in Arizona and New 
Mexico. 

Interstate Commerce Commission 
suspended these reduced rates and 
will decide if suspension will be per- 
manent. 

Two major oil companies, The Tex- 
as Co. and Standard Oil Co. of Cali- 


fornia have notified ICC that unless 
reduced rates are permitted, pipe 
line will be built from El Paso to 
Tucson and Phoenix, Ariz. 

John P. Dennis, Texaco traffic 
manager, wrote that if lower rates 
are not allowed, pipe line would be 
built “at the earliest possible date.” 

He revealed that Texas Pipe Line 
Co., a subsidiary, had made a sur- 
vey of the proposed line in spring 
of 1951 and had reported on esti- 


* mated costs. 


A. D. Carleton, traffic division 
manager of Standard of California, 
wrote the commission that if rail 
rates weren’t reduced and a common 
carrier products pipe line is built by 
The Texas Co., Standard would use 
it “to the exclusion of surface trans- 
portation.” He elaborated: 


“We have developed crude oil re- 
serves and are presently building ad- 
ditional crude oil pipe line facilities 
to transport crude oil from oil wells 
to refineries near El Paso. Increased 
refining facilities are actually under 
construction. . .” 

Statements by these officials ap- 
parently were prompted by the fact 
that opponents of rate reduction 
(truckers) had indicated they felt 
that companies were merely bluffing 
on matter of pipe line in an effort 
to get rail tank rates reduced. 





For Facts About TBA— 


Want to know who buys, 
makes and sells TBA? Plus 
a package of statistics and news 
about what’s happening in TBA 
today ? 

You'll find the answers in 
NPN’s “TBA Directory and 
Buyers’ Guide”—just out. It’s 
an easy-to-use reference book 
designed for the desk top—for 
giving oil marketers and TBA 
men fast information when they 
want it. In its 224 pages you'll 
find: 

—aA list of TBA products, and 
who makes them. 

—Names and addresses of 
TBA manufacturers and sup- 
pliers, plus their representa- 
tives. 

—Names and addresses of in- 


—How to get reprints of past 
NPN articles on TBA. 

—Statistics and trends in 
TBA marketing. 

For a free copy, write: 

National Petroleum News 

Reader Service Department 

Room 511 

1213 West 3rd Street 

Cleveland 13, Ohio 
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Oil Spending Record $4 Billion on Expansion, Development 


NEW YORK—Survey just completed by API indicates 
1952 U. S. oil company capita] expenditures will exceed 
four billion dollars, a record for any one-year period, 
API President Frank M. Porter said June 30. The 1952 
total represents 25% increase over 1951 and boosts indus- 


try’s total for seven postwar years to more than 19 billion 
dollars, he said. He expressed belief that 1952 total is on 
low side because survey includes only a conservative es- 
timate for the thousands of independent operators on 
whom no actual information is available. 


Oil Industry Capital Expenditures in 1952, 1951 and 1946-50 


Production: 


Crude Oil 
A. Leases 
B. Wells & Equipment (2) 
Natural Gas 
A. Leases ; gators 
B. Wells & Equipment (2) 


Natural Gasoline and Cycling Plants 


All Other ; 

Total Production 
Transportation: 

Pipe Lines—Crude Oil Lines 
Product Lines 
Natural Gas Lines 
Tankers 
Barges 
Others 

Tank Cars 

Motor Transport 

All Other 

Total Transportation 
Refining 
Fertilizer and Chemical Plants 


Marine— 


United States 


1,675,270 


2,111,720 


3,621,759 


(In Thousands of Dollars—000 omitted) 


Estimated 1952 (1) 
Fr United States 


250,180 23,140 288,850 


1,469,170 


15,790 
49,660 
52,690 
37,160 
1,913,320 


281,330 
71,590 
47,482 

104,080 

8,280 


163,050 
86,070 
35,581 
27,650 
10,910 

7,530 8,770 
15,550 20,210 
7,500 13,450 
4,160 120 24,110 

547,502 47,520 389,801 

565,740 49,460 302,950 
66,350 24,770 

288,950 267,690 
41,497 49,297 

2,947,828 


38,860 

5,223 

464,003 
(4,085,762) 


Actual 1951 (1) 


(3,270,959) 


Actual 1946-1950 (1) 
States Foret 


Foreign United cn 


84,630 
937,740 


12,200 
203,400 


80 36,600 
2,620 159,970 
318,760 

10,480 


119,830 
228,780 6,102,950 
15,060 


10,470 
16,610 


1,110,170 
4,357,620 


1,093,130 
531,110 100,530 
222,390 
84,382 
390,610 
22,940 
21,660 
59,100 
250 58,300 
320 28,990 
42,710 1,419,482 
24,480 1,792,670 
113,790 
1,091,710 
214,558 6,396 
10,735,160 1,641,886 
(12,377,046) 


25,700 
1,461 
323,131 


118,310 


(1) Figures on foreign capital expenditures include those made for consolidated subsidiaries only. 
(2) Includes expenditures for intangible development cost of producing wells and dry holes whether capitalized or 


charged to earnings. 





Reader’s Digest Grows Cool 
On Re-refined Oil Article 


NEW YORK — Reader’s Digest 
may decide against publication of the 
condensed version of the True maga- 
zine article, “Change Your Oil, Mis- 
ter,” by Jack Harrison Pollack, which 
attacks oil company motor oil change 
recommendations and plugs the case 
for re-refined oils. 


This in spite of the fact that cur- 
rent newspaper ad lists the article 
among features in August issue, due 
on newsstands July 25, gives brief 
description of its contents and offers 
free advance copy to anyone sending 
in coupon. 


William Hard, Jr., one of Reader’s 
Digest’s senior editors, told NPN 
that “we’re not going to use it in 
August: or September, and I doubt 
if we ever will use it.” Mr. Hard in- 
dicated that the ad run in the Wash- 
ington Star by M. Belmont ver Stan- 
dig, Inc., Washington public rela- 
tions counsel for Assn. of Petroleum 
Re-Refiners had something to do 
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with Reader’s Digest editors’ hesi- 
tancy, although Mr. Hard did not 
mention the name of the Ver Standig 
firm. 


Pure Takes Control of Hickok 


TOLEDO, Ohio—Pure Oil Co. now 
controls Hickok Oil Corp., marketers 
in Ohio and Michigan of Pure’s prod- 
ucts under the “Hi-Speed” brand, 
through acquisition within last week 
of more than 50% of Hickok “A” 
common stock, Hickok Oil. Pure has 
owned all “B” common stock for 
years. 

Pure will operate Hickok through 
a subsidiary, Pure Oil Products Co. 
Hickok, founded in 1913, has about 
1,900 service stations and 72 bulk 
plants, owned, leased or controlled, 
in two-state marketing area. 


Terminal Management Set 


CHICAGO—Globe Coal Co., sub- 
sidiary of Pittston Co., has organized 
a -new oil division to operate the 
Chicago oil terminal facilities former- 


ly owned by Petroleum Heat & Pow- 
er Co. 

Officers said the company will en- 
gage in the wholesale marketing of 
various petroleum products at its ter- 
minals. 

Acting officials and operating per- 
sonnel are: George A. Martin, presi- 
dent; Roland L. Wentworth, vice 
president; Ray Pentz, sales manager. 


Cities Service Adds Storage 


NEW YORK—Cities Service Oil Co. 
has almost completed new product 
storage facilities with total capacity 
of 856,000 bbis. and is planning to 
bunld another 1,380,000 bbls. 


New storage facilities nearing com- 
pletion include 435,000 bbls, at Lin- 
den, N. J., 96,000 bbis. at Petty’s 
Island, N. J., and 325,000 bbis. at 
Lake Charles, La. 

Additional tankage planned in- 
cludes four 130,000-bbl. tanks at Lin- 
den, two 130,000-bbl. tanks at Petty’s 
Island, and four 150,000-bbl. tanks 
at Lake Charles. 





TURN SAFETY 
INTO SALES 
with... 


Ci) veskivoine 


For Auto, Bus and Truck Tires up to 12.00x 24” 


Convert ordinary tires 
—new, used, recaps—to 
Premium SAFETY Treads 


gives SURE-GRIP STOPS, 
ALL-WEATHER SAFETY, 


and MORE SAFE MILES — 


besides ... 
NEW and BIGGER SALES! 


JOHN BEAN DIVISION : 


FOOD MACHINERY AND CHEMICAL CORP. 
LANSING 4, MICHIGAN 


' 

' 

' 

1 

1 

’ 

' 

! Please send me information on 
; Peco Tire Deskidding Equipment. 
' 
' 
' 
' 
' 
1 
' 


City, Zone, State .... 


| ttt 
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Unsafe Fuel Oil Held at Loading Rack 
By Fast-Action Flash Point Tester 


By FRANK HOLMAN 
NPN Staff Writer 


Standard Oil Co. (Indiana) has 
tightened its safety program by me- 
chanically insuring safe flash point 
deliveries of fuel oil to its customers. 
This is accomplished by providing a 
terminal or loading rack flash point 
tester which operates automatically 
and releases only safe cargoes for de- 
livery. 

The “flash point tester” (see cover 
photo) reduces average time of 20 
minutes to run a flash test to two 
and a half minutes. It also makes a 
time recording of the test if the sam- 
ple meets legal requirements. If the 
sample is unsafe, no recording is pos- 
sible. 

The request for such a machine 
was put to its engineering research 
department by Carl T. Kallman, man- 
ager of sales operating division and 
R. B. Rodgers, general superintendent 
of pipe line and river terminals. The 
company now has four flash point 
testing machines. in service and has 
placed orders for an additional 40 to 
be installed at the refineries, pipe line 
and river terminals of Standard. Pre- 
cision Scientific Co., Chicago, has an 
exclusive license under Standard’s 
patent rights to manufacture and sell 
this flash point tester. 

In explaining the development of 
such a machine, it was pointed out 
that the men who developed the de- 
vice were treading in almost un- 
known territory, since making of 
such a machine, to their knowledge, 
had never been tried before. In ask- 
ing for a machine to test flash point, 
the request emphasized that it had 
to be accurate and at same time 
speed up the testing operation. 

What Tester Does—The machine 
that came from their engineering re- 
search department some five months 


ago, in addition to giving a quick ° 


flash test and making a time record- 
ing of the fact, will: 

1. Guard against release of 
unsafe mixtures in tank car and 
transport trucks. 

2. Prove that the truck has 
been filled with fuel oil rather 
than with gasoline or other mix- 
tures unsafe for fuel oil burners. 

3. Avoid human error in test- 
ing of flash point. 

4. Prevent driver from leaving 
the loading rack with unsafe fuel 
oil mixtures because of contami- 
nation from a previous load. 

Point four probably demonstrates 
the machine’s most unique feature 
and its greatest value to the oil in- 
dustry in that should a sample flash 
under test, it is impossible for a 


record to be made on the delivery 
ticket by the electric time stamp. 
Should the sample flash, the person 
running the test is immediately no- 
tified of the fact by a red light in- 
stead of a green light. A white light 
at the beginning of the test shows 
the machine to be in satisfactory 
operating condition. 

How It Works—Operating the ma- 
chine is simply a matter of raising 
the operating (weighted piston) lever 
which readies certain machinery and, 
at same time, releases the cover to 
the orifice where a two-ounce sample 
is poured. 

As the weighted piston works its 
way back down by gravity, the sam- 
ple of oil is pushed through a small 
diameter pipe system. When the 
oil reaches a chamber called a 
“thermostatic block,” its tempera- 
ture is raised under closely controlled 
conditions. Then the sample is sub- 
jected to a carefully metered flow of 
air which permits evaporation at a 
rate characteristic of the material in 
the presence of the metered air. This 
evaporation of the oil under test 
either produces an explosive mixture, 
or it does not. A continuous electric 
spark applied to the oil/air mixture 
determines whether it is explosive. 

The machine actually uses very 
little of the two-ounce test sample, 
and the remainder flows out of the 
machine through a drain. 

After the machine, which operates 
on regular house current, has deter- 
mined the sample to be safe, the 
time clock mechanism is made op- 
erative automatically. The final step 
is to make a record of the test by 
inserting a delivery ticket under the 
time clock and pressing the button 
marked “stamp.” Only one such re- 
cording is possible for each test be- 
cause of a trip mechanism. 

Designers of the machine say con- 
ditions under which samples are 
tested are so tightly controlled that 
a test with as much as 0.25% to 
0.5% unsafe material in it will cause 
a rejection, 





The Cover Picture 


This week’s cover photo shows 
warehouseman Thomas Laper 
demonstrating Indiana Stand- 
ard’s flash point checker. He 
has raised the operating lever, 
preparatory to pouring a test 
sample into the small port to 
the right (bottom of picture). 
If sample is unsafe, red light 
flashes, and electric time clock 
at his left hand will not stamp 
test record. 
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CLEANING 5-GAL. CANS is part of training at Quartermaster Petroleum School in Jersey City, N. J. Shown instructing men 


in use of Army's new can cleaner is M/Sgt. Drake (second from right). 


At work are (left to right) Pvt. Luster, Pvt. Vickers, Cpl. 


Winzig, Pfc. Gagnon, Pvt. Panhorst, and Pvt. Turner 


Army School Turns Out Soldiers Who Know How to Handle Oil 


By GLENN M. GREEN, JR. 
NPN Staff Writer 


WASHINGTON—The U. S. Army 
was caught by World War II with its 
tactics geared to a horse’s trot. 

Its Louisiana maneuvers during the 
1939-40 defense build-up, and the 
spectacle of Wehrmacht Panzers 
streaking across France, jolted it 
into a mechanized force that even- 
tually did its own high-balling. 


But the Army had to rob the do- 
mestic petroleum industry of experts 
to train personnel and handle the tre- 
mendous supplies of oil products con- 
sumed by a modern fighting force. 


Today, the Army is determined not 
to repeat that experience. A school 
that probably would have seemed 
fantastic to an iron-pants cavalry- 
man of the old Army is functioning 
in Jersey City, N. J. It is turning out 
a new type of trained soldier—one 
who can handle oil as well as a car- 
bine, who can figure octanes as well 
as a firing problem. 

Since November, 1948, the Quar- 
termaster Petroleum School has been 
a going concern, turning out both of- 
ficers and enlisted men petroleum spe- 
cialists, thanks in no small measure 
to the, generous co-operation of the 
oil industry itself. 

Its parent organization is the New 
York Quartermaster Field Office un- 
der Lt. Col. James F. Metcalfe. It 
also is under the supervision of the 
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Quartermaster School at Fort Lee, 
Va. 

So far, some 150 officers and 500 
enlisted men have completed at least 
one of several courses offered at the 
establishment which is located at an 
installation run by the Brooklyn 
Army Base. 


Oil Companies Help—The bulk of 
the training is conducted in the New 
York area with a large share of it 
actually taking place at oil com- 
pany facilities. 

There is no charge to the tax- 
payer for the aid and instruction fur- 
nished by the companies. They sign 
a no-cost contract with the govern- 
ment upon request of the Army Quar- 
termaster General. 

Generally, depending on conditions, 
these companies participate: Socony- 
Vacuum, Cities Service, Jersey Stand- 
ard, Tide Water Associated, Califor- 
nia Co. and Gulf. 

Officer in Charge at the school is 
Capt. E. Lloyd Powers. Two other of- 
ficers, Ist Lt. James H. Ash and 2nd 
IA. Herbert A. Bannerman, and a 
civilian technical advisor, Leroy L. 
Ryder (formerly an Esso Standard 
chemist), and 18 enlisted men, who 
conduct most of the instruction, com- 
plete the faculty. 

The school has three aims, accord- 
ing to Capt. Powers: (1) to teach 
selected personnel how to operate the 
Army’s petroleum facilities, (2) to 
insure that, in the event of war, the 


industry will not again be robbed of 
men needed to keep the oil flowing 
to the fighting forces and (3) to build 
up a cadre of specialist instructors 
who can swiftly train an expanded 
corps of military petroleum experts in 
case of war. 

He is convinced that the school is 
working with an elite body of men. 
For the past year, since the school 
began receiving batches of draftees 
after their basic training, he says 
that practically all of the enlisted 
men have been college graduates of 
the scientific or professional class. 

“They are the finest group of men 
I've ever seen anywhere, in or out 
of the Army,” he says. 


Currently, some 20 officers and 
90 enlisted men are training in one of 
the following courses: 

Oil Products Analysis and Control 
—A 21-week session for officers which 
covers the whole subject, including 
storage, distribution and transporta- 
tion of petroleum products, both bulk 
and packaged. Eleven weeks are 
spent at the school and another 10 
in the oil industry itself for “on the 
job” training. Classes are limited to 
about 20 officers each. 

(Remainder of the courses are for 
enlisted men). 

Petroleum Products Analysis — A 
21-week course spent at the school 
with field trips to nearby industry 
facilities. Included in these trips are 
inspections of refineries, piers and 
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docks, bulk terminals, blending and 
packaging plants, tank farms and 
laboratories. About 50 men attend 
each class. 

Fuel Research — Another 21-week 
study, known colloquially as_ the 
“knock-engine course,” designed to 
teach methods of rating aircraft, 
Diesel and automotive fuels by octane, 
performance and cetane numbers. 
Confined to eight-man groups. 

Petroleum Storage—A_ six-week 
course for some 30 men per class with 
emphasis on storage, distribution and 
handling of petroleum products. 

But the school’s activities are not 
confined to its regular curricula. It 
is the summer training center for the 
country’s 22 Organized Reserve Corps 
QMC laboratory units, each of which 
is affiliated with a major oil company. 
Capt. Powers expects 17 of these units 
this year for the June 1 to Sept. 30 
training period. 

The school also trains some groups 
of reservists from QMC Petroleum 
Supply Companies, briefs and trains 
Special groups being sent overseas 
for particular missions dealing with 
petroleum, and supervises the unit 
training programs (including profi- 
ciency testing) of all laboratory units 
in the continental U. S. 


Instructors at the school are: 
M/Sgt. G. Drake; Sgts. Ist Cl. A. 
Capasco and F. Scheurermann; Sgts. 
B. Shafer, R. Adolph, J. Morehead and 
C. Lyle; Cpls. H. Nicholson, L. Thomp- 
son, D. Hill, G. Ottignon, B. Marks; 
and Pvts. F. Yarbrough, C. Love, 
Cc. Guidroz, D. Williams and J. 
Schafer. M/Sgt. J. Heishman is per- 
sonnel administrator. 

Speaking of laboratory units, the 
QMC has established two types—the 
base laboratory unit consisting of two 
officers and 10 men and the mobile 
laboratory with one officer and five 
men. 

Within the continental U. S. today, 
these units function as an arm of 
military procurement, testing each 
shipment of petroleum products de- 
livered to the Army to determine if 
they meet required specifications. 

The Army has not yet projected its 
petroleum training into the refining 
field, although, during World War II, 
it once drafted a proposed table of 
organization for a refinery unit. 

It is a good bet that, if it does see 
fit to prepare for full-scale refinery 
operation, the Petroleum School will 
handle the job—and the oil industry 
will still be the place it goes to find 
out how it’s done. 


GAUGING STORAGE TANK at Quartermaster Petroleum School. Shown on school’s 
500-bbl. tank are Lt. Freitag (left), who lowers oil sample to Lt. Chappel, and Capt. 
Kruse, who gauges tank as Pvt. Love (storage instructor) watches 


36 





Majors Stress Budget Plans 
To Help Fuel Oil Customers 


WASHINGTON—Budget selling of 
furnace oil and new types of credit 
cards were the principal topics of 
conversation at petroleum credit 
managers forum here last week. 

Regarding heating oils, it was noted 
there is a tendency for major com- 
panies to give distributors longer 
terms on their accounts and that con- 
sumers are also being trained to bud- 
get purchases which stretch winter 
heating costs over more months. 

One reason for this move at both 
the distributor and the consumer level 
is to encourage summer buying to 
avoid the winter rush which annually 
creates spot heating oil shortages. 

Regarding the trend to new type 
of credit “coupon books” to replace 
courtesy cards, it was generally 
agreed that the new system will 
speed up operations at service sta- 
tions and that it will lighten the 
bookkeeping load all along the line. 

William Stockton, Atlantic Refin- 
ing Co., Philadelphia, was chairman 
of petroleum forum. Frank R. Merrill, 
Shell Oil Co., Baltimore, and Louis 
R. Smith, Esso Standard Oil Co., 
Baltimore, were co-chairmen. 

The program was sponsored by 
American Petroleum Credit Assn. and 
was a part of the 38th annual In- 
ternational Consumer Credit Confer- 
ence which met June 23-26. 


Warren Absorbs 5 Subsidiaries 


TULSA—Warren Petroleum Corp. 
liquidated five wholly-owned subsidi- 
aries June 30: Warren Oil Corp., De- 
vonian Co., Warren Maritime Corp., 
Warren Pipe Line Co., and Dri-Gas 
Corp. 

Operations formerly conducted by 
these subsidiaries will be handled 
within divisions of Warren Petroleum 
Corp., with the exception of Dri-Gas 
which will be operated separately as 
Dri-Gas Co. Liquidation, according to 
parent company, is expected to per- 
mit a substantial saving in certain 
tax assessments as well as more eco- 
nomical administration of the cor- 
poration. 


Co-op Gets New Profit Plan 


KANSAS CITY — A new plan for 
distributing savings of Consumers 
Cooperative Assn. has been adopted 
by CCA as result of a mail ballot in 
which shareholders voted 704 to 43 
in favor of the plan. 

New distribution pattern will apply 
to savings made in fiscal year begin- 
ning Sept. 1, 1952. 

It is designed to provide cash which 
co-ops can pass on to individual mem- 
bers for income tax purposes, in- 
crease revolving fund and slow its 
rate of turn, and reduce members’ 
rate of investment in common shares. 
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Congress Should Have Stood Up to Truman 


The economic controllers at Washington seem at last 
to be making a bit of headway with respect to oil pric- 
ing problems and, in the process, to be giving some 
help to the Independent marketing segment of the in- 
dustry. 

This is fine. Yet, the fact that only now are some 
of these problems beginning to get action, and in a 
manner which falls short of what is justified, constitutes 
a damning indictment of these controllers—and explains 
at least in part why the Congress this past week came 
close to tossing the whole kit and kaboodle out the 
window. 

That Congress lacked the guts actually to force a 
showdown with the Truman crowd on the need for con- 
tinuing price and also wage controls can be attributed, 
no doubt correctly, to this being an election year. Ap- 
parently too many members, after all their loud and big 
talk, succumbed to the fear—carefully stirred up by 
the Fair Dealers—that a vote to decontrol would lead 
to retaliation at the polls in November. 


There is every justification for wondering, however, 
whether Congress has not thus misjudged the temper 
of the people. 

Where is the public support, for example, of the ad- 
ministration’s criminal mishandling of the steel situa- 
tion through the medium of wage stabilization powers 
granted in the Defense Production Act? Are not mem- 
bers of the House and the Senate mistaken, and sadly, 
if they think that a vote to end such rottenness—a rot- 
tenness which has placed the country and its defense 
effort in the grip of a strike whose paralyzing effects 
now are felt even in the home of every citizen—comes 
under the heading of a punishable offense in the mind 
of the voter? 

And where will the public sentiment lie, come 
November, if as a result of all the politiking and 
dilly-dallying by the masterminds in the stabilization 
agencies at Washington, homes are cold because a 
policy of too little-too late made it impossible for the 
petroleum industry to provide the necessary quanti- 
ties of heating oils? 

NPN raises these questions believing that they answer 
themselves—and with the hope that the next Congress 
will have the fortitude to stand on its feet and vote 
its convictions, NOT its fears. Personally, we’ve long 
since had enough of this sort of nonsense, and so, we 
think, have the people. 


Oil Industry Should Tell Story of Competition 


Amid all the lamentations of Socialistic and Com- 
munistic reformers, the oil industry and the country 
might well look down into Kentucky on the south side 
of the Ohio River and see what a young oil salesman 
has done with the proverbial shoestring. It is excellent 
evidence even in this “Communistic day”, of the pos- 
sibilities of the growth and existence of “free enterprise.” 

The Oil Industry Information Committee could find 
quite a few thousand of other examples, large and small, 
that would do well for the whole oil industry if disclosed 
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to the general public in its nationa] advertising. These 
illustrations would not only go a long way to disprove 
the popular idea that the oil industry is a “monopoly” 
but they would prove, or should, to those of reasonable 
intelligence, that competition still exists in the oil in- 
dustry and that along with this competition there is 
still real success in dollar and cents. 

The writer has reference to Paul Blazer and the Ash- 
land Oil & Refining Co., of Ashland, Ky., which Paul 
organized and has operated these past nearly 30 years. 
The thought is prompted by a conversation with Paul 
while getting a free lift home in his company plane 
the other day. Neither of us could recall just wen 
and where we first met, it was so long ago. The writer 
thought Paul came from a small Kansas refinery, but 
the fact seems to be that it was a brokerage business 
and then a dinky refinery in Illinois with offices in Chi- 
cago. This was somewhere back just after World War I. 

The last annua] statement of the Ashland company 
graphically tells the story of Paul Blazer as well as the 
story of the growth of Independent competition in the 
oil industry, competition that has knocked the percent- 
age of the market for years enjoyed by the old Stand- 
ard Oil companies from 85% and even better, down to 
around 20 and 30% in most areas. 

The cold hard figures show that the then Ashland 
Refg. Co. began business in 1924 and had $266,445 of 
capital and surplus by the end of that year. The net 
earnings were $32,980 for the year. 

Capital and surplus reached to $1,500,324 by the end 
of 1930 and net earnings after taxes were $172,920. 
Ten years later the investment accounts totaled $5,577,- 
174 and the net’ after taxes was $696,938; another ten 
years and capital and surplus were $56,504,508 and net 
after taxes $10,004,484. At the end of 1951 these were 
$67,492,198 and $12,137,972 for net. 

True, this was built up by several absorptions and 
consolidations with other companies but they were all 
small Independents that were bought for cash and stock. 
Today’s assets are a combination of these deals, assets 
meaning nearly $13,000,000 hard money in the bank, with 
$21,000,000 of good accounts receivable and $32,000,000 
of inventory totaling $66,000,000 for current assets. 

Just as today’s assets are a combination of these con- 
solidations and of current company development over 
the years, so is the management group the result of the 
same consolidations and growth. It is still a young com- 
pany, with young men and young capital development 
that has grown these 30 years in the heart of the coun- 
try’s mostly highly competitive market, a market besieged 
by crude and refined products shipped in by rail, pipe line, 
barge and truck. 

So far as the writer has been able to learn, there is 
not a wealthy man’s son in the lot of officers, directors, 
employes and stockholders. What they have today they 
all earned themselves the hard way. 

Look around the oil business and you will see lots of 
evidence of this kind all to the effect that with all our 
fights, oil is a pretty good business after all. 
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Do Jobbers ‘Profit’ from Membership 
In Trade Group? Record Says Yes 


By Leonard Castle, Midwest Editor 


A pamphlet en- 

titled “You Can’t 

Do It Alone” outlining why jobbers 

should belong to and support a state 

jobber association was distributed to 

members of the Northwest Petroleum 

Assn. at the recent Duluth summer 
conference. 

The brochure, compiled and written 
by a committee headed by Don 
Dickey of Wayzata, Minn., former as- 
sociation president, explains how the 
Northwest group put money into the 
pockets of its members by accom- 
plishments which no individual could 
have achieved by himself. 

Although the committee findings 
apply specifically to the Northwest 
association, they hold true generally 
for other state groups and therefore 
are worth a bit of thought by jobbers 
everywhere. 

In a section listing some of the 
savings effected for members in 1951, 
the pamphlet says: 

“NWPA made it possible for the 
jobbers alone ‘to earn an additional 
$2,200,000 per year because of the 
0.5c increase in fuel oil margins won 
on Nov. 1. 

“NWPA leadership won the elimi- 
nation of temperature corrections in 
1951. This meant an added profit of 
0.125c per gal. for YOU. 

“NWPA alone, forced the reduction 
of the inspection fee on July 1, 1950. 
YOU saved $25 on each half-million 
in products. 

“NWPA defeated the measure to 
tax each bulk plant AND each serv- 
ice station $20 per year. How much 
did this save YOU? 

“NWPA brought about the change 
in tax guarantee bonds: now the 
state pays for the bonds—and YOU 
save an average of $35 per year. 

“NWPA defeated the proposal to 
change the assessment date on real 
and personal property from May 1 to 
Jan. 1. Think what this would have 
cost you, with the tax figured on 
your fuel oil inventories! 

“NWPA action cut the refund time 
limit to four months. We know that 
this gave you a considerable saving 
—and, in addition, it cut your credit 
problems by one-third, 

“NWPA fought a bitter and vigor- 
ous fight to give you good margins. 


38 





Remember the ‘starvation margins’ 
of 1947-48? We cannot estimate the 
profits to jobbers because of better 
margins.” 

The brochure points out that the 
Northwest association saved its mem- 
bers enough money to pay their dues 
for years and explains that other 
services include a new bulletin twice 
a month, regular statistical informa- 
tion and membership on the National 
Oil Jobbers Council, “one of the most 
powerful forces in the petroleum in- 
dustry today.” Other membership 
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benefits are personal service, collec- 
tion service, conventions and confer- 
ences, and low cost group insurance. 


As a clincher, the booklet quotes 
some of the area’s outstanding job- 
bers as to the value of association 
membership: 

John Decker, Becwar-Cedarstrom 
Oil Co., Minot, N. Dak.—‘“Dues are 
returned hundreds of times in money 
saved by NWPA Knowledge 
gained by association with other job- 
bers is worth even more.” 

Harold J. Doerer, Doerer Oil Co., 
Winona, Minn.—“To me, NWPA 
means dollars in my pocket, up-to- 
date information on the industry, and 
a clearing house for all our ideas 
and problems.” 


Myles Hall, Como Oil Co., Duluth— 
“The benefits I receive from my 
NWPA membership far exceed the 
dues. Every jobber should belong to 
NWPA.” 


Distributors Watch Volume Shrink 
As Gasoline Supply Grows Tighter 


By Frank Breese, Pacific Coast Editor 


Re. A number of 

Independent dis- 
tributors call this period the “shrink- 
out.” 

Instead of being cut off completely 
by suppliers, their volume is gradu- 
ally reduced on the ground that the 
gasoline pinch is getting worse, one 
of them says. Accounts which dis- 
tributors are unable to service are 
being picked up by suppliers for di- 
rect delivery (terminal to service sta- 
tion) servicing, according to one of 
the Independenis. 


He explained that as the accounts 
dwindle, the distributor’s needs shrink, 
and his volume is steadily cut down. 
The ultimate will be loss of so many 
accounts that he doesn’t have any 
business and so he doesn’t need any 
gasoline, he said. Hence, the term 
“shrink-out.” 

One of the Los Angeles distributors, 
the Olympic Co., which reputedly 
handled 2 million gals. a month, is 





NPN’s Eastern Editor, Ray- 
mond E. Bjorkback, is current- 
ly on vacation, His regular East 
Coast column will be resumed 
in an early issue. 











said to be getting about 500,000 gals. 
a month now. 


The situation on the West Coast 
is pretty well reflected in four devel- 
opments last week in one company, 
Union Oil of California: 


First, the company reported that 
it is going to start importing some 
light refining crude oil from Vene- 
zuela and has 300,000 bbls. on order. 
(Previously, General Petroleum con- 
firmed that it is importing Venezuelan 
crude. ) 

Second, Union Oil reported that its 
premium gasoline will be rationed 
to dealers throughout another month, 
July—the fourth in a row. Dealers 
will receive 90% of normal require- 
ments, the company said. 

Third, Union Oil’s new fluid cata- 
lytic cracking unit in the Los Angeles 
refinery has gone on stream, supply- 
ing an additional 28,500 b/d charge 
capacity. The company hopes to 
squeeze out sufficient premium gaso- 
line to end its rationing by August. 

Fourth, the company’s new tanker, 
Santa Maria, headed for the East 
Coast with a cargo of 115,000 bbls. 
of western lube oils. Gasoline is in 
tight supply on the West Coast, but 
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everyone has plenty of motor oil— 
even for export (see photo on p. 8). 


Prospect of a petroleum products 
pipe line from El Paso, Texas, to Tuc- 
son and Phoenix, Ariz. has stirred 
considerable interest among Cali- 
fornia marketers. 


It means that Texas oil will be 
encroaching on a traditional Cali- 
fornia market the same way that 
Rocky Mountain crude began en- 
croaching on California’s historical 
market in the Northwest via the 
Salt Lake City-Pasco pipe line. As 
California's oil shortage grows, her 
market contracts. 


For some time now, Arizona and 
New Mexico have received supplies 


from both Texas and the Los Angeles 
Basin by tank truck and tank car. 
The products line, which may be built 
by either Standard of California or 
The Texas Co., is said to be under 
serious consideration. But there are 
no definite plans. 


At present, railway interests are 
bucking the products line by seeking 
to lower rates. The truckers, in turn, 
oppose the sharp rate reduction pro- 
posed by the railroads, claiming it is 
uneconomic. 

The products line is a separate ven- 
ture from the two crude lines being 
advocated: one by West Coast Pipe 
Line Co., which has* PAD authoriza- 
tion, and one by the Progress Pacific 
Pipe Line Co., which says it intends 
to construct the line on its own. 





We Don't Like Detroit Case Order, 
Illinois Jobbers Protest to FTC 


Illinois Petroleum Marketers Assn. 
has filed with Federal Trade Comis- 
sion in Washington a protest aginst 
FTC’s revised order in the “Detroit” 
case. 


“This order will hurt the jobbers 
and can’t possibly help the retailers,” 
asserts a letter to FTC signed by as- 
sociation President Roy J. Thompson 
and Executive Secretary E. Keith Ed- 
wards. The letter states in part: 

“The Illinois Petroleum Marketers 
Assn, is an organization with over 
five hundred gasoline jobbers as mem- 
bers. They are all small business 
men. We have always thought that 
the Federal Trade Commission was 
established by Congress to protect 
small businesses. Recently, we learned 
from the trade press that the Com- 
mission has started on a course that 
we think can only end with injury to 
the gasoline jobbers. 

“The press reports say that the 
Commission has issued a new order 
against the Standard Oil Co. of Indi- 
ana prohibiting them from selling at 
the prevailing jobber price to job- 
bers who wholesale and retail at the 
same time. 

“Now the fact that this order is 
against the Standard Oil Co. does not 
concern us at all. We are only con- 
cerned about how the order affects 
the numerous other jobbers and their 
suppliers. Everybody in the trade 
knows that Standard has only a few 
jobber customers—most of its sales 
are made directly to dealers. We 
think that the loss of its jobber busi- 
ness would not disturb the Standard 
Oil Co. to any Substantial extent, But 
all of the jobbers affected—not only 
those few doing business with Stand- 
ard—but all other jobbers, whether 
they buy from major or Independ- 
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ent oil companies under the same 
conditions, are seriously concerned. 

“Anybody with jobber facilities can 
always buy at the prevailing job- 
ber price; in fact, they have to buy 
at that price or they are not in 
business. Jobbers are now and have 
been protesting that their margin of 
profit is inadequate and not com- 
mensurate with the rising cost of op- 
eration. Why then should that func- 
tional pecuniary margin be entirely 
eliminated ? 

“We think it is important for you 
. . . to remember that there are two 
essential functions involved in the 
distribution of petroleum supplies af- 
ter they leave a refinery or source 
of supply. The jobber in his whole- 
saling capacity generally takes de- 
livery of products in large quantities 
(tank car or equivalent lots) at his 
bulk plant and redistributes in smaller 
quantities (tank wagon) to retail 
service stations and commercial] con- 
suming accounts. 

“This function takes capital invest- 
ment, personnel, and time and effort 
on the part of the owner or the op- 
erator. Obviously, the owner or op- 
erator must recover his costs and 
make a profit on these transactions or 
he cannot continue in this end of 
the business. His profit comes out of 
the jobber margin, which is the dif- 
ference between what he pays (the 
jobber price) and the dealer tank 
wagon price at which he sells. 

“There is also a retail dealer func- 
tion which likewise takes investment, 


‘personnel, and effort by the owner 


or operator. There must be a profit, 
too, in this retail function, and this 
profit comes from the so-called deal- 
er margin, which is the difference be- 
tween the dealer tank wagon price 
which he pays to the jobber, and the 


service station price which he charges 
the consumer. 


“If a jobber happens to be in both 
lines of business simultaneously he 
must make a profit from his invest- 
ment and efforts in each function or 
he cannot stay in business. Why 
should the jobber be denied the 
chance to make a reasonable profit 
on that part of the operation which 
involves the distribution of products 
in wholesale quantities because he 
happens to be in the retail business, 
unless you are trying to put the job- 
ber out of business? If you are, the 
net result is the same as a law mak- 
ing it illegal for a small business 
man to combine the wholesaling and 
retailing function. 


“There can be nothing mysterious 
about a jobber being a wholesaler 
and retailer at the same time. The 
same is true with every field of mer- 
chandising activity. No jobber can 
afford to pay the dealer tank wagon 
price as his cost for that part of 
the gasoline he sells at retail through 
his own service station. It is just 
a matter of simple arithmetic. If 
he did that, he would have to recover 
the cost of operation of the wholesale 
as well as his retail facilities, plus 
a profit on both activities from the 
dealer’s margin alone. It can’t be 
done—yet that seems to be what your 
order proposes. 


“If the jobber has to pay the tank 
wagon price, he could not service his 
own retail stations but would have 
to buy from another supplier for that 
operation and lose that volume in 
his wholesale business—volume which 
he may need badly to make the whole- 
sale business pay. Why should the 
Commission want to interfere in a 
small business man’s operation in this 
way? 


“If, because of the order, it is 
necessary to change brands to com- 
ply, many jobbers will be forced, by 
the supply factor, to go unbranded 
and operate on a cut-price basis in 
order to be able to compete. What 
will happen then? It is general ob- 
servation that the cut-price ‘off 
brand’ sellers certainly have not 
helped the situation of the retailers. 
Frankly, we wonder has the Commis- 
sion really looked into the facts as 
they exist in our industry? 


“We know that some time ago, af- 
ter the first order was issued to the 
Standard Oil Co., your Commission 
asserted it had no intention of in- 
juring jobbers, but from our inter- 
pretation you are hurting the jobbers 
regardless of what you say you are 
doing. This order will hurt the job- 
bers and can’t possibly help the re- 
tailers. We think you should recon- 
sider this order and take into account 
the plight of the jobber—the small 
businessman you claim to be look- 
ing out for.” 
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TO “AGE” ACCOUNTS, a form 

like this one (suggested by Socony- 

Vacuum) can be used. Method is 

simply to list all accounts on the 

books, with amounts due written 

under the month in which the 
charge originated 


Slow Collections Have You Down? 


Here's How Jobber Uses Supplier's Credit Experience 
To Cut Overdue Heating Oil Bills, Thaw Frozen Capital 


NPN Staff Writer 


A few yards from the bank of the 
Erie Canal, near its junction with 
the Niagara River, the office of the 
R. B. Newman Fuel Corp., looks 
much the same as it ever did to the 
citizens of Tonawanda who buy their 
heating oil from this western New 
York distributor. But Newman cus- 
tomers pay their fuel oil bills on the 
dot today, instead of taking their 
time about it, as was the former cus- 
tom. 


Reginald B. Newman, president of 
the company, attributes marked im- 
provement in his profit position to 
a new collection plan. His working 
capital which was approaching a 
frozen condition a year or so ago, is 
once more liquid. He didn’t have to 
antagonize any customers to do it. 
In fact, he is busy selling and install- 
ing new Fluidheet oil burners, and 
taking on new heating oil accounts. 


As happened to many oil jobbers, 
the Newman business expanded rapid- 
ly beginning in 1945. The combined 
effect of higher oil prices and more 


40 


gallons absorbed more and more dol- 
lars of working capital, as it did 
everywhere. Concurrently, the cost 
of delivery and other operating ex- 
pense climbed along with income, but 
the jobber margin stayed down, a 
condition also well known to oil job- 
bers. The condition has been accu- 
rately described as profitless prosper- 
ity. 


Root of Trouble—Like most fuel 
oil distributors, the Newman concern 
extends credit to the 10th of the 
month following delivery—in theory 
at least. But many old customers 
had come to feel they were entitled 
to take liberties with these terms. 
The supposed advantage of being a 
long-established business in a small 
community actually became a disad- 
vantage in the matter of collecting. 
Included among the customers were 
many friends and acquaintances of 
Mr. Newman who saw no harm in 
stringing out their payment time. 
After all, wasn’t their credit good? 


Although Mr. Newman had con- 
sulted before with the credit officials 


of his supplier, the Socony-Vacuum 
Oil Co., he hesitated to act on their 
advice to institute a more stringent 
credit policy with his customers, de- 
spite the strain on his working capi- 
tal. What sold him on the program 
was a personal visit from Arthur C. 
Cater, division credit manager of the 
Socony-Vacuum Oil Co. in nearby 
Buffalo. 


How Plan Works—In the words 
of Mr. Newman, Mr. Cater “demon- 
strated” how to turn accounts receiv- 
able into cash, and keep on doing it 
every month. The program he out- 
lined, for which Mr. Newman gives 
his supplier full credit, is something 
that should be good for every oil 
jobber. It has three principai fea- 
res: 


1. A straight forward explana- 
nation to all customers as to the 
reasons why the credit terms 
must be enforced. There is no 
reason why customers should not 
be told that a distributor has to 
pay for his oil in ten days; or 
that higher costs and service to 
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more customers takes more mon- 
ey to run the business. 


2. A strict follow-up treatment 
for slow-pay customers. This in- 
cludes monthly tabulation of all 
overdue accounts. Credit men 
call this “aging” the accounts re- 
ceivable. Again there is no rea- 
son for not asking for the money 
when it is due, when everyone 
understands why prompt pay- 
ment is necessary. 


3. Delegation cf authority for ac- 
cepting a new account for credit. 
Mr, Newman appointed his office 
manager, Mrs. Estelle La France 
to the job of passing on credits 
and gave her free hand to make 
the credit decisions. 


It turned out that customers do 
appreciate why prompt settlement 
of their accounts is necessary. They 
neither took offense at the new 
policy, nor did they become uneasy 
about their future fuel oil supply. 

Letters to customers, for example, 
make this appeal: 


“Although it may be assumed that 
there is an abundance of cash and 
credit available to all, we find that 
at times we have to do some hustling 
to meet current expenses, payroll, etc. 

“An examination of our records for 
last season shows that your pay- 
ments were somewhat irregular. In 
the light of our obligations to others 
will you try to make settlements this 
year more promptly? 

“Your co-operation will be very 
much appreciated and will help to al- 
leviate a problem that is common 
to a small businessman in these 
times.” 

Credit Screening—All new accounts 
are investigated by Mrs, La France. 
She has the fortunate asset of past 
credit experience in local ‘mercantile 
concerns, prior to her association 
with the Newman concern some ten 
years ago. Thus one or two local 
telephone calls are usually sufficient 
to verify the necessary facts about 
a new customer. Occasionally a re- 
port is ordered from a credit report- 
ing agency, but these are more fre- 
quently obtained later on as an aid 
in collecting an account already de- 
linquent. 

It should not be inferred that the 
new credit policy is unduly strict, 
and that extensions of credit are con- 
fined only to gilt-edge, Grade A cre- 
dit risks. Some borderline accounts 
can be accepted because of the new 
follow-up system. If a customer has 
not paid within a month following 
the due date a statement is mailed 
with a special sticker affixed (avail- 
able from Socony) calling attention 
to the overdue bill. Within one week 
after the statement a second special 
notice goes out, followed in 10 days 
by a letter putting the customer 
on a C.O.D. basis, and thereafter by 
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You Can’t Sit Tight 


Oil jobbers today need a revo- 
lution in business tactics, Regi- 
na!d Newman believes. 

“The policies of the 1930’s or 
even the 1940’s are out the win- 
dow today,” he says. “We must 
make many changes in our op- 
erating methods, so as to milk 
every dollar of working capital 
for all we can get out of it. 
It is as vital to have a policy 
for selling credit, as it is to 
have a_ successful marketing 
program.” 











a barrage of special letters and tele- 
phone calls. 


Mrs. La France has a free hand 
on credit and collection matters. A 
system like this is no good, Mr. New- 
man maintains, if the jobber makes 
it a practice to override whoever is 
placed in charge of credits. In ad- 
dition, if the credit program is to 
be any good, it should be frequently 
reviewed, and should be given the 
constant attention of the person in 
charge. 


In Mr. Newman's view it is easy 
to get a credit plan, but it should 
be one that the jobber understands 
and can carry out. He does not hesi- 
tate to give full praise both to Mrs. 


La France, atid to his supplier, So- 
cony-Vacuum. 


Praise for Supplier—-In setting the 
Newman Fuel|Corp. on the road to a 
solution of its credit problems, it is 
not too much to say that the Socony- 
Vacuum division credit office at Buf- 
falo performed the ideal function of 
passing on to smal] business the use- 
ful methods evolved by big business. 
Like all good, professional credit men, 
they showed Mr. Newman how to 
“sell” his credit terms. 

The Newman business is a typical, 
medium-sized oil jobbing concern. It 
distributes around 3,000,000 gals. ann- 
ually to about 800 customers. These 
are mostly home heating oil accounts, 
but like most jobbers, Newman has 
some worthwhile commercial custo- 
mers, some of whom also buy gaso- 
line. 

Among other new ideas, Newman 
Fuel has begun to offer a budget 
payment plan to its home heating 
oil customers.; Although it is some 
trouble and expense to get started, 
it is felt that the budget plan may 
contribute some further stability to 
the credit program. A 10-month plan, 
it is just now beginning to attract 
favorable attention from the com- 
pany’s customers. 


Mr. Newman's new credit program 
has paid off for him. His supplier 
was able to put into his hands the 
tools that he needed, and the result 
is of obvious benefit to both jobber 
and supplier 


A FREE HAND in credit and collection helps Mrs. Estcile La France, office manager, 
keep money coming in from customers of R. B. Newman Fuel Corp. 


4) 





THE JOBBER’S FUTURE-—NO. 1 


Is Independent on Way Out?—NO, Say Majors 


Haunting some jobbers in recent months has been the question: 
“Are our suppliers thinking of easing us out of business?” This 
fear has been inspired partly by various major company statements, 
and partly by what jobbers consider “unfair” supplier practices. 

To get the facts on an issue packed with dynamite for oil market- 
ing, NPN assigned its Midwest Editor, Leonard Castle, who for years 
has maintained close touch with jobbers and their operations. 

His assignment: Contact jobbers and suppliers—separate fact 
from fiction. This is the first in a series of articles on his report. 


»* 


Oil jobbers in some parts of the 
nation are becoming increasingly con- 
cerned over a possible trend toward 
direct marketing which, they fear, 
might lead to an eventual weakening, 
if not elimination, of the jobbing seg- 
ment of the industry. 

John Harper, 
chairman of the 
National Oil Job- 
bers Council, has 
noted this trend 
in several speech- 
es, pointing out, 
among other 
things, that “the 
integrated com- 
panies have con- 
vinced themselves 
that in any con- 
centration of pop- 
ulation, they can 
do the job of gasoline distribution 
cheaper themselves than they can 
through us.” 

John L. Bero of Dulw h, former 
chairman of the nation&l council, 
has questioned the statpments df 
some supplying companies] that they 
will continue to market through job- 
bers so long as this method of dis- 
tribution is “economically| feasible.” 


Battle Flares — The question of 
“economic feasibility” of the jobber 
operation was brought into the open 
at Des Moines last February when 
H. T. Ashton, Socony-Vacuum’s gen- 
eral manager for the Central Region, 
outlined his company’s new state- 
ment of policy toward the jobber op- 
eration. 

Mr. Ashton reported that Socony’s 
marketing through branded distribu- 
tors has increased greatly during the 
past 10 years and that his company 
recognizes the Independent as a vital 
and integral part of the company’s 
present and future marketing opera- 
tions. He emphasized that Socony 
recently has “made a good many 
transfers of our own operations to a 
distributor basis because our studies 
indicate that was the best thing for 
us to do.” He further disclosed that 


Mr. Harper 
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“in a number of instances, particu- 
larly in the last two years, when one 
of our distributors has expressed a 
wish to go out of business, we have 
declined to take over his business on 
a direct operation basis, but rather 
have found another distributor to 
take his place—either buying the 
business and selling it immediately 
to the other distributor, or arrang- 
ing for the transfer.” 

Then Mr. Ashton quoted from So- 
cony-Vacuum’s statement of policy 
to the effect that: 


“We market our products through 
a distributor wherever, based on a 
long-term appraisal, we believe it can 
be done more effectively and economi- 
cally than by «ther methods of op- 
eration.” 


It was this section of Socony’s 
new declaration of policy which 
prompted Mr. Bero to declare: 

“With these 
statements is 
born a new and 
very serious chal- 
lenge to the job- 
bing segment. 
The jobber listens 
with rapt atten- 
tion but is sud- 
denly startled 
when he hears 
stated the implied 
view that when it 

Mr. Ashton is economically 
advantageous to 

market direct, this will be done by 
some of the major segment. If it is not 
economical to market direct, then 
the jobber can continue. The ques- 
tion raised now in the jobber’s mind 
is: ‘For how long?’ The answer 
could well be, and the jobber now 
fears that it will be, until it is eco- 
nomically feasible to market direct.” 


* * . 


How serious, in fact, is this threat ? 
Is the jobber operation in danger of 
becoming “economically unfeasible?” 
Are supplying companies embarking 
on a program to. eliminate jobber- 


distributors from the marketing pic- 
ture? 

To find the answers to those ques- 
tions, NPN discussed them at length 
with numerous supplying company 
representatives. Their answer to the 
issue was an unequivocal “NO!” 
Following is a compendium of their 
thinking and observations: 


What Suppliers Say—To begin with, 
under the natural laws of economics, 
neither the jobber nor the supplier 
would have very much control over 
the jobber’s continued existence if his 
operation were not economically feasi- 
ble. If his operation were uneco- 
nomic, these natural laws would drive 
him out of business, regardless of 
what he did, or his supplier did. 


The answer to this phase of the 
issue is that jobbers themselves must 
assume the responsibility of maintain- 
ing an economic operation. They must 
operate at the highest efficiency pos- 
sible and must continue to find new 
ways of reducing expenses. Through- 
out the years the jobber has been 
a pioneer in new marketing tech- 
niques and cost saving devices. He 
must maintain that status. 


Good Jobbers Safe—The possibili- 
ties of a supplying company attempt- 
ing to take over a jobber who is 
performing an efficient job are ex- 
tremely remote. It would be foolish, 
and certainly difficult and uneconom- 
ic, for a supplying company to at- 
tempt to convert, say, an efficient job- 
ber marketing 4,000,000 gals. per year 
into a direct operation. Instead of 
having 4,000,000 gals. of his prod- 
ucts distributed in the area, the sup- 
plier would more likely wind up with 
a 1,000,000-gal. distribution for a loss 
of 3,000,000 gals. 

On the other 
hand, if a good 
potential market 
exists in a given 
area, and the ex- 
isting jobber is 
not operating sa- 
tisfactorily, the 
supplying com- 
pany would be 
justified in trying 
to take over. But, 
this comes back 
to the original 
premise of wheth- 
er the jobber is “economically fea- 
sible.” In this case, he is not, and 
there is no reason why his shoddy 
operation should be protected by his 
supplying company or anyone else. 

The principal threat to many job- 
bers comes not from their supplying 


Mr. Bero 
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MILITARY’S OIL NEEDS are summed up for these petroleum supply officers at recent conference held by Armed Services Petroleum 


company—or any integrated com- 
pany—but rather from other jobber 
competition, particularly jobbers with 
new and improved methods of mar- 
keting. It was an Independent jobber, 
for example, who first developed the 
idea of by-passing the bulk plant to 
make large dump deliveries to service 
stations and other large consumers. 
This reduced his operating costs and 
increased his efficiency but it was 
stiff competition for other jobbers in 
the area who continued to market as 
they always had in the past. 


Government Shadow—tThere is one 
other important factor working 
against the elimination of the Inde- 
pendent jobber. ‘It is an artificial 
factor and no one knows how long 
it will remain in effect. It is the 
existing philosophy of protecting the 
farmer, the worker and the small 
business man. In the opinion of 
many major company men, any large- 
scale movement by a supplying com- 
pany to convert its jobber operations 
to direct marketing, even if that were 
the economic thing to do, would re- 
sult in so much “noise and pressure” 
from Washington that “the supplier 
would be forced to continue an un- 
economic distribution.” 


“But a good jobber is not at all 
afraid of that challenge,” one mar- 
keting executive observed. “If he 
continues to market efficiently, and 
to develop new marketing ideas and 
techniques, as he always has in the 
past, his future is assured and he will 
continue to be a potent force in the 
distribution of petroleum .products.” 
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Purchasing Agenc,; in Washington 


Military Sees Tight Oil Supply Ahead 


By NPN Staff Writer 


WASHINGTON—The military's pe- 
troleum supply officers called in from 
their scattered posts over the world 
for their first annual conference in 
Washington were handed a grave pic- 
ture of tight oil supplies that are 
expected to get tighter. 

An even dozen Area Petroleum Of- 
ficers attended a recent conference 
conducted by the Armed Services Pe- 
troleum Purchasing Agency (ASPPA) 
to acquaint them with the over-all 
problems facing the Pentagon in see- 
ing that the nation’s planes fly, its 
ships steam and its tanks roll. 

From the meeting are. also expected 
to grow new procedures and methods 
of handling purchases and distribu- 
tion of military petroleum supplies 
as result of suggestions from the men 
on the receiving end. 

Recommendations will be drafted 
and forwarded to the Joint Chiefs of 
Staff for approval. 


Oil Outlook—Here are the high- 
lights of the factual conditions pre- 
sented to the officers by various 
lecturers: 


1. “The situation petroleum-wise is 
not good.” The U. S. now possesses 
about 24% of the proved reserves 
but consumes about 70% of world 
production. 

2. In fiscal year 1953 (July 1, 1952 
to June 30, 1953) ASPPA will pro- 


cure about 185,000,000 bbis. of oil 
products of all types—6.3% of re- 
finery runs of the U. S.—enough to 
fill a train of 700,000 tank cars, ex- 
tending across the country and back 
to Chicago. This amount compares 
with 170,000,000 bbls. purchased dur- 
ing fiscal 1952. The 1953 purchases 
will total over $650,000,000—‘more 
than the entire amount of money 
appropriated for the Department of 
Interior with all its many bureaus 
and offices.” 


3. The 1953 requirements for Navy 
Special fuel oil are 165% higher than 


1950 purchases; 115/145 aviation 
gasoline is up 350%; 100/130 avia- 
tion gasoline 180% higher; with jet 
fuel showing an increase of 570%. 


4. Prices for petroleum products 
have risen 7.3% since the June, 1950, 
outbreak of war in Korea (through 
March, 1952) but the increase “is far 
less than that of other commodities.” 
Industrial chemicals have gone up 
21.6%, for example. However in 
some products the boosts have been 
greater—-Navy Special has increased 
some 30% since 1949, and is 18% 
higher than pre-Korea. 

Because of the relatively precarious 
state of worldwide petroleum sup- 
plies, the officers were cautioned to 
keep up their storage requirements 
and to avoid burdening the oil in- 
dustry with last-minute urgent re- 
quests for products. 
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BUILT FOR FUTURE—Standard of Kentucky has designed this new aircraft refueler with enough speed and efficiency to handle 


tomorrow's planes as well as today’s 


Automatic Controls Speed Aircraft Refueling Operations 


Entire facilities of the newly de- 
signed aircraft tank truck refuelers 
of Standard Oil Co. (Kentucky) are 
placed in operation with two con- 
trols outside the compartments. Add- 
ing to the simplicity of operation is 
fact that both of these controls are 
so automatic that it is not even 
necessary to open a door to start 
refueling operations. 


Company designed the new flat top, 
5,000-gal. semi-trailer units for larger 
and faster delivery to the larger type 
airplanes now in service. Simplicity 
and versatility, including simplified 
maintenance, were prime motives in 
the design, H. D. Carmichael, auto- 
motive superintendent says. 

The operator has the controls with- 
in easy reach. One control—a simple 


DELTA AIR LINES 


STANDARD 


AVIATION GASOLINE 


AUTOMATIC OPERATION—This new refueler is nearly automatic in operation 
opening a door 
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lever—places the pumping unit into 
operation and automatically sets the 
speed of the tractor engine to a pre- 
determined pumping rate per minute. 
The other control, also a simple lever, 
puts into operation the defueling 
feature of the refueler. 

The tractor-trailer type unit was 
selected to enable the company to use 
standard production type equipment 


. Two levers control the equipment without even 


NATIONAL PETROLEUM NEWS 

















THE 


HELPING HANDFUL 
for this dealer’s pocketbook 


THE BRAINS...the skill...the sales efforts of every 
dealer who associates himself with Cities Service 
are backed up by all these hard-selling helpers: 


1 NEWSPAPER ADS... .every season... strong on local dealer push 
MAGAZINE ADS that put a bright quality glow on the station sign 
RADIO... Network and Local... with time-tested selling power 
BILLBOARDS pulling in business from near and far 

STATION DISPLAYS that sell merchandise beyond the island 
PACKAGE DESIGNS packed with modern “buy-me” magnetism 
STAND-OUT STATION IDENTITY that steers ’em into the drive 
THE HELPING HAND from headquarters... friendly dealer assistance 


PRODUCTS SO FINE they win the dealer priceless local word-of-mouth ad- 
vertising—the surest evidence that this complete top quality line lives up to all 
the other strong, steady Cities Service advertising. No wonder a Cities Service 
franchise ups the dealer’s living. 


CITIES &) SERVICE 
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STEBER 


LIGHTING 
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Attracts Customers 


Adjustable, weatherproof 
Steberlites for PAR-38 
and R-40 lamps, com- 
pletely wired. 


Clusters up to 6 


By use of Steber Cluster Fittings, 
clusters up to 6 lamps are available 
—adjustable in various ways, 
throwing the light in one or more 
directions. 


LARGE AREA FLOODLIGHTS 


Motorists just naturally turn in to the best 
lighted station. Good lighting increases sales 
and profits—it signifies safety, cleanliness 
and fair dealing. Besides gas and oil sales, 
Steber Spot and Floodlighting calls atten- 
tionto other merchandise—adds extra profits. 


Steberlites are cast aluminum, weather- 
proof, completely wired, articulated units 
made for both medium and Mogul base 
lamps. They can be mounted on walls. poles, 
to Column Lights and Mushroom Island 
Light standards, or directly to outlet boxes, 
either singly or in clusters up to 6. Because 
of their flexibility, easy installation, and 
long life, Steberlites are the logical, eco- 
nomical answer to hundreds of lighting 
problems. It will pay you to investigate 
Steberlites. Write for Bulletin 120-51 today. 


Floodlights 


Steber series 4000 aluminum weatherproof 
Floodlights provide efficient, economical illu- 
mination for large areas. They are furnished 
in both open and enclosed types, the latter 
with hinged lens ring mounting for easy 
cleaning and relamping ... Ask for Bulletin 
127-50. 


With or Without Steberlites at Top 


This Steber (3-200 watt lamp) unit 
has cast aluminum dome at top, easily 
removed for wiring and also provides 
means for mounting Steberlites at top 
for spot and flooding. These island 
type units may be mounted to service 


Column 
Lights, 
square or 
ronad for 

oor, pipe 
standardor 


wall mount- 


station column lights or pipe standard, 


being available with slip fitter. 
Light up for greater business with 
appropriate Steber Lighting Units. 


Mushroom Island Light 
shown with cluster of feo 
adjustable Steberlites. 
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STEBER MANUFACTURING COMPANY ¢ 

















Dept. 88, Broadview (Maywood P. O.), Illinois 


throughout. This equipment is easily 
obtainable and easily serviced, Mr. 
Carmichael says. 


The cemi-type unit lends itself 
well to the high degree of maneu- 
verability required on congested air- 
port ramps. Of course, in using the 
tractor-trailer type unit, the problem 
of driving the large product pump 
at first seems quite complicated. How- 
ever Mr. Carmichael says the dif- 
ficulty was solved easily by using a 
hydraulic drive. 


The simple hydraulic drive system 
consists of a hydraulic pump installed 
on and driven by the tractor engine 
through a normal power-take-off 
system. Hydraulic fluid is pumped 
through flexible lines to a hydraulic 
motor which drives the product pump, 
which is in turn located in a compart- 
ment at the rear of the semi-trailer. 
This arrangement simplified consid- 
erably the design of the large lines 
required in the pumping systems, 
which is required to pump large 
volumes at very low pressures, Mr. 
Carmichael says. 


The semi-trailer is conventional in 
design with single axle, the only vari- 
ation being a specially designed ser- 
vicing platform built into the top of 
the tank with special side and rear 
compartments installed to facilitate 
installation of the pumping equip- 
ment. 


The pumping system on the refueler 
is of conventional design with the 
exception of the hydraulic drive, 
which is somewhat new. The product 
pump is a 4”, 600 g.p.m. self-prim- 
ing centrifugal type. Defueling is 
accomplished by conventional revers-- 
ing manifold, simplified for low hy- 
draulic losses during refueling oper- 
ations. The filter and air eliminator 
system is conventional throughout, 
using standard production units. The 
system pumps into two standard 
production 3” meters, which in turn 
supply two refueling hoses mounted 
on the overhead platform. 


The meters in this system are in- 
stalled in the pumping compartment 
with remote controls extended to 
registers placed outside and near the 
top of the unit where they can be 
read conveniently by the operator. 
Provision has been made on this unit 
to install reels in the side boxes at 
such time as underwing fueling be- 
comes necessary. 

The refueler is capable of pumping 
400 g.p.m. through two 2” hoses now 
in-ta‘led, using delivery pressure of 
30 Ibs. and a static pressure of 34 Ibs. 
The system is designed to pump 600 
g.p.m. through two hoses at such time 
as larger hose and under-wing fuel- 
ing equipment are installed. 


Mr. Carmichael says company 
thinks the refueler will have made 
an enviable record of reliability and 
low cost operation at the end of a 
reasonable operating period. 
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Station Inventory Plan Tracks Down Merchandise, Cash Leaks 


By NPN Staff Writer 


An inventory control system de- 
signed to make more money for serv- 
ice station dealers, is being presented 
to oil marketers in a series of nation- 
wide meetings conducted by National 
Cash Register Co. Most unusual fea- 
ture of the plan is a method for ar- 
ranging display stocks of TBA mer- 
chandise and canned oil in an exact, 
uniform pattern, with all reserve 
stocks stored under lock and key. 


A predetermined quantity of each 
TBA item is placed on the shelf dis- 
play at the start of each day; the bat- 
tery rack always has the same num- 
ber of batteries; if tires and canned 
oil are displayed on the drive, the 
quantity is always the same. 
purpose of this uniformity is to make 
it possible to list each day’s sales of 
packaged merchandise simply by 
writing a list of the items which have 
been removed. It is a sort of perpet- 
ual inventory in reverse. Instead of 
counting the goods on hand, a count 
is made only of goods which are gone. 


Checking Sales—An even, orderly 
arrangement of packages is part of 
the scheme, because it speeds up 
counting. For example, if 10 oil filter 
cartridges are always lined up in two 
rows of five each, one glance shows 
exactly how many, if any, have been 
removed. A list of items sold can 
be compiled about as fast as a man 
can write. 


After sale prices are added to the 
list of items sold, it becomes a report 
on the amount of money taken in from 
the day’s merchandise sales. Combined 
with similar reports made up from 
duplicate lube tickets, gasoline pump 
meter readings, and bulk lube tank 
readings, a complete record is ob- 
tained of the station sales for the day 
of gasoline, oil, lubes, merchandise 
and labor, both by quantity and by 
dollar volume. 

The same list of merchandise sold 
serves as a requisition for drawing on 
the locked, reserve stock in order to 
replenish the display stocks. In the 
process the dealer may note on the 
back of the sheet what items in the 
reserve stock should be reordered. 
He may also rotate his shelf displays, 
moving older packages up to the front. 


Another part of the plan is the use 
of serially numbered work orders for 
lube jobs, written with at least two 
copies. The serial numbers permit a 
check for missing tickets at the end 
of the day. The duplicate copy of 
. the ticket should always be in plain 
sight, fastened to the windshield of 
the customer’s car with Scotch tape, 
thus preventing unauthorized work 
being done, with no record of the 
sale. 

Profit Leaks—Employes of a deal- 
er often take it for granted that, in 
addition to their pay, they are en- 
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titled to free maintenance of their 
own cars, including the right to help 
themselves to such accessories as the 
station may stock. These and other 
leaks through careless handling of 
money, merchandise or charge tick- 
ets, often lower a dealer’s take to 
the point where he is unsold on con- 
tinuing in business. 


Oil marketers need good dealers, 
asserts National Cash Register, and 
should foster any plan which prom- 
ises to help a deaier keep what his 
station rightfully earns. The only 
way this can be done, the company 


says, is to trace all shortages the day 
they occur, find out the cause, and 
fix the responsibility. To do this 
there must be a reasonably accurate 
record of both merchandise and 
money, as a base for checking. 


Spotting Losses—Returning to the 
combined daily report of all business 
done at the station, a final step re- 
quires the recording of individual 
sales by five sales classifications: 
gasoline, oil, labor, TBA and special- 
ties (see form on this page). When- 
ever the day’s sales record for any one 
department shows less money taken 


Report of Business at Station Each Day 
DAILY REPORT 


TOTAL 

LESS R/A 

TOTAL SALES 

LESS CHARGES 

CASH SALES 
TOTAL 

LESS C.C. RCD 
TOTAL 

—- QVER-— SHORT 


TODAY DEPOSIT : 


DEPARTMENTAL INVENTORY CONTROL 
REG, READ.| INVENTORY 


TOTAL 


ee 
UNDEPOSITED CASH CONTROL 

HAND BEG, DAY 

CASH SALES 

R/A 

OTHER ( EXPLAIN ) 
GO. - £4. 
TOTAL i 

C.C. REDEEMED 

BANK DEPOSIT 

PAID OUT (EXPLAIN) 


Cai 5 


OVER AND SHORT REPORT by departments for five kinds of station sales, gives 
dealers a clue as to what kind of shortages to look for, and helps him to hang on to 
the profits he earns 
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in than goods going out, the dealer 
has a good chance of tracing the re- 
sulting shortage, because he knows 
what kind of sale to look for. 


As an illustration, a typical daily 
report exhibited at the meetings 
shows a shortage of 70c in the TBA 
department. A reference to the in- 
ventory showed that 70c matched the 
sale price of a pair of hose clamps 
taken from the shelf inventory during 
the day. Inquiry among the station 
employes soon located the man who 
installed two hose clamps, and for- 
got to charge for them. 


This is the only kind of detailed 
checking that deters employes from 
holding out cash for goods sold. There 
are of course other forms of cash 
leaks. The dealer himself, as well 
as his help, often pays out money for 
some purpose during the day and for- 
gets to record it; many dealers have 
a bad habit of paying personal and 
household expenses out of the cash 
drawer and failing to make any rec- 
ord; credit sales are often made un- 
supported by a credit card invoice. 

But the biggest single source of 
loss is employe embezzlement. Or to 
put it more bluntly, cheating by the 
help keeps the boss poor at far too 
many service stations. The prac- 
tice is on the increase, for reasons no 
one is able to explain, except by at- 
tributing it to a general decline in 
ethical standards. 


Case History—It is not uncommon 
for a dealer over a year’s time to buy 
far more products and merchandise 
than he can account for from his 
year’s total sales, plus his year-end 
inventory. The difference evaporates 
somewhere, without a trace. An ex- 
ample cited at the meetings, is that 
of a dealer who was unable to make 
more than a $5,083 profit on an an- 
nual sales volume of $133,948. But 
an analysis of his year’s purchases 
showed that he bought products and 
merchandise during the year with a 
retail worth of $144,543, over and 
above what he had on hand at the 
close of the year. 


The $10,000 difference would have 
tripled the dealer’s profits. Instead 
it represented the grand total of hun- 
dreds of small losses suffered by the 
dealer during the course of the year. 
It included such inevitable things as 
evaporation and spillage, errors in 
making change, in omitting to record 
credit sales, in failure to collect for 
accessories installed. But most of all 
it represented cash withheld by em- 
ployes. 


The use of some appropriate me- 
chanical equipment made by National 
Cash Register, furnishes the obvious 
reason for the company’s nationwide 
meetings for oil marketers. The com- 
pany stands ready to explain how 
its equipment works, as well as to 
cite instances of service station 
dealers who have adopted the whole 
plan with good results. 





How a Jobber Can Plan Advertising 
And Promotion in His Market Area 


What it takes to give the public an 
effective sales story was outlined for 
jobbers attending Northwest Petro- 
leum Assn.’s June 16-17 meeting in 
Duluth, Minn. The speaker: William 
J. Fuchs, recently named merchand- 
ising manager of Deep Rock Oil Corp. 
In that position he is in charge of the 
jobber operations department, which 
provides liaison between jobbers and 
management. Following is a partial 
text of Mr. Fuchs’ speech. 


By WILLIAM J. FUCHS 


Advertising is that means by which 
a product or service gains recognition 
and identity—dquickly. 

Sales promotion on the other hand 
is the means by which product or 
service advertis- 
ing is turned in- 
to sales. 

Advertis- 
ing prepares. The 
field sales promo- 
tion brings in the 
harvest. 

Some of you 
may have your 
own brand. Then 
the entire job of 
brand reputation 
and the promot- Mr. Fuchs 
ing of that brand 
is yours. But for the sake of clarity, 
let’s assume that we are dealing with 
an oil jobber who is flying a brand 
not of his ownership. 

We know our consumer is not a 
static individual. Contrarily, he is 
on the move constantly. He drives to 
work or drives to town, goes to the 
movies, visits friends, goes on vaca- 
tions—he is constantly on the move. 


Our jobber should then plan to 
radiate from his place of business 
sales messages aimed at catching his 
attention. 


The plan should specify, without 
equivocation, that each line of sales 
attack should carry the same sales 
message. Sometimes it may change 
in length but it should always say 
the same thing. 


Co-ordination of color and words 
and appearance are vitally import- 
ant. All pieces should look and 
sound like members of the “same 
family.” 


Direct Mail 


His supplier should offer him prod- 
uct literature that says the same 
thing as the brand owner’s advertis- 
ing and which is adaptable to the oil 
jobber’s use. Direct mail can be ef- 
fective only if the mailing list is in- 
telligently compiled and serviced— 
kept up-to-date. Perhaps his basic 
list is his “charge” customers. He 
must mail his statements, so it is easy 


enough to include sales messages 
about other products at no extra 
cost. This list is an excellent channel 
for special offers our jobber may wish 
to promote during special seasons. 


Remember this about a direct mail 
plan—don’t do it unless you are pre- 
pared to send at least three consecu- 
tive pieces in an interval nut to ex- 
ceed three months. And better still, 
have a direct mail program set up 
so that it has two sets of three 
piece mailings annually. 


Point of Sale 


An oil jobber does not have show 
windows in the terms of Saks Fifth 
Avenue or Marshall Field. His show 
windows are the ramps of his sta- 
tions (if he has them). Ineffective 
planning of the use of a station’s ap- 
pearance causes that station to be- 
come a part of its surroundings—to 
blend into the secenery in such a 
way as to be overlooked. 


This is not too good for our job- 
ber. He needs display pieces and 
more importantly, fresh display 
pieces, that prevent the site itself 
from disappearing from the passer- 
by’s eye. His supplying company 
should provide at least curb sign 
paper changes monthly. These can 
attract as well as sell] more mer- 
chandise. And his supplying com- 
pany can be of assistance in bring- 
ing to his attention (and maybe even 
provide) unusual station dress that 
works toward bringing locality identi- 
fication. 


Outdoor Advertising 


Outdoor advertising as we mean 
it, is not to be confused with signs 
we just mentioned in the point of 
sale category. By outdoor, our job- 
ber should be interested in: 


1. What the supplying company is 
doing to advertise by this means in 
his territory and 


2. What is offered to him in the 
way of sign availabilities that he can 
pick up for his own use. 


For example: Suppose our jobber’s 
supplying company is using 24 sheet 
posters, or billboards as you might 
call them. In drawing up his plan, 
our jobber should learn where these 
locations are going to be and what 
the deal is regarding putting his 
name on them. Further, what is the 
deal regarding the supply of extra 
paper, so that he might have more 
boards of a high quality nature—com- 
pletely co-ordinated—without paying 
high costs to have them made. 

The 24 sheet poster, I consider, as 
“close-in” outdoor. You'll find the 
boards in the towns and on the out- 
skirts of the towns. You still gen- 
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erally find large painted bulletins 
on the outskirts of the town and 
still farther out on the large arteries. 

The traffic patterns of our jobber’s 
locality are available to him usually 
from his local 24 sheet poster sign 
company. If not, his supplier can 
help him get a traffic flow map. 
(Certainly our jobber should know 
by “feel” how the traffic moves in 
his area if no figures are available.) 
He should study the pattern and if 
his supplying company does not have 
24 sheet posters or painted boards, 
then he should consider in his plan 
one or possibly two large painted 
bulletins on arteries that feed to his 
stations. 

Finally, road signs—those smaller 
metal signs—should be used to fill 
in ‘between the large painted bulle- 
tins and the close-in 24 sheet posters. 


Radio 

Going a little farther from our 
jobber’s place of business, although 
not too far, is the voice of radio. 
Perhaps we should also include tele- 
vision in this category, but since tele- 
vision has not, as yet really pene- 
trated this part of the country the 
way it will, radio is still about the 
only air advertising available to our 
jobber. In addition, our jobber 
probably won’t be able to consider 
high priced TV without much of the 
larger costs of programming being 
absorbed by the supplying company. 
The high cost of production makes 
it necessary to mass produce pro- 
grams on film and then make them 
He can then 


available to the jobber. 
consider using them at the local level. 

But radio catches our consumer in 
several places too. At home, in his 
car, and ofttimes in his shop, etc. 


Radio is a mass medium. It should 
definitely be considered by our job- 
ber as he draws up his plan. His 


supplying company is, I am sure, 
prepared to supply him with tran- 
scriptions and announcements pre- 
pared for live delivery—both of which 
can be made his own by simple ad- 
ditions. His supplying company and 
local radio station should counsel 
him on “package programs”—top 
quality programs that he can buy 
for local use at very low cost. 

Most jobbers will find the spot 
announcement technique best suitable 
f_r their needs. However, no fewer 
than six spots per week should ever 
be considered. 


Newspapers 

Our oil jobber should definitely 
plan to use newspaper (if his town 
has one) but should seek a strategy 
that uses the paper for announce- 
ments of a rather sparkling nature, 
for special sales, special offers, and 
as part of special promotions. If 
he is of such a size that his budget 
will permit the funds, then newspaper 
can be used in greater amount with- 
out anything but good results. Some 
95% of the people in America read 
@ newspaper every day. If a daily 
paper is not published in their town, 
they read the daily paper that comes 
from the next town that publishes. 
So our jobber is always talking to a 
proportionately big audience. 

In nearly every case, when he uses 
the newspaper, he should remember 
that weekly papers enjoy intense 
readership. 


Motion Pictures 

The neighborhood movies that ac- 
cept one-minute trailers for local ad- 
vertisers are advertising locations 
that our jobber wants to know very 
well. He doesn’t buy his movies 
nor rent the time on the screen di- 
rectly from the theater owner. 

The minute movies’ themselves 


might be offered to our jobber free 
by his supplying company. Certain- 
ly they should be, because he is in 
no position to produce the high qual- 
ity, co-ordinated kind of film he 
should be using. He should be able 
to personalize the film. It should 
be a few seconds running time short 
of a minute so that he can have his 
own identification tacked on. 

The minute movie showing in his 
neighborhood theater is one of the 
most powerful opportunities for build- 
ing his identity around his brand. 


Normally, the supplying company 
will handle all the details of a movie 
showing. The jobber, himself, will be 
contacted by the people who sell 
the space in his theatre. 

When he signs the contract for a 
showing, it should be handled .from 
then on without further supervision 
on his part. This motion picture ad- 
vertising extends to the drive-in, and 
the drive-in is exceptionally good for 
our jobber because the people are in 
the vehicles he hopes to sell sup- 
plies for. Minute movies offer the 
combination that has the consumer 
seeing as well as hearing the message 
at a time when distraction is almost 
impossible. It has added value in 
the fact that he chooses the theaters 
and chooses only the special message 
that fits his situation. 


The Cost 


Merchandising should add up to 
one thing, getting more customers. 
The stock question asked by the oil 
jobber is: “How much should I spend 
for advertising and sales promotion?” 
Certainly a progressive jobber should 
allocate at least \, of a cent of his 
total gasoline sales to this advertis- 
ing budget. Gasoline, because it is 
the bread and butter in his business, 
in most cases. 
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THE REAL oil 
man is no imagi- 
nary villain, but 
has his head in a 
vise created by de- 
mand and competi- 
tion. Good judg- 
ment is “his sole 
real skill.” This 
was point of recent 
talk by Vern A. 
Bellman, marketing 
vice president of 
General Petroleum. 
Addressing North 
American Gasoline 
Tax Conference in 
Phoenix, Ariz., Mr. 
BelJman uséd these 
cartoons to illus- 
trate his speech, 
“How to Under- 
stand an Oil Man” 
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East Coast Ready to Boost Distillate Prices 


Heating oil prices on the East Coast at the end of 
June were slated for increases up to 0.8c at the tank 
wagon level and to 0.65c in bulk lots on boosts in ceil- 
ing levels approved by Office of Price Stabilization (for 
details of the OPS order, see p. 25). In Chicago, gaso- 
line prices also were up—0.3c to dealers and 0.6c at 
many retail outlets. 

Prices and supply of refined products presented a 
varied picture over the nation. Gasoline continued firm 
for wholesale lots in most areas. Distillate fuel prices 
continued “strong” in the Gulf Coast cargo market, but 
these oils were seasonally easier in some districts of the 
Midwest and the Mid-Continent. Heavy fuel was weak 
in virtually every refining and terminal district. 

In the East, Esso Standard Oil Co. reported new sched- 
ule of prices for distillate fuels, effective July 1, in line 
with increased ceilings approved by OPS (see p. 63). 

In Metropolitan Chicago, Standard Oil Co. (Indiana) 
raised its dealer and consumer tank wagon prices for 
Red Crown (regular) and White Crown (premium) gaso- 
line by 0.3c, effective June 24. A check by NPN of the 
company’s Chicago bulk plants showed new posted dealer 
‘prices of 15.3c for Red Crown and 16.8c for White 
Crown, and consumer tank wagon prices of 17.3c and 
19.7c for the two respective grades, exclusive of 6c state 
and federal taxes. The Indiana company’s movVe restores 
more than half of a reduction of 0.5c made in mid- 
February. 

Tank wagon increases also were reflected in retail 
prices in Chicago. The Gasoline Retailers Assn. of Metro- 
politan Chicago states that a large number of both ma- 
jor and private brand service station operators had in- 
creased their retail prices for regular-grade 0.6c to their 
ceilings—21c (ex taxes). 

Reductions in Mid-Continent heavy fuel prices ac- 
counted for most of the other price changes reported 
by refiners. Quotations for No. 6 fuel were off 5c per 
bbl., ranging upward from $1.10, FOB Group 3, follow- 
ing a cut in that amount by an Independent refiner. 

The surplus of No. 6 fuel in the general Mid-Continent 
area still was large despite shipments to the Gulf Coast 
by tank car in amounts estimated by some sources as 
ranging between 10,000 and 20,000 b/d. One Oklahoma 
refiner reported selling 50 cars of low sulfur No. 6 fuel 
to a Gulf Coast buyer at $1.45 per bbl., delivered Houston. 
The refinery netback on this transaction is about 75c 
per bbl. 

In Kansas, prices for No. 6 fuel were 10c lower, rang- 
ing upward from $1.20 per bbl., refinery. The Kansas 
Gas & Electric Co. opened bids on 70,000 bbls. of low 
sulfur (less than 1%) No. 6 fuel oil, to be delivered in 
July and August by tank car to the company’s two plants, 
about 10 miles north and south-of Wichita. Bids re- 
ceived from Kansas refiners ranged from a low of $1.28 
per bbl. to a high of $1.40, delivered. 

Reports from the Gulf, the East Coast, and the upper 
Midwest also pointed up weakness in residual prices. 
At the Gulf, trade sources said a bid of $1.65 per bbl. 


in all probability would bring out sizable cargo-lot of- 
ferings; quotations reported by refiners ranged upward 
from $1.75. 

Along the East Coast, trade sources said that there 
was “not one barrel of rentable dirty storage” between 
New York and Baltimore, and prospective buyers of 
heavy fuel at these points generally refused to con- 
sider offerings above $2.30 per bbl. The generally quoted 
barge price for No. 6 fuel in the New York-Baltimore 
area was $2.45. At the lake ports of Detroit and Toledo, 
bunker oil was piling up as a result of the steel strike, 
which also was slowing down industrial activity in 
other lines. 

Developments in crude oil featured the purchase by 
Union Oil Co. of California of three cargoes of light 
Venezuelan crude totaling 300,000 bbls. for delivery in 
Los Angeles during July and August. Union said that 
the purchase “will cost about 60c per bbl. over California 
crude.” (At time of the purchase the price for 30 gravity 
Signal Hill, Calif., oil was $2.57 per bbl.). The ad- 
ditional stock was procured in an effort to increase 
Union’s output of premium gasoline which has been 
short since March. Venezuelan crude is the only oil 
Union is buying outside Calitornia. Importation from 
Venezuela also was reported recently by General Pe- 
troleum (see June 18 NPN, p. 53). 

Supplies of crude oil in areas other than California 
were plentiful. 

The Administration Nacional de Combustibles Alcohol 
Y Portland (ANCAP), Uruguayian Government petrole- 
um agency, is seeking bids for about nine million bbls. 
of crude over the next three years, according to re- 
ports to NPN. Government agency wants a total of 
1,560,000 cubic meters of crude testing 35 gravity API, 
1% sulfur content—430,000 meters the first year, 560,000 
meters the second year, and 570,000 the last year of 
the supply arrangement. (One cubic meter equals about 
six bbls.). Bids will be opened in Montevideo on Aug. 
13. 

Specialty. products reports included exceptionally firm 
prices in the Mid-Continent, considering the season, for 
liquefied petroleum gases (see page 55). On the other 
hand, some easiness in lubricating oils that have been 
in tight supply for many months was indicated, notably 
in Penna. cylinder oil bright stock. 


GULF COAST 
All Clean Products Still Hard to Find 


Products other than heavy fuel maintained their closely 
held position at the Gulf the past week, and demand for 
gasoline and heating oils continued heavy. There were 
inquiries in the cargo market from a wide range of buyers 
—East Coast terminal operators, South American mar- 
keters, West Coast refiners, and, as has been the case for 
the past year, countries whose supplies have been reduced 
by the loss of Abadan output. 

Lacking a market in which outright purchases of light 
products could be made, trading and swapping continued 
to be the only means of bringing out hard-to-find ma- 
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Summary of Daily Gasoline Prices (June 24 through June 30) 
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Tex, (Texas & New Mex. ‘shpt.) .. 10.75-11.25 10.75-11. 10.75-11.25 10.75-11.25 
W. Tex. (Texas & New Mex. shpt.) .. (2)10.75-11 (2)10. 75-11 (2)10.75-11 (2)10.75-11 
Motor Gasoline 60 Oct. M & below: 
Okla., Group 3 (Okla. shpt. 9. 75-26. 125 9.625-10.125 9.625-10.125 
Okla., Group 3 (Northern hpi . 9.375-10 
Midwestern (Group 3 basis) .... . ; 9.75(2 
N, Tex, (Texas New ‘Mex. shpt.) 
W. Tex. (Texas $. New Mex, shpt. 
Tex. (Truck Tnsp.) evecrsdseocese 
Cent. W. Tex. (Truck Tnsp.) ceccecoe 


Motor Gasoline 92 Oct. (Premium): 

New York harbor eveccccesess 13.85-15 
New York harbor, “barges aéece eeccees 13.75-14.9 
Philadelphia ° a 15.15-15.2 
Philadelphia, ‘barges eccccccces esscces 15.06 
Baltimore oe 12.9-15(2) 
MEOTENOTO, BOSD ccccceccscncscosecs 12.8 
Motor Gasoline 90 Oct. (Premium): 


New 3 > 13.85-14 
New York harbor, barges . i. isis 3 
Philedepbis . 


. ve ‘ 5.05 15.06 
Baltimore ‘ ‘ 12.9-13.25 12'913.25 
Baltimore, barges ........ssseees ese0 12.8-13 12.8-13 12.8-13 
Motor Gasoline 85 Oct. (Regular): 
New York harbor (3)12.85-13.6 
New York harbor, “barges 12.5-13.4 
ee e e ‘ . b ‘ 13.7-13.9 
Philadelphia, barges .. ° 7-13.8 7-13. 13.7-13.8 

Baltimore . ° . ’ 11.9-13.5 
Baltimore, barges 11.8-12 
Metor Gasoline: 
Western Penna., Bradford-Warren: 

90 Oct. (Prem.) 13.75-14 

86 Oct, (Regular) 12.75(2) 
Western Penna., Oil City: 

90 Oct. (Prem.) .. 

86 Oct, (Regular) 
Western Penna., Pittsburgt-: 


SS Get. CPOE.) . ..cdice eect bconeth 13.9(2) 13.9(2) 13.9(2) 
86 Oct. (Regular) 12.9(2) 12.9(2) 12.9(2) 


10.75-11.7 10.75-11.7 
10.75-11.25 10. 75-11.25 
10.75-11.25 10.75-11.25 


10.75-11.7 
10, 75-11.26 
10.75-11.25 


4)10.5-10. — (4) 10.5-10.875 


(5) 10.375-10.625 
(4)10.375-10.5 
10.75-11.26 


10.75 
(2)10.75-11 


9. $95-20. 125 9.625-10.125 
9.75-10,8 

(2)10.25-10.5 
9.875-10.5 
10-10. 4x 
13.85-15 
13.75-14.9 
15.15-15.2 


15.15-15.2 
15.05 
12.9-15(2) 
12.8 


15. 15-15.2 
15.05 15.05 
12.9-15(2) 
12.8 


12.9-15(2) 
12.8 


13.85-14 35 13.85-14.35 2 $e-14.38 


13.85-14. 36 
13.75-14.25 + te 25 
15.15 


13.75-14.25 
15.15 








is. 05 
12.9-13.25 
12.8-13 


15.05 
12.9-13.28 
2.8-13 


seoeees (3)12.85-13.6 (3)12.85-13.6 (3)12.85-13.6 
eee 12.5-13.4 . 5-13. 12.5-13.4 





13.75-14 


12.75(2) 12.75(2) 12.75(2) 


13.75-13.9 


13.75-13.9 13.75-12.9 13.75-13.9 
12.75-123.9(2) 12.75-12.9(2) 12.75-12.9(3) 12.75-12.0(2) 





terial. However, swapping of mid-winter No. 2 fuel for 
prompt gasoline has abated somewhat. 
An inquiry from the West Coast for 300,000 bbls. of 


at 8.47c, was disclosed. This swap indicated that the net 
buyer of No. 2 fuel was willing to stand the expense of 
costly tanker transportation in order to increase his sup- 


gasoline was in the market, and the long tanker haul to 
California presupposed a very strong demand for gasoline 
from that quarter. In addition, refiners at the Gulf said 
that demands for gas oils and desireable crudes have been 
stepped up following the reduction in Texas crude allow- 
ables for July. 

With so few products available generally, the emphasis 
on trading was heightened. Exchange of fourteen cargoes 
of No. 2 fuel sold at the Gulf at 8c per gal. with the 
seller reserving the privilege to re-purchase from the 
buyer seven cargoes of No. 2 fuel at New York Harbor 
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plies of distillates. 

The weakness in bunker fuel prices showed no signs of 
abating, and low-priced material continued to move to 
the Gulf Coast from the Mid-Continent. Some sources 
estimated daily arrivals of bunker fuel from inland re- 
fineries as ranging between 10,000 and 20,000 bbls. 

Some trade sources declared that a bid of $1.65 per bbl. 
for prompt residual fuel would bring out large quantities. 
Quotations reported by refiners were unchanged for all 
products, however, with heavy. fuel prices ranging upward 
from $1.75. 
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ATLANTIC COAST 
Products Other Than No. 6 Still Tight 


There were few offerings of products other than heavy 
fuel, and No. 6 was available in large quantities, accord- 
ing to reports of eastern marketing sources the past week. 

Prices were reported unchanged, although majority of 
the trade merely was waiting for the go-ahead signal 
from OPS before making increases in their quotations 
for distillate fuels. On the other hand, a number of sources 
commented that “there was no market for bunker fuel 
above $2.30 at New York,” the price representing a “dis- 
count” of 15c below quotations reported by principal 
suppliers. 

Trading was at a standstill most of the week. Gasoline 
was tight, and several large marketers as yet have not 
righted their supply channels since the May refinery 
strikes. Suppliers also reported their regular barge and 
tank car heating oil customers were filling up as rapidly 
as possible in order to beat the price increase for kerosine 
and No. 2 fuel. An indication of the scope of this filling 
was the difficulty reported in finding spot barge trans- 
portation at New York Harbor. A few small offerings of 
No. 2 fuel were disclosed, most of them held for 9.5c, 
or 0.5c higher than quoted generally by harbor suppliers. 

In contrast to the light oils, bunker oil prices were 
“soft,” and surplus supplies were indicated in most middle 
Atlantic terminal districts. While no changes were report- 
ed in residual quotations, “discounts” of 15c per bbl. 
reportedly were freely obtainable at New York and Phil- 
adelphia. One buyer, in market for large quantity of No. 
6 fuel was said to have placed a bid of $2.10, delivered 
his terminal. Most harbor suppliers quoted $2.45 per bbl. 
for barge and tank car lots. At this price, however, spot 
quantities were virtually impossible to move, trade sources 
said. 

An end to the steel strike was needed to bolster heavy 
fuel, trade sources said. 


CENTRAL MICHIGAN 
Heat Wave Slows Summer-Fill Programs 


Last week’s heat wave generally slowed summer-fill pro- 
grams in Central Michigan the past week. Gasoline was 
steady, while surplus of residual was such that some re- 
finers have had to reduce crude runs. 


Residual fuels remained sloppy, although there were a 
few refiners who reported inventories were in balance. 
General situation was described as one where refiners 
would not refuse any “reasonable” bid and were meeting 
competitive offerings to regular accounts in order not to 
lose the business. Two refiners said they were “bothered” 
by price of 7.25c, delivered, for No. 6 fuel originating in 
the Chicago refining district. Quotations reported by re- 
finers for No. 6 ranged from 7.25 to 8.25c, FOB Central 
Michigan. 

Most refiners said demand for gasoline rose sharply dur- 
ing the hot weather and plant inventories were down. 

While the heat tended to dull jobbers’ interest in fill- 
ing up with light fuels, one refiner said he was keeping 
his summer program active by giving jobbers up to 90 
days to pay for purchases made during June, July and 
August. Other refiners were “against” postdating pur- 
chases on basis that light fuels would be tight next heat- 
ing season and supply. situation “doesn’t call for incen- 
tives.” 

One refiner said his more “serious minded” jobbers 
were “lining up” their next winter requirements, while 
others still were convinced “special discounts” would 
come by midsummer. Another declared he was “soft 
pedaling” summer movement of light fuels. With surplus 
of residual, crude runs have been reduced, he added, and 
this was threatening next winter’s light fuel supplies. 





Explanations of Price Tables 


The reader’s attention is directed to the fol- 
lowing explanations which apply to the Sum- 
mary of Daily Gasoline Prices appearing on page 
53 and the price tables appearing on pages 56-61 
of this issue. 


The letter “X” indicates a change in prices; if 
the change is on the low of the price range, the 
“xX” is adjacent to the low; if the change is on 
the high of the price change, the “X” is adjacent 
to the high; a change from one flat price to a 
higher or lower flat price, or elimination of the 
low of a price range, is indicated with an “X” 
to the left of the new price; elimination of the 
high of a price range is indicated with an “X” 
to the right of new price. 


Parenthetical figures indicate number of com- 
panies quoting when two or more companies 
quoted the price shown. In the Gulf Coast Cargo 
table on p. 59 all prices reported are shown. 
In all other tables, only the lows and highs of 
the ranges of prices are shown; no attempt is 
made to show prices within the lows and the 
highs, and therefore no attempt is made to indi- 
cate the number of companies contacted for 
prices for each product. Nearly 200 primary sup- 
pliers (refiners and tanker terminal operators), 
plus an even larger number of other sources 
(jobbers, compounders, consumers, distributors, 
brokers, tank car marketers, etc.) are contacted 
for prices at regular intervals. 











CHICAGO DISTRICT 
Low-Sulfur No. 6 Fuel Off 0.25c 


Residual fuels continued weak in Chicago District last 
week with prices for low-sulfur No. 6 off 0.25c. Light 
fuel prices were steady with general expectancy in the 
trade that no easiness would develop this year. Gasoline 
was held closely and refiners still were in market for large 
amounts for summer delivery. 


Chicago’s residual fuel suppliers said adverse market 
conditions in heavy fuel were three-sided. Big steel] mill 
takings were halted in month-long strike which, at same 
time, sharpened “outside” competition because of worsen- 
ing oversupply condition in the Mid-Continent. Suppliers 
said they also were having to contend with low-cost of- 
ferings from gas companies to industrial users. Refiners 
said this type of service was only for times of gas sur- 
plus (as at present) and specified cutoff on an hour’s 
notice. 


Despite the one-hour cutoff feature, suppliers said the 
gas offerings hit residual fuel at a time each year when 
they were most vulnerable—the summer. 


MIDWESTERN (Chicago-E. St. Louis Area) 
No. 6 Fuel Prices Down Another 5c 


Refiners’ quotations for No. 6 fuel dropped another 5c 
in Midwest last week. Gasoline was active and light fuels 
were steady. 


Hot weather sent retail demand for gasoline into a sharp 
rise and added to suppliers’ search for product in open 
market to augment their own production. Most refiners 
said they wanted to buy gasoline for delivery over July 
and August. However, one said he had filled some of his 
requirements since the refinery strikes and now was buy- 
ing product on a “more selective” basis. 

Suppliers said they, were not sure whether bottom had 
been reached on heavy fuel. Some, however, pinned their 
hope that prices would hold on fact that large quantities 
of product were leaving the Mid-Continent for the Gulf 
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Coast daily. They also pointed to good road oil and asphalt 
demand. 

Prices for No. 6 ranged from $1.10 to $1.30, down 5c 
on both range low and high with offerings to resellers 
reportedly at 80c to 90c, Group 3. Tank car marketers 
generally said they were offering No. 6 for early July 
shipment at $1.00 but disclosed no trading. 

Light fuels continued to reflect effect of the three-week 
refinery strikes with sources saying prices were not “bow- 
ing” to summer bids. Refiners generally said they were 
not pushing sales. Several marketers said they were feel- 
ing out the market for next heating season with one in- 
dicating he was seeking a total of 500 cars of Nos. 1 and 
2 fuels. 


MID-CONTINENT 
Residual Fuel Surplus Mounts 


Mounting surplus of residual fuel was presenting serious 
problem to Mid-Continent refiners the last week in June. 
With northern demand for heavy fuel still off sharply 
due to strikes at steel plants, and local demand nil outside 
of contract shipments, only substantial movement of prod- 
uct was to the Gulf. Shipments to the Gulf netting back 
lower prices than quoted by refiners for northern ship- 
ment were reported in all districts. 

Gasoline remained tight throughout the Mid-Continent. 
Distillate fuels continued seasonally easy. 

Quotations for No. 6 were off 5c in Oklahoma, ranging 
upward from $1.10, Group 3. In Arkansas, all grades of 
heavy fuel were quoted 5c lower, with No. 4 at $2.00, 
No. 5 at $1.80, and No. 6 at $1.65. In Kansas, No. 5 was 
off 20c to $1.60, and No. 6 quotations were 10c lower, 
ranging upward from $1.20. 

Weight of surplus No. 6 was such that quotations for 
spot material found little actual testing. Some refiners 
were seeking outlets at the Gulf and were indicating their 
urgency to ship out material even at extremely low net 
backs. Sale of 50 cars of No: 6 to Gulf buyer at $1.45, 
delivered, netting back “74 to 75c” was disclosed by one 
Oklahoma refiner. New sales continued, but for most 
part shipments were of material contracted in recent 
past. Shipments to Gulf from Kansas, netting 90c to $1.00, 
refinery, were reported. 

Dirty tank cars were tight in Kansas and Oklahoma. 
Railroads were giving preference to perishables (melons 
and wheat) with tank cars delayed at points of origin and 
in returning. Shipments to Gulf have dislocated cars, one 
Oklahoma refiner reporting he lacked 50 to 60 cars for 
his contractual shipments. Tightness was in 10,000-gal. 
cars used in Gulf shipments; 8,000-gal. cars used in north- 
ern shipping were easy. 

Gasoline remained tight in most districts, especially 
Oklahoma and Kansas. Currently, demand was most ac- 
tive in Kansas, with passing of peak wheat harvest to that 
state. Material was available on the Great Lakes Pipe 
Line at 0.375c to 0.625c “over the low,” plus transporta- 
tion, although shopping around would be required to get 
15,000 bbls. over 30-day period, trade sources said. One 
Central West Texas refiner reported slowing in local de- 
mand for gasoline from farm customers. 

Distillate fuels were easy, and offerings below low quot- 
ed prices were more frequent than during early part of 
June, some buyers reported. At same time, many refiners 
with unfilled storage space preferred to build inventories 
and were not offering any light fuels. In Oklahoma, No. 
2 fuel was available at about 7.125c, and No. 1 at 7.5 
to 7.75c, for resale, according to reports of tank car mar- 
keters. 





Crude Oil Prices 


No changes were reported in crude oil prices 
during week ended June 28. For complete crude 
price schedules see p. 48-49 of June 25, 1952 NPN. 
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NPN Gasoline Index 


Cents Per Gal. 
Deaier T.W. Tank Car 
June 30 .. o* es se o% 15.36 ? 11.65 
Month Ago ...... - 15.36 11 62 
Bear. AGS «ccandevecersece . 15.03 11.67 


Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities. 


Tank car index is weighted average of following wholesale 
markets for regular-grade gasoline, FOB refineries or ter- 
minals: Okla.. Midwest, W. Penna., Calif., N. Y. Harbor, 
Philadelphia, Jacksonville, Boston and Gulf Coast 











WESTERN PENNA. 
Supplies Ease as Steel Strike Continues 


Signs of easier supplies were indicated in Western 
Penna. the last week in June. Light products loosened 
up considerably following shutdowns in steel and allied 
industries and industrial demand for heavy lubricants 
likewise has been curtailed. The field as a whole was not 
confronted wi'h disturbing surpluses, however, and price 
quotations generally were unchanged. 

Industrial shipments of Nos. 2 and 36-40 gravity fuels 
and liquid asphalt were almost wholly lacking, refiners 
said, and, with hot weather over the area, jobbers and 
distributors showed little inclination to stock up on heat- 
ing oils for next season. For prompt shipments of No. 2 
fuel, “discounts” netting 10c in districts where quotations 
ranged upward from 10.25c to 10.5c, were disclosed. “Dis- 
counts,” however, did little to stimulate movement. 

Trading in lubricating oils was quiet, with some grades 
still hard to find. Neutral oil, 150 vis., was freely available 
and occasional cars of cylinder stocks were appearing on 
the market. Sizeable lot of 150 vis. neutral reportedly was 
available at 26c,.or 1c lower than quotation reported by 
most refiners for 25 pour test. 

For the most part, however, bright stock and cylinder 
stocks were closely held, and reports generally indicated 
that, other than in regular-customer sales, trading was 
confined to swapping at the inter-refinery level. 

Slight pickup in export demand for petrolatums was 
noted by some refiners, but most reports indicated both 
petrolatums and waxes continued quiet. Some refiners 
said export orders which had been pending for several 
months now were getting approvals from Washington. 


Group 3 Propane Prices Hold Firm 


NEW YORK—Considering the season, Mid-Continent 
prices for propane are holding exceptionaily firm, accord- 
ing to reports June 25. Butane continues weak, however. 

Sources in Mid-Continent said spot quantities of pro- 
pane now are available at prices ranging from 2.75 to 
4c, FOB Group 3. These prices compare with posted ceil- 
ing prices of principal suppliers (subject to 0.5c summer 
discount) of 4c for propane, 4.5c for butane-propane mix, 
and 5c for butane. In East Texas, propane also was held 
for 3c, although butane, normally priced higher than pro- 
pane, can be bought spot for 2.5c, trade sources said. 

In the East, propane supplies for first time in many 
months are available spot at 8c, seaboard terminals. Price 
reportedly is firm, the appearance of generally offered 
supplies reflecting curtailed orders from mill buyers whose 
production has been cut by steel strikes. 

In all areas, there are inquiries for winter shipments. 
NPN sources said following summer-winter sales ratio 
on propane applies with five of the larger producers, none 
of whom as yet has tightened up to a one-car-summer 
one-car-winter (1-1) ratio; one major at 1-1.25; another 
at 1-1.33; and three others at 1-1.5, latter indicating 1.5 
cars due customer next winter for each car taken cur- 
rently. 
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Prices at Refineries and Terminals and by Tank Wagon 


PRICES IN EFFECT JUNE 30 


Prices herewith are reproduced from Platt’s OILGRAM Daily Oil 
Price Service, associated with National Petroleum News, whose rep- 
resentatives in all NPN-OILGRAM offices devote their time exclusively 
to reporting oil industry prices everywhere. 

Prices shown in tables are sales prices or quotations or general offers 
or posted prices by refiners, by pipeline terminal operators, and by 
tanker terminal operators; for current sales and shipments; for the busi- 
ness day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, barge; prices applying to 
barges or cargoes or truck transport lots only, so designated; FOB re- 
fineries or terminals; in cents per gal., except per bbl. where $ sign is 
shown; wax and petrolatums in cents per pound; ex all fees and taxes; 


distribution or publication. During period of short supply, some sellers 
and at times all sellers, withhold quotations to new customers or the 
posting of firm prices but give OJLGRAM the prices they otherwise 
would quote to the trade in general and which they confine to their 
regular customers only, and such prices appear in the price tables. 
Gasoline ratings are by ASTM Research Method and are minimum 
ratings, except where letter M is used to indicate that octane rating is 
by ASTM Motor Method. For further details of price conditions apply 
to any NPN—OILGRAM office or see back of any OILGRAM Price 
Service invoice. 


For complete price service delivered daily from nearest OILGRAM 


for crude oi] and its products lawfully produced and t 
ported as received by OILGRAM and National Petroleum News but not 
guaranteed; for subscribers’ private use only and not for resale or 


GASOLINE 


OKLA., Group 3 (Okla. shpt.) 


(3)11.5-11.875 
(4) 10.5-10.875 


9.625-10.125 


OKLA., Group 3 (Northern shpt.) 
88 Oct. Prem. ee ee ee» €5)11.375-11.75 


82 Oct. Reg. (5)10.375-10.625 
60 Oct. M & below ....... 9.375-10 


MIDWESTERN (Group 3 basis) 
88 Oct. Prem . (3)11.375-11.75 


82 Oct. Reg. ..........+.+.(4)10.375-10.5 
60 Oct. M & below 9.75(2) 


TEX. (Texas & New Mex, shpt.) 
13.2~13.25(2) 
12.75(2) 
(2)12-12.75 
12 
10.75-11.7 
10.75-11.25 


10.75—11.25 
9.75-10.8 


TEX. (Texas & New Mex. shpt.) 


\ eg. ut <bodiaet seve 
. M & below ....... 9.875-10.5 
. W. TEX, (Truck transport lots) 


Ss OUND 066 eS hese see 12 
82 Oct. EE See 10.75 
60 Oct. 10-10. 4% 


ARK. (For shipment to Ark, & La.) 
11.75 


10.75 
9.625 


11.5-12.375 
10.5-11.375 
9.5-10.875 


ted; re- 
Price Service, Inc., 


WESTERN PENNA, 
Bradford-Warren: 

90 Oct. Prem. 13.75—14 
12.75(2) 


Ol City: 


13.75-13.9 
12.75-12.9(2) 


13.9(2) 
12.9(2) 


CENTRAL MICHIGAN 
(FOR Central Michigan refineries) 
90 Oct. Prem. (2)13.5-14.25 
86 Oct. Prem. 13.5—13.75(2) 
84 Oct. “ (2)12.5-13.125 
82 Oct. Reg. 12.25-12.75 
Str. run gasoline, excl. 

Detroit shpt. ........ 


OHIO—Quotations of 8.0. Ohio for delivery to 
Ohio points: 


14.0 


CALIFORNIA 


Los Angeles dist. : 
2 % . aa 13.3—16.5 
Ge, Sits eccidcces 12-14(2) 


San Fran. dist.: 


ke Pere 
80 Oct. Reg. ......... 


16.25-17 
14.25-14.5 


San Joaquin Valley dist.: 


90 Oct. Prem, ........... 
 f 6 er 


16.25-17 
14.25-14.5 


LUBRICATING OILS 


WESTERN PENNA. 


Prices are for sales made, or offers reliably 
reported, to jobbers & compounders only, 


Viscous Neutrals—No. 3 col, Vis. at 70° F. 200 
31.5 
30.5 


29.5 
p.t. (2)28-31 
. (143 at 100°) 400-405 fi, 


publishing office, New York, Cleveland and Houston, address Platt’s 
1213 West 3rd St., Cleveland 13, Ohio. Annual 
Subscription rate in U. S.: $150 per year, payable in advance. 


Bright Stocks 


145-155 vis. at 210°, 540-550 fl. No. 8 col, 
10 p.t. 32.5 


31.5 
(2)30-33 


25(3) 

27(3) 

29(3)* 

30(2) 
(*) This price correct on & since June 2; 
shown incorrectly in June 4, 11, 18 & 25 is- 
sues of NPN. 


MIDCONTINENT LUBES 


FOB Tulsa basis, for domestic shipment only. 
Bright Stocks, vis. at 210° Neutrals, vis. at 
100°, 0-10 p.p. 


Neutral Oils—Conventional 
Pale Oils Col 


60-85 vis. 
86-110 vis. 
150 vis, 
180 vis. 
200 vis. 
250 vis. 
280 vis. 
300 vis. 


Bright Stock—Conventional 
200 vis. D: 


Bright Stock—Solvent 
150-160 vis. 0-10 p.p., 95 v.i. 33.5-34(2) 
Neutral Oils—Solvent (95 v.i.) 


| Garey 
200-210 vis. : 


(2)21-22 
(2)22-23.5(2) 
(2)24-24.5 


Cylinder Stocks 
600 s.r., olive green 


LUBRICATING OILS 


Tank Car 
Buyers 


UNIFORM 
HIGH QUALITY 


DEEP ROCK OIL CORPORATION 


’ 
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GULF COAST—Soivent Lai 
From Mid-Continent grade crude. 
ship at Gulf for export. 
Bright stock—Vis. at 210° 
150-160 vis., 0-10 pour 
test, 95 v.i, 34 
Neutral Oills—Vis. at 100°; ‘9s v.l.; 0-10 p.t. 
100 vis. 21(2) 
23.4-25 
26.7-—28 


bes. 
Prices FOB 


— TEXAS LUBES 
s. at 100° F, FOB 8. Tex., refineries for 
domestic —e export shipment. ) 


1%-2% Jota (3)12-12.5(3) 
_, ees Sesie (3)13-13.5(3) 
ee verre 14(6) 
Coder rece vas 15(6) 
16(6) 
(3)17-17.5(2) 
(3)18-19(3) 


(2)12-12.5(3) 
(3)13-13.5(3) 
14(6) 
15(6) 
16(6) 
(3)17-17.5(3) 
(3)18-19(3) 


NATURAL GASOLINE 


(Group 3 & Breckenridge prices are to biend- 
ers on freight basis shown below. Shipments 
may originate in any Mid-Continent manufac- 
turing district.) 


FOB GROUP 3 
Grade 26-70 


FOB BRECKENRIDGE 
Grade 26-70 ... Ay 


5.5 (Quotations) 


5( Quotations) 


LPG PRICES 


(Of refiners, FOB refineries, in cents per gal., 
tank cars or transport trucks) 
Commerical 
District Propane 
N. Y. Harbor ... 8(2) 8(2) 
Philadelphia d 8(3) 
Baltimore o* ese 
Hastings ........ 
Pre 


Industrial 
Propame 


INDUSTRIAL 


FUEL OIL 


SPECIALISTS 
RK [ans es 
“SW ~—> 


WATER TRUCK 


PHOENIX OIL CORPORATION 





Refinery & Terminal Prices (Continued) 


PRICES IN EFFECT JUNE 30 


KEROSINE, GAS & FUEL OILS 


OKLA., Group 3 (Okla. shpt.) 


41-43 w.w. 

42-44 w.w, one’ 
Range oil — 
58 & above D.I. Diesel eee 
WEG, 2 TE ccc cece one 
No. 2 fuel 

No. 3 fuel 

No. 6 fuel 


8.75-9.25 

8.75-9.25(2) 
(2)8. 75-9 
(3)8.5-9(2) 

8.5-9 . 


x$1. 10—1.35x% 


OKLA., Group 3 (Northern shpt.) 


41-43 w.w, (4)8.75-9(2) 
42-44 w.w. (5)8.75-9(3) 
Range oil .. re deems 8.75(2) 
58 & above D.I. Diesel .. (6)8.5-9 

No. 1 fuel occ ae (5)8.5-8.75(3) 
Tie, B BA occ decees (5)7.875-8.125(2) 
No. 3 fuel .... 7.625-7.875 
No, 6 fuel x$1.10-1.35 


MIDWESTERN (Group 3 basis) 


(2)8. 75-9 
(4)8.75-9 
Range oil ° 5 ode 
58 & above DI ’ Diesel 
No. 1 fuel 
No. 2 fuel 
No. 6 fuel 


(4)8.5-8.75(2)x 

(4)8.5-8.75 
(4)7.875-8.125 

x$1.10-1.30 


N, TEX. (Texas & New Mex, shpt.) 


41-43 w.w. (2)8.75-9.5(2) 
42-44 w.w. . 9 

58 & above D.I. Diesel 

No. 2 fuel 


No. 6 fuel $1. (25-1. 75 


W. TEX. (Texas & New Mex, shpt.) 


41-43 w.w. eee 
42-44 w.w. oseebeoes 
58 & above D1. Diesel ... 
No. 1 fuel bse ceevce 
No, 2 fuel 
No. 6 fuel 


8.75 

9 ang’ 
8 13-8. 2512) 

8.5-9.25 

$1. 30-1. 75 


E. TEX. (Truck transport lots) 


41-43 w.w, 
42-44 w.w. . 
58 & above D.I. Diesel 8.25-9.25 
Te B Bee o ccccceeerccces 9.125 
No. 2 fuel 
No. 6 fuel 


9- : 25(2) 
9(3) 


$1.35-1.85 


CENT. W. TEX. (Truck transport lots) 


41-43 w.w. 9-9.5 

58 & above DIL Diesel 8.75—9.25 

U.G.I, gas oil .... 8.5 
1 fuel cose eeveses eaiea 
2 fuel ..... 7 8 
Sh GD eid cb 060s cpecces oe 
. - gt eer $1.40-1.50% 


KANSAS (For Kansas destinations only) 


42-44 w.w. ... ved (2)9-9.875 

52 & below D. I. " Diesel “Te 9-9.3 

58 & above D.I. Diesel ... (2)9-9.5 
fuel a 8.7-9.625 
Wels) che Mp ca vscesas 7.875-9.25 
PTT aes . 
fuel .... x$1.60—1.725x 
fuel ‘ . +». (2)$1.20-1.55 





New York 





Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


ARK. (For shipment to Ark. & La.) 


42-44 w.w. . 

Tractor fuel .... 
Diesel fuel 52 & below 
Diese] fuel 58 & above 
No. 2 fuel 

No, 3 fuel 
No, 4 fuel 
No. 5 fuel 
No. 6 fuel 


WESTERN PENNA. 
Bradford-Warrea : 
Kerosine ......cseceesweee (3)11 
No. 1 fuel ry? 

No. 2 fuel 

No. 3 fuel 

36-40 gravity. fuel 


(2)10.5 
10.5 


Ol City: 


Heroine ...cssccccccrvecss 11(3) 
No. 1 fuel (2)10.5-10.75 
No, 2 fuel (2)10.25-10.5 
No. 3 fuel .... 10.25(2) 
36-40 gravity fuel 10.25(2) 


Pittsburgh: 


Kerosine bhtee eps 10.75—11 . 
No. 1 fuel ......+- 10.75 

. Pereertt 10-10.375 
No. 3 fuel 


36-40 gravity fuel 10-10.25 


CENTRAL MICHIGAN 


(FOB Central Michigan refineries.) 

Range oil .... We 12.25 
46-49 w.w. kero. .....+++> 1.55~-12.4 
P.W. distillate oe seu rr 12(2) 
No, 2 fuel ........--++--- (3)10.75-11.06(2) 
No. 3 fuel ooveccecdeere 10.5-11(2) 
UW.GkEZ, GOB GR ccccscccnses (2)8.5-9.7 
No, 5 fuel ....... bates 7.5-8.8 
No. 6 fuel .........+.+-++ (€2)7.25-8.25 


OHIO—Quotations of 8.0. Ohio for delivery to 
Ohio points: 


Kerosine ... ce cccecensvees 11 
BNO, 1 TUG) .cccrsvcssccces 11. 
No. 2 fuel eee 10 
Diesel (Light & Med.) ouce il 


CALIFORNIA 


San Joaquin Valley: 
40-43 w.w. . 

Heavy fuel (Ps 400) 
Light fuel (PS 300) 
Diesel fuel (PS 200) .. 
Stove dist. (PS 100) ... 


San Francisco: 


40-43 w.w. ... beens 
Heavy fuel (PS yt ect 
Light fuel (PS 300) 
Diesel fuel (PS 200) 
Stove dist. (PS 100) 


Los Angeles: 


40-43 w.w. , 

Heavy fuel (Ps 400) 
Light fuel (PS 300) 
Diesel fuel (PS 200) 
Stove dist. (PS 100) 


(2)12-12.5 
$1.75-2.00 
$2.15-2.20(4) 
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CHICAGO DISTRICT PRICES 


Prices to jobbers & distributors in tank car 
and/or truck transport lots FOB refineries, 


pipe line terminals and inland waterway barge 
terminals. 


Motor Gasoline 
90 Oct. Prem. 
88 Oct. Prem. 
84 Oct. Reg. 
82 Oct. Reg. 


Light Fuel Oils 
Range oil 
No. 2 fuel 


Heavy Fuel Oils 
No. 5, low sulfur 
No. 5, high sulfur 
No. 6, low sulfur 
No. 6, high sulfur 


12.55-13.75 
(2)11.8-12.75 


(2)10.9-11.25(2) 
(2)9.9-10.375 


WAX 


WESTERN PENNA. (T.C., 
White Crude Scale: 

122-124 A.m.p. 

124-126 A.m.p. 


in Bulk) 


SEABOARD 

Melting points are AMP, 3° higher than 
EMP. Prices are for carload lots. Domestic 
prices are FOB refinery; scale in bags or 
bbls.; fully refined, slabs loose. Export prices 
are FAS; scale in bags or bbls., fully refined 
in bags or cartons. 


Crude Seale N.Y. Domestic 
124-126 white 5.6(2) 


Fully Refined: 


N.Y. Export 


7.45 
7.45(3) 
7.45(3) 
7.55(3) 
7.55(3) 
7.55(3) 
7.55-8.3 
9.55 


NAPHTHAS & SOLVENTS 


(FOB Group 3) 
Stoddard solvent 
Cleaners naphtha 
V.M.&P,. naphtha 
Mineral spirits 
Rubber solvent 11.875(3) 
Lacquer diluent . «-€2)12.125-12.375 
Benzo] diluent ............(2)13.125-13.625 


11.375(3) 
11.875(2) 
11.875(4) 
10.875(4) 


WESTERN PENNA. 
Ou City: 


Stoddard solvent 


Pittsburgh: 
Stoddard solvent 15(3) 


OHIO—Quotations of 8.0. Ohio for delivery to 
Ohio points: 
V.M.&P. Naphtha 


Mineral spirits & stoddard solvent 
Rubber solvent 


Stoddard solvent 


CENT, W. TEX, (Truck Trnspt. lots) 


Stoddard solvent 10.5 


KANSAS (For Kans. Dest’n, only) 


Stoddard solvent 11.8 


V.M.&P. Mineral. 

Naphtha Spirits 
° 17(4) 

Philadelphia » «(3)16.5-17 

Baltimore .... 

Boston 17.5(4) 

Providence ... sae 


16(5) 
(4) 15. a 


16.5(4) 


Refinery & Terminal Prices (Continued) 


PRICES IN EFFECT JUNE 30 
ATLANTIC & GULF COASTS 


Prices are of refiners, FOB their refineries & tanker terminals and of tanker terminal operators, 


FOB their terminals. 


District 
N. Y. Harbor 
do barges . 
Albany 
Baltimore 
do barges . 
Baton Rouge. 
do barges . 
Boston 
Charleston .. 
Corpus Christi 
Houston 
do barges . 
Jacksonville 


New Orleans. 
do barges . 
Norfolk 
Pensacola ... 
Philadelphia . 
do barges . 
Pt. Everglades 
Portland * 
Providence .. 
Savannah 
Tampa ... 
Wilmington, 
N. 


92 Oct. 


Prem. 


13.85-15 
13.75-14.9 
14.2-15.2(3) 
12.9-15(2) 
12.8 
14,95-15.7 
13.3-14.475 
12.5-13.5 
12.25-13.3 
12.25-13.3 
13.6(4) 
13.4(3) 
15(3) 
12.6 


12.6 
12.9-14.6 


14.95-15.2(3) 
13.6(3) 
13.4(3) 


13.05-14.55(2) 


Ships’ bunkers prices are exclusive of lighterage. 


90 Oct. 83 Oct. 
Prem. Gasoline me Gentine Reg. Gasoline 


13.85-14.35 


12.8-13 


see 


14.95-15.2(2) 
13.3 


12.5 


12.25-13.3 

(2)12-12.25 
13.3-13.6(2) 
13.6 


13.3-13.4 
13.05-13.2 


Gas House 


No. 2 Fuel 


N. Y. Harb. (19)9.1-9.2 
do barges. (17)9-9.25 


Albany 
Baltimore ... 
do barges . 
Baton Rouge. 
do barges . 
Boston 
Charleston 
Houston 
do barges 
Jacksonville . 
Miami 
Mobile 
New Haven . 
New Orleans. 
do ee . 
Norfolk 
Pensacola ... 
Philadelphia . 
do barges . 


Pt. Everglades 


Portland 
Providence .. 
Savannah . 
Tampa ..... 
Wilmington, 
a Sh. esse 


N.Y. a, 
Alban 
Baltimore 
Baton Rouge. 
Boston 
Charleston 
Corpus Christi 
Houston 
Jacksonville . 
Miami 


New Haven . 
New Orleans. 
Norfolk 
Pensacola ... 
iladelphia . 
Pt. Everglades 
Portland .... 
Providence .. 


Tampa 
Wilmington, 
Mm. Gs dws 


9.4(12) 
9.2(10) 
9.1(5) 
8.4 


"(2)8-8.5 


10.1(8) 
10.1 
9.5(2) 


9.3(10) 
- 5-8.7(3) 


8.7 
- (5)9.2-9.4 


9.5 
9.2(10) 
9.1(9) 
10.1(4) 
9.4(9) 
9.3(9) 
10.1(7) 
10(5) 


9.4(7) 


No. 6 Fuel 
No Salfur 


Guarantee 
oe. 45-2.50 
80 


2 48(6) 


Gas Oil 
9.2-9.6 
9.5 
9.3 
8.8 


9.7 


(3)12.7- 
9 


11.8 


(3)12,85- oe 6 
12.5- 


is 6) 
2 


— 


13.7 


(7) 
12.475 


(244. 25-11. 3 
11,25-11.3 
12.6(7) 
12.6 


12.4(2) 
13.5(2) 


12.3- 
12.4 


No.5 Fuel No.5 Fuel Shore Piants 
(15-60 p.t.) 


(0-10 p.t.) 


(12)$3.23-3.56 


(12)3.20-3.46 
3.75 


3.23(3) 
3.20(3) 


3.365 
3.18 
3.10-3.25(3) 


No. 6 Fuel 


No Sulfar 
Guarantee 


No. 6 
Max. 


Barges 


$2.45(13 
2. 45(4) 
1.85 


2.51(5) 
2.31(3) 
1.85 
1.85(7) 
2.28(6) 
— 
1.90 


2.47 

1.85(3) 
2.40(4) 
2.10 

2.45(8) 
2.22(2) 
2.51 

2.47(2) 
2.31(4) 
2.16(4) 


) $2.55-2. 
2.60 


12.6(4) 
(4) 


12.05-12.55 


$2.87 
2.84 


. MENEND, 
* <2 9 @ @ 
* @AC0NY-1- 


2.82(2) 
3.10(6) 


3.24(2) 
2.76(2) 


Fuel 
1% 


63(2) 


(6) 
(2) 


12.7-13.7(2) 
11.9-13.5 
11.1 

11 
12.7-13.7 
12,3-12.45 
11.5 
11,25-11.5 
11.25-11.5 
12.3-12.6 
12.4 
13.5(2) 
11.25-11.3 
11.2-11.25 
11,.9-12.6 
13.7 

13.6 

13.8 

13.7 
12.3-12.6 
12.3-12.4 


12.05-12.55 


Diesel Oil 


(6)9.5-9.6(2) 
9.8(4) 
9.6(5) 
8.8 
8.7(5) 

9.5(2) 

(2)8.5-9 


10.1(6) 
10.1(2) 
9.5 


9.7(5) 
8.7-9.1(2) 


9.6(4) 
9.5 
9.6(8) 
10.1(5) 
9.8(4) 
9.7(4) 
10.1(5) 
10(6) 


9.5(2) 


6 Fuel Bunker 
% Fuel 
Ships’ 
Bunkers 
$2.55-2.60(3) $2.45(11) 


Max. 1 
Sulfur 
Barges 


2.60 


Kerosine 
No. 1 Fuel 


(18) 10.1-10.2(2) 
10(19) 


10.4(9) 
10.3(10) 
10.2(4) 
9.7 
10.3(14) 
10.4(5) 
9.25-10.25 
-9,25 
11.1 
11.1(3) 
10.4(4) 


10. 9(7) 
10.5(7) 


Light Diesel 
Ships’ Bankers 
(50 cet., 55 4.1.) (45 cet., 45 4.1.) 


$3.90(5) 
3.90(4) 
3.49 
3.94(3) 
3.90(2) 
3.49(6) 
4.242(5) 
4.242(3) 
3.49(3) 
3.90(3) 
3.90(5) 
4.242(4) 
4.03 
3.94-4.07 
4.242(5) 
4.20(5) 
3.90(3) 


Cc 
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Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT JUNE 30 
GULF COAST—CARGOES, DOMESTIC & EXPORT, ALL PORTS 


Cargo prices are FOB ship at U. 8. Gulf, minimum of 20,000 bbis., and are by refiners only to 
other refiners, export agents, or tanker terminal operators. The figure in parentheses after each 
price indicates the number of companies quoting that price. 


MEXICAN BUNKER PRICES 


U. 8S. DOLLARS PER BBL. OF 159 LITERS 
Bunker C Diesel 


(Ships Bunkers) 
Mexican Gulf 
Tampico ..... a 95 $3.75 
Veracruz . oweew 95 
Minatitlan 


Aviation Gasoline (MIL-F-5572) 
Grade 115/145 
Grade 100/130 


.95 
Pacific Coast 
Grade 91/96 


Guaymas ........+. 50 $4 
Manzanillo ........ 50 4.00 
Salina Cruz ....... 50 4 


PACIFIC COAST 


(In Ships’ Bunkers, Diesel Fuel Bunker © Fuel 
or Deep Tank Lots) (P.S. 200) (P.8. 400) 
San Pedro, Calif. $3.44(5) = = 
eros: San Francisco 3.6514) 1.75(4) 
< tg neg sic Portiand, Ore. 3.86(4) $2.00(4) 
41-43 w.w. kerosine .. 9(3)-9.25 Seattle, Wash... 3.86(4) $2. 0014) 
No, 2 Fuel 8(5)-8.25 


Motor Gasoline 
92 Oct. Premium baebs cevregiisg sewer 
90 Oct, Premium ...... Sedece 
86 Oct. Regular 
Oe: SEGUON 5 05:50 06 vv eb deb Tin dikes SUNS oc os 
79 Oct. 


12(2)-12.25(2) 
11. 75-12-12.25 
11(2)-11.25-11.5 
10.75-11(2)—11.25 


10.5-11 
10-10 .25-10.75 


Diesel & Gas Oils 
43-47 Diesel index 
48-52 Diesel index 
53-57 Diesel index 


PETROLATUMS 


WESTERN PENNA, 

(Bbis., carloads; tank car, 1 to 1.5¢ less.) 
Snow white ............... €2)6.875-7.75 
Soft white ........0«+5- (2)6.625—7.375 
Lily white ........+.- (2)6.375-7.25 
Cream white . (2)6-6.75(2) 
Soft yellow .......seeeeees (2)5-5.5 
Light amber .........+++> (3)5-5.5 
Amber eeveee (3)4.75-5.25 
TROD cccccccccccccccscesecs (2)4.5-5 


8-8 .125-8 .25 
8 .125-8 .25-8 .375 
8. 25-8 .375-8.5 


Heavy Fuels—Cargoes 
No. 5 Fuel, 0-10 p.t. 


2 . 35 5 
Bunker C Fuel ae oe 


$1.75(3)-$1 .85(2)-$1.875 


MIDDLE EAST CRUDE PRICES 


Posted Export Prices of Socony-Vacuum Overseas Supply Co. for Sale in Cargo Lots 

(Prices are per bbl. of 42 U. S. gals., exclusive of local port or other governmental charges, 
sales taxes, etc., if any; FOB point indicated, for gravities shown; 2c per bbi. differential per 
degree of gravity applies for gravities below and above those shown.) 
Type of 
Crude 
Arabian 
Qatar 
Arabian 
Iraq-Kirkuk 
Araq--BaSrah 





29 YEARS OF RELIABLE 
OIL PRICE REPORTING 


This, in just a few words, is the story of 
Platt’s OILGRAM Price Service. 

Since 1923, it has been recognized 
throughout the industry as the foremost 
daily oil price reporting agency. It hos 
constantly been the major source of oil 
price information, and with good reason. 
. . « « OILGRAM has the largest staff of 
oil price experts employed by any oil 


Price API 
Per bbi. FOB Point Gravity 
$1.75 Ras Tanura, Saudi Arabia 36-36.9 
$1.81 Umm Said, Qatar 39-39.9 
$2.41 Sidon, Lebanon 36-36.9 
$2.41 Tripoli, Lebanon 36-36.9 
$1.67 Fao, Iraq 32-32.9 


Effective 
Date 


Nov. 1, 1950 
Nov. 1, 1951 
April 1, 1951 
April 1, 1951 
Dec. 24, 1951 


AVIATION GASOLINE PRICES 


(Prices are for tank cars, barge or truck transport lots; aviation gasoline, meet specification 
MIL-F-5572, unless otherwise noted.) 
District 


Grade 100/130 Grade 91/96 


IG Ms ~ibbda sonceuaecsceusede 


Boston, Mass. 
Portland, Me. 


Philadelphia Pa, 


Baltimore, Md. 
Norfolk, Va. 


Charleston, 8. C. 


16.1-17.2 


Grade 80 
15.6-16.2 


price reporting agency. 

OILGRAM is the most complete 
price report available to the oi! man. 
. « « « ONLGRAM has the complete con- 
fidence of its subscribers. More than 
ninety out of every one hundred oil men 


ales La. (Baton Rouge) who once subscribe renew their subscrip- 
f ; BAe aegnt Sts tions yeor after year. 
If you are dependent upon daily oil prices 
in your marketing operation, you should 
be an OILGRAM Price Service subscriber. 
We invite you to accept a week's Trial 
Subscription with our compliments. There 
is no obligation on your part whatsoever. 
A letter of request on your company 
letterhead is all that is required. 
Write today to: 

Platt’s OILGRAM Price Service 
1213 W. 3rd St., Cleveland 13, Ohio 


17 
16 .5-17 .25 


LAKE PORT TERMINALS 
Buffalo Cleveland 
16(2) Seee 
14.53) 
11.8(5) 
11.3(3) 


Detroit 
90 Oct, Premium .......... peut 
86 Oct. Regular ....... 
Kerosine ........6.+.6. 
Diesel Fuels 
No, 1 Fuel 
No, 2 Fuel 
No. 5 Fuel 
No. 6 Fuel 


10.35-10.95 
11.2-11.7 
10.2-10.95 
7.85(4) 
7.6(4) 


10.8(4) 


9.53(2) 











= 


Ka Install on ail fuel oil tanks, old and new, for a : y HARTOL 


new low in delivery costs. 


PETROLEUM CORPORATION 
See your regular Supply House. “JUST FILL ‘TIL THE WHISTLE STOPS” INDEPENDENT MARKETER 


Mfd. 
Model \CTor old] ‘ty SCULLY SIGNAL COMPANY Combeldge dl, mess. Meine to Southieeralian 


Conadian Licensee: EMPIRE BRASS MFG. CO,, LTD. Toronto, Ontario j FIFTH NUE 


NEW YOR 2? NY 
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Tank Wagon Prices 


Prices for gasoline do not include taxes; they do, however, include 
Gasoline tazes, shown in 
separate column, include — 2c federal, and state taxes; also city and 
Kerosine tank wagon prices 
also do not include tazes; kerosine taxes where levied are indicated in 
f Di ts, if any, are shown in footnotes. 


inspection fees as shown in next column. 


county taxes as it 








Atlantic 


White Flash 

(Regular Grade) Kero.& 
Gasoline No. 1 

Dir. Cons. Fuel 
T.W. T.W. Taxes T.W. 
Allentown, Pa.. 15.0 15.0 7.0 14.0 
Altoona éee eee 
Erie ° uit Nege oes 
Greensburg ... . 15.6 
Harrisburg .... Y 15.0 
Philadelphia .. > 14.7 
Pittsburgh .... i 15.6 
Reading 15.0 
Scranton ...... 15.0 
Wilkes Barre.. 
ee ee 
York .. ‘ 
Wilmington, 

Del, ... 
Bridgpt., 
Hartford 
New Haven ... 
Boston, Mass. . 
Fall River .... 
Springfield 
Worcester 
Preov., &. 3. .» 
Camden, N, J. ‘ 
Newark 
Albany, 
Binghamton 
Buffalo 
Elmira 
Rochester 15.5 
Syracuse 15.4 
Watertown .... . 16.6 
Baltimore, Md. . 14.5 
Richmond, Va. . 14.5 
Charlotte, N. C. . 15.4 
Jacksonville, 

Fla 


ATLANTIC 
REFINING 


———s 


15.6 
15.0 


AA AR 


eto 
UDUDARASH ASSO HED OC: OO 


14.7 
14.8 
15.1 
14.8 
14.9 
14.9 
15.6 
15.1 
14.9 
14.6 
14.6 
14.7 
15.8 
15.5 
15.8 


wreeee ea e- t- teeta teen 


AAAATS SRR R SERS 
eeoooocoocooeooooooweuwwwesses osc: oosoooso: - 


OLAARABRABHAASPSMSSSAA AN, ANAAAN, . 


15.2 9.0 
Mineral Spirits V.M.&P. 
T.W T.W. 


Philadelphia, Pa. .... 16.5 18.0 
Pittsburgh .........- 20.0 21.0 


Heavy Fuel Oils—T.W. 
No. 5 No. 6 


Philadelphia, Pa, a 6.90 


Notes: 

Kerosine—Thru Penna, & Del., add 2c per 
gal. for t.w. deliveries of less than 25 gals. 
at one time. Camden—Add ic for deliveries of 
100-299 gals., 2c for less than 100 gals. 

Mineral Spirits prices also apply to Stod- 
dard Solvent, 


CONT'L (N. B. Prices are Continental's 
tankwagon prices. Current selling 

OIL prices may vary from those shown 
because of local conditions, ) 


af 


Denver, Colo, 
Grand Junc. 
Pueblo 


Billings, 

Butte 

Great Falls 
Helena ... 

Salt Lake U. ... 
Twin Falls, Ida... 
Albuquer., 

Roswell 

Santa Fe 
Muskogee, Okla. . 
Oklahoma City .. 
Tulsa 


pbabbaranedacnake h 
aggoancoooooooocoo 
EUUbhebobiebe eee 


pmaetine tax column includes these city taxes: 
Santa Fe, ic; 





, 0.5¢; 
Chasen lc; Casper, 1c. 
Discounts: 

e City and Twin Falis gasoline 
and prices BAe 4 for deliveries of less 
than 200 gals., deduct 0.5¢; 
400 gals, and over, "Shen 1c, 

Notes: 
T.W. prices are to consumers and dealers. 


effect June 30, 1952, as posted by principal marketing companies at 
their headquarters offices, but subject to later correction. 
Inspection fees per gal., included in both gasoline and kerosine prices, 


These prices in 
CHEVRON 


CALIFORNIA : 
STANDARD so hr. rr. 
400 Gals. & over 


San Fran., Cal. 
Los Angeles 
Fresno 
Phoenix, Ariz. 
Reno, Nev. 
Portland, Ore. 
Seattle, Wash. 
Spokane 
Tacoma 

Boise, Idaho 
Salt Lake, U. 
Honolulu, T.H. 
Fairbanks, Alaska . pe 
Juneau 


ni 
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San Fran., Cal. .. 
Los Angeles 
Fresno oenwe 
Phoenix, Ariz, 
Reno, Nev. ... 
Portland, Ore. 
Seattle, Wash. 
Spokane 

Tacoma 

Boise, Idaho ... 
Salt Lake, U. . 
Honolulu, T. H. ° 
Fairbanks, Alaska 34. 
Juneau 2 


wis tnwinestrUow won 
NOW DK Die DRO 


Taxes: 


Boise—Sc gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 2.5c state. 
Salt Lake—7c gas tax applies to motor 
fuel only; avgas taxes are 2c federal, 4c 
state. 

Honolulu—8.5¢ gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 4c terri- 
torial. Standard Diesel/furnace oil price is 
ex ic territorial liquid fuels tax. All T.T. 
prices are ex Hawaiian gross income tax of 
1% to resellers, 2.5% to consumers. 

Notes: 

Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0c for 40-199 gals.; 
0.5¢ for 200-399 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5c differential applies 
to 40-399 gal. delivery; for less than 40 gals. 
add 4.0c gal., except at Honolulu add 4.5c for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
ply to all quantities in excess of 40 gals. 
Prices for Chevron Supreme (Premium) are 
2.0c gal. higher than Chevron (Regular) for 
quantity delivered, except at Salt Lake which 
is 1.5c gal. higher. For less than 40 gals. de- 
liveries, add 4.5c gal. to 400-gals.-and-over 
price, except at Honolulu, add 5.0c gal. for 
less than 40 gals. (Marine) and less than 100 
gals. (Shoreside). Add to Chevron Aviation 
80/87 quantity delivered prices, 2.0c for 91/98, 
5.0c for 100/130, and 8.0c for 115/145. 

Kerosine—T.T. prices, except at Salt Lake 
City, apply to deliveries of 40-199 gals. For 
other deliveries: less than 40 gals., add 4c; 
200-399 gals., deduct 3c; 400 gals. & over, 
deduct 4c; tank car-truck trailer, deduct 5.5c. 
Salt Lake City posted tank truck price is for 
minimum 40 gal. deliveries. 

Standard Diesel/Furnace Oil & Standard 
Stove Oil—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 
gals., add ic; 200-399 gals., add 0.5c; 
than 40 gals., add 5c. 


Dallas, Tex.. 
Ft. Worth . 
Houston ... 
San Antonio. 
Notes: 


T.W. prices are to all classes of dealers and 
consumers. 


tt et 
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unless otherwise specified, are as follows: 

Ala. 1/40c on gasoline; Ark. 1/20c; Fla. 1/8c; Ill. 
2/25c; Kans, 1/100c; La. 1/32c; Minn, 5/200c; Mo, 1/25c; Neb. 2/100c; 
Nev. 1/20c; N. C. 1/4c; N. D. 1/20c; Okla, 2/25c; S. C. 1/8; 8. D. 
1/40c; Tenn, 2/5c; and Wisc. 3/100c. 

Kerosine inspection fees only: Ala. 1/2c; Iowa 1/50¢; Mich. 1/5c. 


3/100c; Ind. 


ESSO (Regular Grade 
) 
STANDARD Gasoline 


Atlantic City, N. J. 
Newark 

Baltimore, Md. 
Cumberland ...... 
Washington, D. c.. 
Danville, Va. 
Petersburg 

Norfolk 

Richmond 

Roanoke dele : 
Charleston, w. Va. 
Fairmont 
Parkersburg 
Wheeling 

Charlotte, 

Hickory 

Mt. Airy 

Raleigh . 
Salisbury 
Charleston, 8S. C. .. 
Columbia 
Spartanburg 

New Orleans, 
Baton Rouge 
Alexandria ... 
Lake Charles 
Shreveport 

New Iberia 
Knoxville, Tenn. 
Memphis 
Chattanooga 
Nashville mu 
Uttle Rock, Ark. 


ei DH NWO DMNwWOODHOOHHM UUM OROUIURAS 
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No 
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‘9 

Naphthas-T.W. & Steel Bbis. 
Min. Spirits V.M.&P. 
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Newark, N. J. 

3,600 gals. & over.,- 17.0 8. 

Steel bbis. ..... 23.0 4. 
Baltimore, Md. 

3,600 gals. & over. Re 

Steel bbis. .......... 24.5 
Washington, D. c. 

100-499 gals. 0 

500-3,599 gals. suns 0 

3,600 gals, & over. 2 

Steel bbls. 25.0 


FUEL OIMLs—tT.w. 

No.1 No.2 No.4 No.6 
Atlantic City, N.J. 
Newark, N. J. .. 
Baltimore, Md. .. 
Washington, D. C. 
Norfolk, Va. 
Danville wor 
Petersburg ....... 
Richmond 
Roanoke ... 
Charlotte, N. ¢. 


$3.754 $3.006 
3.69 2.94 
3.85 2.89 
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= 
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Charleston, 's. C.. 
Columbia 
Spartanburg .... 12 5 
Taxes: Louisiana  kerosine prices do not in- 
clude ic state tax. 

Notes: 

Kerosine No. 1 — Atlantic City prices are 
for deliveries of 300 gals. or more; add Ic for 
100-299 gals. 2c for less than 100 gals. 

No. 6—Washington price is for min, delivery 
of 1,050 gals.; for min. delivery of 2,500 gals. 
price is $2.83 per bbl. 
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(Prices are per imperial gal.; to 


IMPERIAL arrive at price per U. 8. gal., 


subtract 1/6th.) 
OL 


Kero- 
sine 
T.W. 
St. John’s, Nfid. 
Halifax, N. 8. .... 
St, John, N. B. . 
Charlottetown,P.E.I. 
Q. ... 


Edmonton, Alta... 1%5 
Vancouver, B.C. . 21.8 V 

(*) Price is for Esso Extra (Premium). 
Taxes: Gasoline taxes are provincial taxes. 
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Oil PRICE SECTION 





Tonk W Prices (Continued) 
SOCONY VACUUM st 


Mobilgas Aircraft 
‘ Mobiigas (Regular Grade) 
, 1 Cons. Dir. Cons. a “estan 
STs : T.C. T.C, J T.c. Yard T.W. 

Néw ¥or,* City: 

MGGR. 4.°°°%*"+"° 

Brom® ..-.***** 

Kings .-:"*’ 

Queens ee 

Richmond ‘ 
Albany, N. Y. 

Binghamton 

Buffalo 8d 

Jamestown ...... 

Mt. Vernon ... 

Plattsburg 

Rochester 

Syracuse ... e 

Bridgeport, Conn 

Danbury : 

Hartford 

New Haven 

Bangor, Me. 

Portland awe 

Boston, Mass. 

Concord, N. H. 

Lancaster 

Manchester 

Portsmouth . 

Providence, R_ I. 

Burlington, Vt. 

Rutland ; : 

Tank Wagon Prices Rochester 

Mineral Spirits ... 4 Fite Cashes 18.5 ‘ 20.0 

V.M.&P. Naphtha 20.5 5 21.5 

Taxes: N.Y.C. prices do not include 3% city sales tax a ‘lcable ‘to price of gasoline (ex 

Discounts: 

t Mobil Kerosine—Mt. Vernon A less 0.5¢ for deliveries ©f 300 gals. or more 
,Jobilfuel Diesel—All points, 0.5¢ for T.W. deliveries of 2°90 gals. or more 
Moilheat—Mt. Vernon T.W. less 0.5¢c for deliveries of 300 g 2/8. or more. 

Notes: 

Syracuss V.M.&P. price is in steel barrels. 


OHIO STANDARD 


0 
0 
0 
0 
0 
0 
0 


12.4 
12.5 
12.4 
12.4 
12.1 
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11.6 
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Jamestown T.C. p.‘ices are delivered prices; all other T.C. prices are FOB bulk terminals 


Sohio X-Tane Gasoline 
Aviation Gas. ~eor Tw. Naphthas & Solvents—Cons, T.W. 
Con- Re- S.R. D.C. V.M.&P. Sohio 
Sol- Naph- Naph- Varno- Sol- ‘Kerosine No. I No. 2 
vent tha vent T.W. Sohio-Hent Sohio-Heat 
20 20.! 3.4 13.9° 9° 
20 13 ae 2 oe 
13.9 9 
13 .9* 9° 
13 .9° 
13.9 
13.9 
13.9 
13.9 
13.9 
¢ 13.9 
20 5 9° 13.9* 
‘ 9 20 21 20.5 9° 13.9° 
gasoline less 4c , State Road Tax by maseenltan purchase with State Tax iReomption Form 


Gasoline 
Taxes 


3 
si 


Akron 
Canton 
Cincinnati 
Cleveland 
Columbus 
Dayton 
Lima . 
Mansfield 
‘arion . 
“ttsmouth 
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0 2 
Hangar operators can purchase ‘aviation 
axes: 6 to supplier. 
A-) ‘t Sohio Aviation—on contract to hangar operators and 
Discou™, ‘ine. Nos. 1 & 2—Prices with asterisk (*) are for t.w. 
Keron ~oints are for t.w. or drum deliveries of 50 gals. or more; less then 50 gals., 
other , s—To contract consumers off t.w. prices (except Lucas County) 300 to 999 gals 
Naphth nore gals., 1.5c. Lucas County: less than 50 gals., tank wagon orice. 50 to 249 gals., 0.5¢; 250 to 499 gals., Ic; 500 gals. or over 1.5¢ 
5000 oF . n (third-grade) gasoline prices are same as X-Tane unless otherwise noted. 8.5. prices are at company-operated stations 


Notes: Renow 
5 
INDIANA — 
ST, vrices listed below were obtained by NPN correspondents who visited Standard of 
Tank wagon s where the company’s prices are publicly posted. Kentucky 
Indiana bulk plam -own (Reg. Grade) Standard 
Red ©. wn, Red Cr’n, Stanolex Farnace 0i1—— in 
‘ ‘Ss. Dir. ’ 100 gals. 100-174 175-999 1,000 gals., Cosa @ese- Mave 
Ca * Tw. i & over gals. gals. & over Net line sine 
TR i ; os eee sees sees Dealer Taxes T.W. 
Chicago, Tl. ... 417.3 16.5 14. +. . eee Covington, Ky. ... 0 
South Bend, Ind. 18.0 14.8* sss es 2 266 Lexington 
Detroit, Mich... 16.3* 16.0 Louisville 
Mpls.-St. Paul . 17.5 15.4 Paducah ; 
Des Moines, Ia.. 16.9 *§.2 Jackson, Miss 
St. Louis, Mo.. 7 ‘0 Vicksburg 
Wichita, Kans. ; “4 5 Birmingham, Ala 
Omaha, Neb. .. 3 15. Mobile 
Fargo, N. D. .. bk. 16. Montgomery 
Huron, S. D ; 16.7 my : Atlanta, Ga 
Milwaukee, Wisc. : 16.1 - Augusta 
: hief Gasoline Macon 
Fuel Oils—T.W.—Chicage, ) ‘anolex Savannah 
Standard & Dealer Gasoline D Jacksonville, 
° Miami ; 
Pensacola .. 
Tampa 


resellers, 2~ off consumer t.w 
or drum deliveries of 100 gas. or more; less than 100 gals., 0.5c higher. Prices at 
0.5c higher. 

0.5¢; 1009 to 2499 gals... 0.75c;: 2500 to 4999 gals.. 1c 
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Ee 
100-149 gals. . Port Worth 
soe ae Wichita Falls 


400 gals. & over. Amarillo ........ 


i) 
connnos 
2Oa 


Taxes: 

Gasoline tax column includes these city & 
county taxes: Mobile, 2c city; Birmingham, ic 
county; Montgomery, ic city & 1c county; Pen- 
sacola, ic city. Other taxes not included in 
prices: Georgia, kerosine, ic; Montgomery, 
kerosine 1c; Mississippi, kerosine 0.5¢ 


| gals. .. oS 
gals. & over... | 8.75 
Taxes: St. Louis, Mo., gasolin 
ety fax ‘es Moines ia ering and furease «Sam Anti 
Sales, covapition Include 4c, state tax. ag od otes: :—Dealer t.w, prices apply also to all Notes: 
added where applicable. —— sses of consumers with minimum delivery of Consumer t.w. prices are same as net dealer 
* “Temporary’’ price. prices 
x Effective June 24. 


Scososouseosoo 
ARARAABRAARAOD 
Seeo00S00 


JULY 2, 1952 





STATISTICS 





Production of Natural Gasoline 
(Bureau of Mines figures in bbis., 000 omitted) 


East Coast ... 
W. New York .. 
W. Pennsylvania 
West Virginia .. 
Illinois 
Kansas 
Kentucky 
Michigan 
Ge secscies 
Oklahoma 
Arkansas 
Louisiana: .. 
Tee 
Inland 


Mississippi .... 
New Mexico 


Texas: 
Guif 
West Texas . 
East Texas . 
Panhandle 
Other .. 


Colorado ....... 
Montana 
Nebraska 

Utah 

Wyoming 
California 


Total 

Daily average 

° Citeintn. Nebraska and Utah gasoline products included with Wy- 
oming. 

t Michigan production included with Illinois. 





Pennsylvania Lubricating Oils at Refineries 
(Compiled by Nati 





i Petroleum Assn. from reports 


f companies re 
fining Pennsylvania Grade crude oil, Figures in bbls. ot 42 U. S. gals. ) 


Pro- Total In- Pro- Total In- 
duction ventory duction 
April, April 30, March, 
1952 1952 
. Raw long residuum deeees Sevees 
- 600 steam refined stock .... 184,328 89,022 212,160 
. Other steam refined stock .... 37,552 J 30,831 
. Finished dewaxed long 
residuum 
. Bright stock 176,477 146,445 161,145 
. Viscous neutral, below 180 vis. 
but not below 142 vis. @ 100 96,015 101,742 73,134 99,836 
. Viscous neutral, 180 vis. @ 


100 and above 152,456 118,429 161,204 





Pennsylvania Oil Other Than Lubes at Refineries 


(Compiled by National Petroleum Assn. from report of all region 
refiners, Figures in bbis.) 


Apr. 30, Mar 
1952 
. Naphthas & Gasoline 


(1) Straight run, unblended and/or unleaded, 
for sale as motor fuel 
(2) Naphtha and gasoline, for sale for blending 
or further refining or held at refinery for 
further distillation, reforming, nee or 
leading 
(3) Below 65 octane, not included in q1) 
(2) above . ena anti oviece 
(4) 65 octane and above .... 416,485 457,315 
. Salable naphthas other than motor “fuel ‘mate- 
rial (does not include refinery process naphthas) 10,030 11,298 
. Kerosine 60,484 64,425 
36/40. gas oi] (include furnace oil) ............ 47,509 70,553 
Fuel Oil (not reported above) 46,732 46,502 
Oils held as cracking plant charging stocks .... 259,893 257,524 
Non viscous neutral 24,246 19,951 
Wax distillate 121,440 84,874 
Crude petroleum 22,839 20,791 
Wax lbs.) 10,849,095 9,381,766 


238,350 
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Dealer and Service Station Prices for Regular-Grade 
Gasoline in 50 Representative Cities*** 


JUNE 1, 1952 


Cents Per Gallon —— 
Dealer's Indicated Gasoline Tax Service 
Net Price Dealer (Ine. 2¢ Station 

City (Ex Tax) Margint federal tax) (Inc. Tax) 
Average United States .. 15.34 . 7.32 27.83 
Portland, Me. -. 15.00 26.90 
Manchester, Me Ee cesees BAD 24.90 
Burlington, Vt. ......... 15.60 27.80 
Boston, Mass. .......,.. 14.90 26.50 
Providence, R. I. 14.90 25.90 
Hartford, Conn. ........ 14.80 23.90 
Buffalo, N. Y. o aeveke 15.50 26.80 
New York, N. Y. nigt ome 14. 27.50 
Newark, N. J. 14. 25.40 
Philadelphia, DE, -cvsers Bi 25.90 
Dover, Del. .... 14. 27.10 
Baltimore, Md. ........ 14. 27.00 
Washington, D. C. ..4... 14. 25.60 
Charleston, W. Va. ..... 16. 30.20 
See, Wk acntvessses ee 28.20 
Charlotte, N. C. ........ 30.40 
Charleston, 8S. C. 29.50 
Atlanta, Ga. ........... . 29.50 
Jacksonville, Fla. \ ‘ 9. 29.00 
Birmingham, Ala. ...... . . 9. *29.90 
Vicksburg, Miss. ...... \ . 9. 30.90 
Memphis, Tenn. ....... . 5. 9. 29.50 
BMEEONED, Dille oscscvess ‘ . 9. 29.80 
Youngstown, Ohio wseena . . . 25.80 
South Bend, Ind. ....... , . x 27.90 
Chicago, m. pmttkwe sb oe% 5. .4 . 25.96 
Detroit, Mich. ... . b .f 26.42 
Milwaukee, Wise. ...... \ , 27.40 
Twin Cities, Minn. Vy eee . ; 28.40 
28.30 
28.70 
26.50 
26.40 
*24.40 
25.40 
27.50 
30.50 
30.10 
25.00 
**30.00 
28.00 
*30.50 
28.50 
30.20 
27.50 
29.50 
28.80 
25.80 
28.50 
31.30 
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Omaha, Neb. hae ani 
Des Moines, Iowa ... 
St. Louis, Mo. ‘ 
Wichita, Kans. 
Da. ey ccs éredere’s 
Little Rock, Ark. 
New Orleans, La. 
Houston, Texas 
Albuquerque, N. M. 
Denver, Colo. 
Casper, Wyo. 
Butte, Mont. . 
Boise, Idaho .... fon 
Salt Lake City, Utah tee 
Reno, Nev. 
Phoenix, Ariz. . 
San Francisco, Calif. 
Portland, Ore. ... 
Spokane, Wash. 
* Includes city tax of lec per gal. 
** Includes city tax of 0.5c per gal. 
*** API figures as reported by The Texas Co. 
+ Editor’s Note: Where there are price wars these indicated margins 

do not necessarily show what the dealer is actually realizing per gallon 
of gasoline sold. Special allowances temporarily are being granted to 
some dealers hit by the subnormal retail prices. 

tt Applies to deliveries of 400 gals. and over. 
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Net Stocks. of Pennsylvania Crude Oil 


(Compiled by Nati 





i Petroleum Assn, Figures in bbls.) 


April 30, March 31, 

1952 1952 
At refineries .... pases 333,338 246,714 
Pipe line and tank ‘farm -+-. 1,758,501 1,594,103 
1,840,817 


April 30, 
1951 
305,723 


1,282,330 
1,588, 053 





District 5 Demand 


(California, Oregon, Washington, Arizona and Nevada) 
(Bureau of Mines Figures in thousands of bbis. daily) 


April, March, 
1952 1952 
Gasoline & Naphtha we 
Liquefied Petroleum Gases .............. 
Kerosine & Kerosine Distillates 
Lubricating Oils & Distillates ...... 
Stove Oil & Diesel Oil 
Fuel Oi! 
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DISPLAYED: Advertisements set in special type or with border— 
UNDISPLAYED. * Leg hn “Wi ted B 
“For an! to uy”, “Help Wanted", 
“Business Opportuni ff laren classifica- 
tions set in type this size without oe ol cents a word. Minimum 
charge $7.50 per insertion. 


CLASSIFIED 





‘Positions Wanted’’—15 cents a word. Minimum charge $3 per insertion. 
Box number 7 2 words. Copy must reach us by Wednesday 
preceding date of issue. 


All classified advertisements are payable in advance. 
No agency commission or cash discounts on classified advertisements. 





Position Wanted 


Bookkeeping Machine. 


managem: 
ning. Graduate engineer, age 41. 


will pay off on results. BOX 665. tractor, like new. 
HAC 
Mo., Hiland 1385. 


Position Open 


ASPHALT SALES: Midwest refiner has open- 
ing for Assistant Manager, asphalt sales. Must 


full persona] background. State minimum 
salary requirements. Replies held confidential. 
Address EMPLOYMENT MANAGER, P.O. Box 
2358, Kansas City, Missouri. 


Storage & Drumming 





STORAGE AND DRUMMING 


Petroleum and other liquid products for 
domestic and off-shore shipments. Tank Texas. 
car, tank truck loading facilities with 
direct line to shipside, 


P.O. Box 746 Oakland 4, Calif. 











Michigan. 


Wanted 


WANTED: 7800 or 8000 gallon fuel oil train, 


For Sale 


ONE NATIONAL CASH REGISTER #3000 
Good Condition, $700.00. 
PHILLIPS FUEL CO., Corner River & Renner 
Sts., Hackensack, N. 


Can finance. BRUCE E. 
KETT ©CO., 621 W. 58th St., Kansas City, 


1941 COE FORD fully equipped, 120’ hose, 
reel and meter, 1120 gallon capacity, 5 com- 
partments, all nearly new tires, painted in 
be experienced and have department manager prime. Priced to sell at $995.00. SHEETS OIL 
potential. Prefer man under 50. In reply give ©O., INC., Box 248, Angola, Ind 


ALBERTA, CANADA—lIndependent wholesale 
and retail lubricating oil and grease business 
Established own brands, 
approximately $20,000.00. 
$75,000.00. BOX 674. 


1—1948 450 GMC Tractor, 9:00x20, good con- 
dition with 1947 Frazier, 
compartment, double bulkhead transport, good 
condition, immediate delivery, $3500.00. F. E. 
HATHAWAY, 201 North 


BULK PLANT, Bidg. 24’ x 32’, 65,000 gallon 
storage. Approximately 1 million gallons sold 

PORT PETROLEUM CORPORATION 1008. Yonah aaanty Sow, 

& gasoline consigned. Full price $28,000.00, 

Michigan. HARRY Jd. 

HILL, BROKER, 814 North Main St., Lapeer, 


large farm sales, oil 


County Seat Centra] 


For Sale 


FOR SALE: 3—4000 gallon kettles, complete 
with agitators, Call Midlake 3252 or write 
R.D. 5, Bex 341, Akron, Ohio 


FOR SALE: Bulk plant and truck equipment 


g FOR SALE: 6750 gallon, 5 compartment, 1949, sSeGerm, velume S,000000 enumaliy. _ Nerteus 
a challenging assignment with a future which 1950, 1951 Trailmobiles, “ ¥ 


iliness forces quick sale for a reasonable price 
used with tandem Write BOX 672. 
BULK PLANT, 41,000 GAL. storage with rail- 
road spur, near Dayton, Ohio, 1950 Dodge, 
1200 gal. tank truck, farm routes and tanks. 
Price $25,000.00. Gross Sales $80,000.00. BOX 





, STEEL STORAGE TANKS 
Railroad tank car tanks 6,500 
to 12,000 gal. cap. Coiled 
and non-coiled. They’re heav- 
ier, safer, cheaper. 

Also complete tank cars 
8,000 and 10,000 gal. cap. 
Your inquiries solicited 
Marshall Railway Equipment Corp. 
50 Church St., New York 7, WN. Y. 
Phone: COrtlandt 7-8090 


25 years. Revenue 
Capital required, 


4155 single axle, 3 


, Dallas ii, 











one or two compartments. Late model. Pay 
cash or trade 5200 gallon tandem tanker. 
EATON OIL COMPANY, Grand Ledge, Michi- 
gan. 


For Sale 


1950 WC 22 WHITE, Fruehauf 4750 gal. light- 
weight trailer. Like new condition, $5485.00. 
PENN ECONOMY OIL C©O., INO., Bedford, 
Pa. 


639 GALLON, FOUR COMPT. Ford tank truck 
complete with pump, meter and hose, new 
motor, never used. EDWARDS OIL CO., 
Silver Lake, Wisconsin. 





COMPLETE MODERN OIL TERMINAL 


including office building and dock on 


10 TANKS—900,000 GALLONS STORAGE 


Ideally suited for Chemical Industry storage also 


FOR SALE 


Staten Island Sound, Elizabeth, N. J. 


One acre — Perfect condition 


BOX 675 











Oil Price Index Unchanged 


WASHINGTON—Bureau of Labor Statistics’ wholesale 
oil price index was unchanged for week ended June 24 
from preceding week. Current index (also representing 
week ended June 17) is shown below compared with 
corresponding week a year ago (1947-49 equals 100): 


dune 24, 1952 June 26, 1951 
Crude and products .......... 109.6 110.5 
Crude ... phiowa s «9 oh 00 nba tee 109.0 
Refined petroleum: Suc veveepanesd ae 111.0 
Gasoline ...... o¥e cacccotencs mee 115.0 
Sea ree ieee 109.7 
Distillate fuels ...............--. 1119 110.0 
me | erent. 91.8 101.0 
Rasetenting  C§8le  ...scccccccceses 98.5 102.4 
Natural gasoline ..... adm ie 79.5 79.5 


Esso Boosts Distillate Fuel Prices 

NEW YORK--BEsso Standard Oil Co. effective July 1 
increased its tank car and tank wagon prices for distil- 
late fuels in line with higher ceilings granted by Office 
of Price Stabilization. 

Company’s tank wagon prices for kerosine and No. 2 
fuel were boosted 0.8c generally in New Jersey, Maryland, 
and District of Columbia, and in amounts ranging down 
to 0.4c in Virginia with exception of Roanoke, unchanged. 
Tank car advances ranged up to 0.65c at principal north- 
eastern terminals. 

For light Diesel oil, ships’ bunkers, Esso’s prices are up 
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28c to $4.18 bbl. at New York, Philadelphia, Baltimore, 
and Norfolk, and $4.22 at Boston. At Wilmington, N. C., 
and Charleston, 8S. C., price for same product is up 22c 
to $4.12. 

For heavy Diesel oil, ships’ bunkers, Esso’s new price 
at New York and Philadelphia is $3.85 compared with 
previous posting of $3.57. 

Esso’s new prices for distillates at principal points fol- 
low: 


TANK CAR PRICES 


Kerosine No. 2 Fuel Diesel Oil 

EY Ses cuncen bund oa. oks% de 11.05¢ 10.05¢ 10.45¢ 
DEON 605 Odi sececereadar 10.85 9.85 10.25 
Se re 10.95 9.95 10.35 
PD v.00 dJnwhopsévaond 10.70 9.90 10. 
New Haven ............. ; 10.95 9.95 10.35 
DONOUEE : oSdo wes swceys se oes 20.95 9.75 10.15 
Philadelphia .......... =s 10.85 9.85 10.25 
aa at ; 11.05 10.05 30.45 
Epentionse ar pewesepedee - DRSS 9.92 10.35 

Wilmington, N. c. Suse wee 9. 10 


TANK WAGON 


No. 2 Fuel 
Rigs Se, Tis Bo. cvcacveteisies evap F 13.0 
Newark aya adpaveR beck wat . 12.9 
NIL EEL. n'y 0d abe. tn' ou stale ae C6 06 Cone voit J 13.0 
Cumberland can eredawmen ¥ 
Washington, D. C. .. 5 Sek at F . 13.4 
SEEEEL: FER. > lo ons 'ns'e ts GARD Pi ote bb den tone ‘ 13.6 
Norfolk Co bsud oot ody id @ handel . 12.9 
ne agg A st 68s ese Gp ; ave vade 13.3 
Raleigh, é ‘* - os ie 14.25 
cuban. “4 rs SF Ho PS pabevaced 13.05 
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HE tire-selling end of your business is 

bound to be better if you sell top-quality 
tires with high public acceptance. Kellys 
have a 58-year-old reputation for quality 
and worry-free service—a reputation for 
regularly rolling up extra thousands of 
safe miles. 


When you handle the Kelly line, you 
not only have tires that are easier to sell, 
but all the selling tools you need to develop 
a big, steady volume of business: 


e A complete, modern line for cars, trucks 
and farm vehicles. 


Selling Kelly Tires is a Good Business 


Super Flex 


Passenger 


Cruiser 
Passenger 


Grip Trac 
Passenger and Truck 


“‘Take it from me— 


THERE’S MORE 


‘SELL’ 


IN A KELLY!” 











e Continuous, colorful advertising in leading 
magazines. 


e An ample trading area in which you can 
expand. 


e Plenty of effective sales-promotion help at 
the local level. 


Get all the facts about handling Kelly 
Tires in your area and you’ll agree with 
thousands of other dealers who have 
already discovered that “Selling Kelly 
Tires is a good business.” Just write: 


THE KELLY-SPRINGFIELD TIRE COMPANY 
Cumberland, Maryland 


KELLY 


TIRES 


True Trac 
Truck 


Commercial Heavy 


Tread Truck 


Proved 


and Improved 
for 58 years! 


Dual Trac 


Special Service 
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TBA TOPICS 


Oil Marketers Should Get Busy Now 
On Budget Plans to Meet Competition 


By Frank Sturtevant, TBA Editor 


Oil TBA men 

hope that July 

will be the biggest tire selling month 

in two years. The rubber industry 

has similar hopes. But the competi- 

tors of the service station—the acces- 

sory chains and the mail order stores 

—had a big tire selling month in May, 

and their tire business continues to 
boom. ° 

This fact, and other signs of vigorous 
competitive activity which returned to 
the business scene along with a good 
supply of tires, presents the oil in- 
dustry, for the first time in the post- 
war era, with an economic ultima- 
tum: Either show the service station 
how to sell tires on the budget plan, 
or lose position in the TBA market. 

The earnings position of service 
station dealers, as a class, is not quite 
good enough today to attract a wait- 
ing list of applicants for station 
leases. TBA profit, one of the best 
collateral sources of dealer revenue, 
is threatened. This situation requires 
that oil marketing companies recon- 
sider their position on budget selling. 

Only one major oil company, Stan- 
dard Oil of Ohio, is entering this tire 
selling season, with a good, estab- 
lished TBA budget selling program 
that really works, and gets them busi- 
ness. Even so, the Standard of Ohio 
plan is a success largely because it 
works well through the company’s 
335 salary operated stations. Only a 
few Sohio dealers use it. 

Like the mail order houses and the 
chain stores, Standard of Ohio’s per- 
centage of tire volume handled on 
budget plan sales is astonishingly 
large. While Sohio’s exact figures are 
not available for publication, it is no 
secret that mail order and chain store 
concerns sell anywhere from 50% to 
80% of their tires on time payments. 
Rubber company stores probably do 
better than 40% of their tire volume 
with budget customers. 

TBA men in the oil business, so far, 
have not persuaded their boards of 
directors to approve oil company 
sponsorship of budget selling plans. 
Directors apparently regard it as a 
venture into a banking function re- 
quiring large amounts of new work- 
ing capital. Such is not the case. 
Budget selling is entirely a piece of 
sales strategy. The customary pay- 
ment terms on tires and batteries are 
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usually shorter than the “dating” 
deals freely offered by oil companies 
to their service station outlets. 


Down payments usually are large. 
Budget customers can be sold better 
quality mechandise at good profit 
margins. A small carrying charge 
is added to the sale price. These 
factors, plus the relatively short peri- 
od over which repayment is spread, 
minimize the capital need. 


In a few places, oil jobbers have 
gone into budget selling with marked 
success. One example, Smith Oil, of 
Rockford, Ill., a concern well known 
in the industry, will suffice to illus- 
trate the point. Smith Oil sells tires 
through service stations on the bud- 
get plan, and is one of the largest 
Independent marketers of both gaso- 
line and tires. 

What Smith and other Independ- 
ents have done, the major oil com- 
panies and the rest of the Independ- 
ents can do. Oil company TBA 
volume has increased many fold since 
the war. It begins to run into big 
figures on oil company books. But 
more important, it counts heavily at 
the service station in dealer profit. 
It represents business that has been 
taken away from competing types of 
outlets. Now those competing out- 
lets are out gunning to get that busi- 
ness back. 

To meet this competition the oil 
industry can call on the rubber com- 
panies. One tire man, A. H. Settle, 
assistant manager of Goodyear’s bud- 
get sales department, notes that his 
company has budget supervisors in 
all of its branch offices trained in the 
technique of budget selling. These 
supervisors are primarily salesmen, 
but in addition are trained in general 
business management, especially cred- 
it and collection work. 


Other rubber companies have men 
with similar talents. That is the 
kind of men oil companies need to 
hire or train. They know how to 
coach dealers on the different ap- 
proach needed in budget selling. It 
is the reverse of cash selling, com- 
ments Mr. Settle, because it aims at 
permanent relations rather than a 
one-shot sale, and at selling the cus- 
tomer what he needs and should have, 
rather than a cut price bargain. 


Many sources confirm Mr. Settle’s 


view that budget tire selling is in- 
creasing this year. He suggests that 
there may be a good reason for it 
because in recent years the public has 
bought a large volume of so called 
“consumer durable goods” on time 
payments and they do not have as 
much cash available for tire replace- 
ments. He also notes that there is a 
new class of trade appearing among 
the budget customers, and that is the 
people in the $15,000 to $20,000 a 
year income brackets. 


This brings to mind an attitude 
towards installment selling which 
holds that it should be unnecessary 
for such low priced items as tires 
and batteries. It ignores the fact 
that the petroleum industry serves 
all men, rich and poor alike. The 
gasoline dollar is welcome at the 
service station no matter who offers 
it. Why drive the tire dollar to others 
who are willing to make it easy for 
the customer to buy? 

Again to quote one of Mr. Settle’s 
remarks: “In this country the pro- 
ducers must also be the consumers. 
With machinery the producers can 
turn out more than they can use, un- 
less someone gives them a savings 
plan to help them buy back their own 
goods.” Budget plans are no more 
than a form of savings plan for con- 
sumers. 


One last argument against budget 
selling is always advanced by oil com- 
pany executives. They point to the 
30-60-90-day deal offered by all oil 
companies to credit card holders. 
Without exploring the reasons, it is 
enough to observe that this type of 
credit has turned out a failure. It 
doesn’t begin to tap the market that 
is going to the budget plan sellers. If 
any oil man doubts it, let him ask 
his own credit department for the 
percentage of customers who use the 
90-day three-installment privilege. 

While oil marketers indulge the de- 
lusion that the 30-60-90 day terms 
offered on the courtesy card are all 
the installment plans a service station 
needs, the customers are being lured 
into the mail order, chain accessory 
and big tire dealer stores by price 
advertising. Once there they do not 
buy the low priced goods to any great 
extent. In a discussion of the out- 
look for replacement tires at the TBA 
convention at Memphis in May, Wil- 
liam Sewall of the B. F. Goodrich 
Co. gave the tire industry estimate 
that second line tires will account for 
no more than 15-30% of total tire 
volume. 

While the uniformed service sta- 
tion dealer is trying to sell a tire by 
out-quoting the price advertising, the 
budget-wise purveyors of tires are 
giving the customer a chance to buy 
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Nothing but a metal back sealed beam unit like the 
Auto-Lite Bull's Eye continues to burn even when lens 
is crac ked or broken. All other types black-out at once 

. . the ‘Auto-Lite Bull’s Eye continues to give light. 





METAL BACK SEALED BEAM LAMP 


Bull’s Eye is backed by national magazine, television and radio 
advertising . . . no other sealed beam unit gets so much sales 





push to car owners as the Auto-Lite Bull’s Eye. 


Bull’s Eye is designed as the replacement for all makes of cars 
and trucks using a sealed beam unit . . . what a market! 


Se SEALED TIGHT—STAYS BRIGHT... 





FOR OUR 





SUCH A RED HOT MONEY- MAKER? 


Bull’s Eye is sealed under 9000 Ibs. per square inch pressure to 
exclude moisture and dust and maintain full candle power 
throughout lamp life. 


Bull’s Eye is guaranteed to burn even when lens is cracked or 
broken. 


THE ELECTRIC AUTO-LITE COMPANY 
Toledo 1, Ohio Merchandising Division Toronto, Ontario 


“ “, 
Tune in “Suspense!” .. . CBS Television Tuesdays f ’ 


“Only Auto-Lite Makes the Bull’s Eye! 
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something better (and more profit- 
able) for the same immediate outlay 
of cash. 

That competition can be met. But 
the oil companies must put men in 
their sales departments who are bud- 
get specialists, and who are assigned 
full time to developing budget sales. 
It cannot be done by printed instruc- 
tions, or by talks at dealer meetings 
alone. 

> © > 

What is a TBA ratio? Some oil 
men calculate the proportion of TBA 
sales, in dollars, to each 1,000 gals. 
of gasoline, and this becomes the 
TBA ratio. Although not as widely 
employed as yet, as the familiar oil 
ratio, which in almost all companies 
is understood to mean the ratio of 
motor oil sales to gasoline sales, in 
gallons rather than dollars, there 
were increasing references to TBA 
ratio at the recent Midwest TBA 
conference in Memphis. 

For example, J. D. Wooten, of Mid 
South Oil Co., said that his company 
attained a TBA ratio of $35.55 in 
1950, and $30.41 in 1951. Another 
panel member, answering questions 
from the floor, mentioned that his 
TBA ratio in the first quarter of 1952 
was running at $30. Still another 


spoke of keeping up to the “29 to 30 
factor” reached last year, a reference 
to a $29-$30 TBA ratio. 


These are all based on dollar sales 
at the wholesale level. Some oil com- 
panies (Sun Oil Co. is one example) 
pay close attention to TBA ratios made 
by their dealers, based on retail prices. 
Some marketing programs grant deal- 
ers annual bonuses for making various 
levels in both TBA and motor oil 
sales. 


This increasing interest in TBA 
ratios is a natural outgrowth of the 
need in oil marketing circles of some 
kind of measurement of TBA per- 
formance. The lack of any general 
statistical information on TBA vol- 
ume has often been deplored, but 
since no suitable remedy is available, 
it is possible that a comparison of 
TBA ratios, similar to those made for 
oil ratios, may turn out to be the only 
practical substitute. 


Goodrich Promotion 


E. F. Tomlinson will become gen- 
eral manager of automotive, aviation 
and government sales division at 
Goodrich, later this year, upon the 
retirement of G. E. Brunner. 


Goodyear Cuts Tire Prices 


Goodyear Tire and Rubber Co. has 
cut truck tire prices and both pas- 
senger and truck tube prices. Truck 
tire cuts ranged from 2.5% on small 
sizes to 7.5% on large sizes. Pas- 
senger and truck tubes were cut 5% 
while farm tractor tubes were cut 
7.5%. 


The cuts reflect lower natural rub- 
ber prices, Goodyear states, noting 
that tires which were not cut are 
those containing from 75% to 85% 
of synthetic rubber. The company 
also points out that costs of labor in 
the rubber industry, as well as freight 
and other materials involved in both 
manufacture and distribution of all 
tires have advanced considerably since 
tire prices were frozen at the end of 
1950. 


Appointment at General Tire 


A. R. Carr has been promoted to 
manager of passenger tire sales at 
General Tire. J. A. Beckett, succeeds 
Mr. Carr as manager of Kraft System 
sales, General’s trade name for its 
tire retreading materials. 





panne eA tN et NTE I Lt 


WINNERS in a recent “sales-and-efficiency” contest conducted by the Standard Oil Co. of Texas, El Paso, recently collected their 
reward in the form of a week's all-expense trip to New York. Shown boarding the Atlas Supply Co. plane, the “Sky Merchant” are, 
left to right, front row: W. L. Knox, retail sales department; B. V. Stuart, training station manager, El Paso; and H. D. Isenhath, re- 
tail sales department. Left side of ramp, front to rear: dealer winners, Roy Holcomb, San Fidel; Frank Prichard, Las Cruces; F. N. 
Waxler, Roswell; D. C. Sherwood, Santa Fe; E. W. Goans, El Paso; Eddie Wood, Tucumcari; J. V. English, Albuquerque; and W. 
E. McQueary, Raton. Right side of ramp, front to rear, T. B. Cox, Sweetwater; Paul Hagler, Albuquerque; R. C. Beverstock, Farming- 
ton; J. T. Peque, Albuquerque; Sam Logan, Midland; W. H. King, El Paso; G. H. Nichloson, Portales; H. F. Cook, Fort Stockton; 
K. Ortiz, Carrizozo; L. Van Mansart, pilot; and E. F. Silsbe, Atlas Supply Co. 
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‘ BATTERY Canes J 
‘ 4 


4 


If you are not satisfied with your present 


battery cable volume. If you want evidence 

of real progress in battery cable merchandising. 
If you want to see a sales program with dealer 
and consumer appeal. If you want the facts, 

call or wire Hugh Bullock, National Accounts 
Sales Manager, The Crescent Company, Inc., 


Pawtucket, Rhode Island. 


DO IT NOW! 





TIRES-BATTERIES-ACCESSORIES 














$105,000 INVESTMENT went into this new building, the Heintz retreading molds and the allied equipment for tire repair and 
recapping service. Building was finished last fall, but retreading operations began in February 


Commercial Accounts—Qne Jobber's Meat 


Distributor Stresses Sales to Coal Mines and Trucks; 


Forms Separate Company for Tire Repairs, Retreading 


By FRANK ©. STURTEVANT 
TBA Editor 


Commercial accounts that consume 
both tires and gasoline at a rapid rate 
form the most important market for 
the Luther F. Jones Co., Ltd., Pure 
Oil jobber of Cadiz, Ohio, and an as- 
sociated venture, Cadiz Tire Sales & 


ep AT 4 ? ; , tx 


Service, Inc., General tire distributor. 

Although other segments of the 
market, consisting of sales through 
service stations, to farmers and to 
heating oil customers, contribute a 
significant share of volume and prof- 
its, a few big commercial customers 
get the most attention in the way 
of service and personal contact. 


Ney 


ON-THE-JOB and on-the-farm tire service is provided by Leroy Haney and this tire 
service truck fitted up with a Ruger crane (for handling heavy truck and tractor tires) 
a 100-ft. air hose extension, and an air compressor. In background is stake truck op- 
erated from adjoining bulk plant of Luther F. Jones Co., Pure Oil jobber 


The farm trade, which accounts for 
about 20% of over-all volume, and the 
dealer outlets, are cultivated in about 
the same way as in any oil market- 
ing business, except that more than 
the usual effort is put forth to get 
farm tire business; and there is less 
than the usual concern about sta- 
tion sites and station building. 


It has long been the practice to go 
after all of the farm tire business, 
both passenger, truck and tractor. 
The road service truck is always 
available for servicing farm tractor 
tires. The truck is equipped with a 
crane, an air compressor with an 
extra 100 ft. length of air hose; and 
a@ pump and tank for filling and 
emptying calcium chloride fluid from 
tractor tires. While this is all stand- 
ard equipment for anyone going after 
tractor tire business, there are many 
oil jobbers with a big farm petroleum 
business who do not provide this kind 
of service. 


The second exception affects the 
service station outlets. While every 
effort is made to help dealers do a 
better job, no attempt is made to 
build new stations or to buy up new 
station locations. The real estate 
situation which occupies so much of 
the attention of many oil jobbers and 
major company marketing men is of 
limited importance here. Of some 20 
dealers outlets, in only one case is the 
site jobber-owned. All of the other 
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A U.S.Royal Basis for Business — 


(reater Value-Creater Hofit! 


The exclusive, visible sales features throughout the U.S. Royal 
line convince the car owner of greater tire and tube value. 
These features are wanted for their extra safety, mileage and 
comfort. They bring the U.S. Royal Dealer more top-quality 
sales... greater profit! 


The Only Such Tires and 


~~ 


UNITED STATES RUBBER COMPANY 
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KEY MEN have a financial interest in Cadiz Tires Sales & Service Inc. Left to right: 
Luther F. Jones, who has been a Pure Oil jobber for 20 years; John Tabacchi, on his 
way to sell petroleum and TBA for Jones Oil Co.; and E. D. Roby, purchasing agent 


dealers own or control their station 
properties. 

There are good reasons for both of 
these exceptions. In the case of the 
complete tractor tire service, this is 
a natural outgrowth of the firm’s 
long specialization in heavy truck, 
and off-the-road tire service. 

The absence of a lot of real estate 
activity is explained by the fact that 
Cadiz and the surrounding area is not 
marked by a rapid growth of popula- 
tion, industry and attendant com- 
mercial expansion. Such factors 


have been the primary cause of the 
scramble for choice service stations 
sites in many another community. 
They are noticeably absent here. The 
big business of the area is strip coal 
mining. 


Mining Good Customer—The min- 
ing companies themselves constitute 
an important class of customer for 
petroleum products, tires and the rest 
of the TBA line. In the case of tires, 
particularly, the peculiar nature of 
strip mining jumps the ratio of tire 
to fuel consumption to about twice 


that found in ordinary service. 

One typical large customer of the 
Jones enterprise, the Powhatan Min- 
ing Co., consumes at one of its proj- 
ects known as the Betsy mine, as 
much fuel and lubricants as are sold 
at two or three of the average size 
service stations in the area. The fuel 
used is both gasoline and Diesel. In 
addition the mine not only wears out 
tires at about double the average rate 
per 1,000 gals. of fuel, but most of 
the tires are of the big, high-priced, 
heavy duty type. 


Mining Equipment—<A quick check 
of the Powhatan motorized units at 
the Betsy project shows the follow- 
ing gasoline or Diesel driven pieces 
of equipment: 


Ten 30-ton trucks for coal haul- 
ing. 
Two 2%-ton trucks for hauling 


refuse from the coal processing 
plant. 


Two liquid air trucks used in 
connection with blasting opera- 
tions. 


Two jeeps. 

Three pickup trucks. 
Two electricians’ trucks. 
One supply man’s truck. 


Two broom and scraper com- 
binations used for cleaning off 
the top surface of the coal seam 
after it is uncovered by excavat- 
ing. 

One maintainer which is a spe- 


WIRE INSERTS on retreads have been introduced by Cadiz Tire Sales & Service, Inc., new company organized by Pure Oil jobber 


Luther F. Jones, Cadiz, Ohio. 
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Howard Wilson is placing Penetred wire inserts in large tire mold 
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If you're the dealer we’re looking for, here’s the tire 
you've been waiting for. ~ 

It’s the great, new Norwalk “Safety Sipe” and it 
packs a real selling punch . . . offers extra safety but 
at no extra cost. It’s backed by a famous name, made 
by one of America’s greatest tire manufacturers and 
sold under a confidence-winning guaranty that not 
only attracts more customers but holds them. It’s part 
of a complete line of passenger and truck tires that 
enables you to meet every demand. 


Want the full story of one of the most attractive 
and profitable tire offers ever made a dealer? Mail 


the coupon TODAY! 


PETROLEUM MARKETERS — ATTENTION! This new Norwalk 
“Safety Sipe”, backed by effective merchandising and advertising 
at both the national and local levels, may be just the tire you need 
to broaden your service, increase traffic and profits in these days 
of stiffening competition. 


The Armstrong-Norwalk Rubber Corp. 


Norwalk, Conn. 


Yes, I’m interested in increasing my tire volume and profits. Please 
send me details of your offer. No obligation, naturally. 


Name 





Address 
City or Town 


State... 


NORWALK = TIRES 





Plants at Norwalk and West Haven, Conn.; Natchez, Miss. and Des Moines, lowa 
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BUFFING A CASING on Tru-Arc buffing lathe in new Cadiz 
Heavy truck tires form a large 
part of company’s retread volume 


Tire plant is Henry Gilmore. 


cial-purpose piece of road machin- 
ery. 
Eight bulldozers. 

The reason tires wear out fast on 
the Powhatan equipment is that most 
of the mileage is traveled over the 
rocky roadways inside the mining 
company’s property. A strip mine, 
for those not familiar with it, is in 
reality a coal quarry. Over a large 


part of southeastern Ohio it is possi- 
ble to uncover broad veins of coal by 
excavating to depths of 60 to 90 ft. 
The mining site therefore looks like 
a shallow valley with a flat floor 
winding off across country between 
low walls of loose earth and rock. 
Usually a coal processing plant 
served by a railroad spur is located 
on the mine property. As the coal 


WHEEL BALANCING job being done by H. E. Berlin, superintendent of new retread- 
ing and tire service plant of Cadiz Tire Sales 
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TIRE SPREADERS like this, for handling large casings, are 
part of equipment in new Cadiz Tire plant. John Sargent is 
doing spot buffing on a typical repair job 


seam is uncovered and cleaned off, 
the big coal trucks provide a con- 
stantly lengthening shuttle service 
from the coal bed to the plant. The 
main requirement of the roadway, 
which is constructed along one side 
of the valley floor, is that it bear 
the weight of the loaded trucks. 
Truck tires are expendable. 


Year-Round Operation—While the 
heaviest equipment is confined to the 
mine property, it rolls up a lot of 
mileage because operations are car- 
ried forward the year around, almost 
regardless of weather. Some phases 
of the work run three 8-hour shifts, 
seven days a week. 


Some of the lighter units have a 
job to do in the way of service and 
supplies, to keep the whole project 
running continuously. Superinten- 
dent C. M. Garno estimates that the 
pickup trucks at Powhatan’s Betsy 
mine travel 20,000 miles a year. He 
puts 18,000 miles a year on his own 
car. 


Naturally projects like the Betsy 
mine have to be somewhat self-con- 
tained. Fuel tanks as large as 6,000 
gals. are skid mounted and moved 
about as needed. A lot of maintenance 
work is done on the spot. The mine 
purchasing agent, Ray Sutherland, 
spends much of his day speeding up 
the incoming flow of parts and sup- 
plies, working from a location 15 
miles from the town of Cadiz. 


Powhatan Mining Co. is one of the 
large coal operators. A number of 
smaller concerns are also served by 
the Jones petroleum and tire enter- 
prises, and their requirements dupli- 


NATIONAL PETROLEUM NEWS 





FLASH! 


Thousands of dealers have switched to Exide 


since the introduction of the 
ULTRA START battery! 





PORMAX 


New, practically 
sadestrwctibie 
plasti . 
BETTER YOUR BATTERY BUSINESS! Exide means sales. iews—stecan’ bows 
Exide gives you more to sell—a bigger battery value and acid, are 
for your customers’ dollar. And Exide offers you ao Bs oon 

’ rease 


what it takes to build a sound, growing battery business. cold-weather 


A COMPLETE LINE with wide price range—ULTRA Sterting ability. 
START...HYCAP...SURE-START...STARTEX. 





135,179,740 Exide National Advertising messages in 1952... 
will help you do a real selling job right in your own neighborhood. 


EXIDE SURE-START PROGRAM with time-saving tools and equipment. 
SELLING AIDS that assure quick, profitable battery sales. 
ATTENTION-WINNING DISPLAY MATERIAL. 


ULTRA START— New leader 
of the famous Exide line 


ACT TODAY... Switch tO 


fue 


THE ELECTRIC STORAGE BATTERY COMPANY 
Philadelphia 2 « Exide Batteries of Canada, Limited, Toronto 


WHEN IT’S AN EXIDE...YOU START 





hermoi 
helps you 
get your share 
of the big market 
for fan belts 
orate Maelel (ol (em ilest- 


When you make Thermoid your source of supply for fan belts and 
radiator hose, you have the advantage of top-quality merchan- 
dise backed by the kind of sales help that produces results. Yes, 
only Thermoid can give you these advantages: 


e An aggressive source of sales helps and merchandising ideas. 


e A source of supply that is large enough to handle any produc- 
tion requirements; small enough to assure close, personal 
supervision of all accounts. 


e@ Thermoid guarantees top-quality—under your own brand 
name if you desire. 


Thermoid Fan Belts are pre-stretched! This eliminates costly 
come-backs for adjustments ... means lasting fit ... longer, more 
dependable service. 


What’s more, the Thermoid Line is arranged to provide maximum 
coverage with a minimum of fan belt inventory. 


Thermoid Redi-Curv Hose is the finest universal radiator hose 
available. Its patented, spring-wire construction makes installation 
easy, even in tight places ... means a minimum inventory takes 
care of a wide range of applications. 


Thermoid gives you sales help all along the way... helps you 
build and broaden your base of aggressive dealer salesmanship 


... helps you get your share of the big market for fan belts 
and radiator hose. 


Give your dealers an exclusive quality line. Write now and find out 
how Thermoid can help you sell more fan belts and radiator hose. 


ermol 


Fan Belts, Radiator Hose, Heater Hose 
Brake Linings * Clutch Facings 
Hydraulic Broke Parts and Fluid © 


Thermoid Company ® Special Sales Division * Trenton, N. J. 





THREE BATTERY LINES are carried in 

Luther F. Jones Co.’s bulk plant ware- 

house, as well as entire Pure TBA line. 

Virgil Henry, in charge of warehouse, 

is testing an incoming shipment of bat- 
teries 


cate on a smaller scale those of Pow- 
hatan. Powhatan itself operates two 
strip mines, the Betsy and the Fulton. 
All the strip mines are big buyers of 
petroleum fuels, lubricants, heavy 
duty tires, batteries, spark plugs, fan 
belts, antifreeze, and everything 
needed to keep the motorized equip- 
ment ‘running. 


Meeting TBA Demand—Because of 
the relatively high dollar volume of 
the truck tire business in his area, 
Luther F. Jones took on a tire fran- 
chise from General within two or 
three years after he launched his 
petroleum business some 20 years 
ago. In common with so many oil 
jobbers, he was already well estab- 
lished in TBA marketing by the time 
his gasoline supplier entered the field. 
When Pure Oil offered a TBA line, 
he took that on too. In addition he 
handles a variety of other TBA goods, 
including Edison batteries, Gates fan 
belts and radiator hose, and AC, Fram 
and Wix oil filters. 


Up until last year all this complex 
variety of merchandise was sold and 
distributed by the Luther F. Jones 
Co., Ltd. Last year Cadiz Tire Sales & 
Service, Inc., was organized as a sep- 
arate corporation to handle General 
tires and batteries, and in particular 
to engage in tire retreading and gen- 
eral tire repair work. Previously such 
jobs had to be sent in to the General 
factory at Akron, some 100 miles 
distant. 


A new building on property adjoin- 
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ing the bulk plant, houses the retread 
and tire repair plant, a new display 
room and office. The retread equip- 
ment was not installed in January of 
this year, and actual retreading has 
been going only since February. 

Going After Business—A salesman 
for Cadiz Tire now solicits tire busi- 
ness from all kinds of commercial 
truck operators, from farmers, and 
from car dealers, garages, and com- 
peting service stations. The ‘town 
ef Cadiz and all the surrounding ter- 
ritory are on an unending series of 
hills, and everybody uses mud-snow 
or special non-skid treads of some 
kind. The Cadiz Tire retread shop 
offers Penetred wire inserts on re- 
tread jobs for those who want it. 

Another salesman still solicits 
business for the Luther F. Jones Co., 
including not only petroleum prod- 
ucts, but the Pure Oil TBA line, the 
Edison batteries, the three lines of 
filters, and all of the other TBA prod- 
ucts which the company formerly 
carried. Thus a sort of dual market- 
ing arrangement seems to have come 
into existence, although in practice 
everybody is interested in selling as 
much of everything as possible wher- 
ever a customer can be found. 

Both Pure Oil Co. and General Tire 
Co. hold dealer meetings in the area, 
although at infrequent intervals. 
Whenever such meetings are sched- 
uled, Mr. Jones collects as many of 
his dealers, and his staff, as can get 
away and attends the meeting. 

Knows Mining Needs—It is easy 
for Mr. Jones to understand the strip 
mining companies, and adjust his 
business to their needs. When he was 
a young man he once operated one 
of the big excavating buckets for a 
strip mining company, and as a con- 
sequence is well able to talk their 
language. Subsequently he operated 
a service station, which he sold, using 
the modest proceeds to get a start 
in the wholesale end of the business. 

The new building and equipment 
for Cadiz Tire Sales & Service, Inc., 
represents a capital investment of a 
little over $100,000. Some of the key 
men who have been with the Jones 
enterprise for a number of years, are 
financially interested in the new cor- 
poration, the balance of the capital 
coming from the sale of shares to 
local individuals. 

By way of illustrating the stable 
real estate conditions in Cadiz, Mr. 
Jones did not acquire the land adjoin- 
ing his bulk plant, on which the new 
tire service building stands, until he 
was ready to go ahead with the new 
company. A good many oil jobbers 
would have felt compelled to buy up 
such an adjoining parcel long ago, just 
for protection. 

Mr. Jones uses local newspaper ad- 
vertising consistently for promoting 
both of his businesses. 
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CAMPBELL 2.2... 
TIRE CHAINS 


superior product 


Only Campbell Chains have 

the patented Lug-Reinforced 

construction that means greater 

traction on ice and snow... 

guards against skids and side 
+ slips. 


forceful merchandising 


‘ Campbell's new point-of-sale 

s banner, ad-mats, window 

| streamers and display sugges- 
tions are real sales helps. 


outstanding package 


Campbell Chains are attrac- 
tively packed in boxes and bags 
for easy identification and con- 
venient storage in car or truck. 
Every box includes the easy-to- 
use Chain Applier. 


national advertising 


Campbell advertises consistently 
in PaTHrinoer, Business Weex and 
a complete list of avtomotive 
and farm trade publications. 


Moke your winterizing program complete. Write for details. 


CAMPBELL CHAIN @oxsanz 


Chain for every need—INDUSTRIAL, MARINE, FARM, AUTOMOTIVE 
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TIRE MONTH—Gulf advertising and point-of-sale promotion will be concentrated on tires during July. This group of marketing 
officials giving a final look at the display material are, left to right: B. W. S. Dodge, supervisor, retail advertising; L. W. Frizzell, 
TBA manager; H. E. Benson, assistant general manager, service station market 


Promotion Campaigns Help Put Across Oil's TBA Programs 


One reason oil industry TBA vol- 
ume is climbing lies in the organized 
effort being put behind oil TBA pro- 
grams today. For example, in Gulf’'s | GULF DEALERS can use these news- 
continuing series of “Product of the paper ads in their local campaigns 
Month" promotions, July will be Tire under an extra co-operative offer dur- 
Month. During July, Gulf tires will F 
be featured on Gulf’s radio and TV "8 the July product-of-the-month 
shows. Special mailings will go out promotce 
to several hundred thousand Gulf 
credit card holders. 

A dealer magazine, Gulf News, will 
carry pictures of massed tire dis- 
plays, tire racks, tire centers, ban- 
ners and posters. By way of reminder 
it will carry a reproduction of the 
Gulf tire warranty certificate, and a 
specimen courtesy card invoice, filled 
out as it would be for an installment 
sale of tires. 

Dealers are being provided with a 
canopy display piece and a driveway 
poster boosting Gulf tires. In addition 
dealers are offered a special point- 
of-sale kit of banners, window 
streamers, window valence and so 
on, at a low price. 

Special mats and electros for use 
by dealers in their local advertising 
are offered in conjunction with a 50- 
50 co-operative newspaper campaign. 
The co-operative campaign on tires is 
an extra allowance, offered in addi- 
tion to Gulf’s regular co-operative ad- 
vertising allowances to dealers. 
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A 10,000-GAL. STATION should have the above volume annually according to Trico 
estimates 


Film Shows How to Tap Big Wiper Market 


By NPN Staff Writer 


About a year is as long as the av- 
erage windshield wiper blade should 
be expected to provide safe vision. 
Because it is out in all kinds of 
weather, the rubber in the blade 
“ages.” That's why a Trico Prod- 
ucts Corp. film for service station 
dealers emphasizes the fact that the 
coming year will see 60 million wiper 
blades and 30 million wiper arms re- 
placed. 


By way of comparison with other 
TBA products handled by service sta- 
tion dealers, Trico estimates that a 
10,000-gal.-a-month station, serving 
about 200 customers, should sell the 
following: 

120 sealed beam lamps a year 
for about $165 

300 oil filters a year for about 
$525. 

200 wiper blades and 100 arms 
for about $325. 

(For oil marketers who have the 
facilities for exhibiting sound slide 
films, the Trico film is available from 
Trico Products Corp., 817 Washing- 
ton St., Buffalo 3, N. Y.) 


Installing Blades—A large part of 
the film is devoted to demonstrating 
the quick, easy way to install new 
blades and arms. There are four 
types of wiper arms in use on cars 

_ today, for both electric and vacuum 
drive wiper motors. Pictures and 
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dialog take the dealer through the 
steps of selecting the right length 
blade, attaching it to the arm, us- 
ing the method appropriate to each 
type of arm. 


Wiper arms also need to be re- 
placed when the springs give out, 
or the hinges become worn or cor- 
roded. The film gives a visual dem- 
onstration of how to install arms on 
knurled shaft wiper motors, and how 
to convert other types of shafts to 
the knurled type. Typical script 
copy: “No matter what kind of shaft 
the wiper has, you can easily convert 
it into a knurled shaft by screwing 
on the adaptor or fitting the adaptor 
with a pin.” 


Spark Plug Testing Device 


A patent has been issued covering 
a spark plug testing device being put 
on the market by Royal Equipment 
Corp., 906 Main St., Burbank, Calif. 
The company claims that the tester 
locates bad plugs as well as weak 
coils and ignition leaks, while the 
engine is running. 


Vice President of Sales 


Miles V. McDonald has been named 
to succeed Harry A. Wright as gen- 
eral sales manager of the Pacific 
Tire & Rubber Co. with headquarters 
in Oakland, Calif. 

Mr. McDonald has made his career 
in the rubber industry and has been 
Pacific’s field sales manager for the 
past five years. 


New Sales Manager 


J. A. MclIinay has been made vice 
president in charge of sales of the 
Ray-O-Vac Co., Madison, Wis. He 
will continue to direct the company’s 
advertising. 


HOOK TYPE 


FOUR TYPES of wiper arms used on cars today. Trico training film explains how to 
attach blades to each arm 
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Brand Preference Survey 


A brand preference survey made 
in January 1952, by the Milwaukee 
Journal by questionnaire to 2% of 
Milwaukee families showed a private 
brand gasoline marketer in third and 
fifth places in the tabulation of re- 
plies. Other brand preferences on 
spark plugs, tires and antifreeze are 
contained in the automotive section 
of the copyrighted survey, available 
to interested concerns from the pub- 
lisher. 


Survey on TBA Brands 


Another brand preference survey of 
the New England area, shows what 
TBA brands are carried by service 
stations of the following products: 
tires; tubes; spark plugs; batteries; 
fan belts; radiator cleaners; anti- 
freeze; gas tank antifreeze; oil addi- 
tives; filter cartridges; auto wax and 
polish; and tire chains. 

It is cross-tabulated by dealer gas- 
oline brands, and by cities. Requests 
for copies of the survey should be 
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Car manufacturers know lamps. 


beat heck. 
complaints. 


They watch results. 


Fine Sol 


They test them to 
They want no 


That's why Tung-Sol's are the lamps that are 
used by most new car manufacturers for original 


equipment. 


That's why you can recommend and sell Tung-—Sol 
with enthusiasm and confidence to your lamp 


replacement customers. 


Use Tung-Sol lamps to get your share 
of the huge $72,000,000 annual lamp 


replacement business. 


Tung-Sol gives 


you a complete line — a lamp for every 
car, truck and bus — old or new. 

Make double profit by installing 
lamps when you are doing other work, 
so you can charge for time as well 


as lamps. 


Ng: E. 
Ma go LAMPS @ 


TUNG-SOL ELECTRIC INC., 


NEWARK 4, N. J. 


Sales Offices: Atlanta, Chicago, Culver City, Dallas, Denver, Detroit, Newark, Philadelphia 








TUNG-SOL mekes: Aii-Gioss Sealed Beam lamps, Miniature Lamps, Signal 
Fiashers, Picture Tubes, Radio, TV and Special Purpose Electron Tubes 











directed to the New England News- 
papers Advertising Bureau, 516 Stat- 
ler Bldg., Boston 16, Mass. 


Wheel Balancing Weights 


A new wheel balancing system is 
now on the market, made by the 
Morgan Wheel & Equipment Co. of 
Omaha, Nebr. It is described as a 
method of installing weights at two 
positions, 120 deg. to the right, and 
120 deg. to the left of the heavy spot, 
and 120 deg. from each other. It is 
claimed that with three equally dis- 
tributed heavy spots, a better balance 
is obtained. 

The 120 deg. spots are located by 
means of an indicator blade, after 
the wheel is jacked up and the heavi- 
est point allowed to settle at the 
bottom. The amount of weight 
needed is determined by attaching a 
series of temporary magnetic weights 
to the rim until the heavy spot is 
counterbalanced. After this has been 
done, conventional balancing weights 
are fastened in place at both of the 
120 deg. spots. 


Non-rub Chrome Cleaner 


The thin chrome plating on all new 
cars has inspired many new chrome 
cleaners. Latest is the “Breezy” 
brand which it is claimed does the 
cleaning job without any rubbing. 
According to the maker, Great Lakes 
Chemical Co., of Cleveland, it is a 
compound that can be applied to the 
chrome finish with a brush, allowed 
to stand for 15 minutes, and then 
washed off with plenty of water. 
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replacement cost. He also points 
out that direct action shocks on 
many cars are an integral part of 
the suspension mechanism, especially 
in those cars equipped with coil 
springs, in which case an inoperable 
shock absorber becomes a safety 
hazard. 

He considers shocks as among 
the easiest accessory items to sell. 
They show a good profit, and on 
some cars the. replacement can be 
made in less than 10 minutes. 


Foot Pedal Windshield Spray 


Latest thing in windshield washers 
is one operated by foot power, called 
the Safe-Site, and manufactured by 
Safe-Site Co., of Des Moines, Iowa. 
A floorboard foot pedal controls the 
flow of cleaning fluid to the wind- 
shield, and the maker claims that it 
will give as much as five times 
more pressure on the jets than other 
types, thus effectively preventing noz- 
zle clogging. 

Since it has no connection with 
engine vacuum system, it is claimed 
to give instant washing action while 

WHEN THEY LEAK, it is a sure sign the shock absorber is not doing its job. The the car is going up hills, while accel- 
condition is easy to spot when a car is on the lift for lubrication erating, or traveling at high speeds. 
Installation is said to require about 

30 minutes. Previously on the market 

only as original equipment, the manu- 

facturer is now going after replace- 


a * ment business through service sta- 
Pointing Out Faulty Shocks Hikes Sales tions and other automotive service 


outlets, 


By NPN Staff Writer 


Atlantic Refining Co. has devoted 
special efforts in recent months to 
pushing the sale of shock absorbers 
at its service stations. The shock 
absorber program has been a joint 
effort of Atlantic, Houdaille and 
Goodyear. 


A typical example of the amount 
of business some dealers are able to 
do along this line, is Atlantic dealer 
John Bean, located at Mount Pleasant 
Ave., and Lincoln Drive, Philadel- 
phia. During the past year he has 
averaged between 20 and 25 pairs 
of shocks per month, for a yearly 
total of 268 pairs. 


Checking Does It—Mr. Bean and 
his station staff accomplish this high 
mark by the simple process of exam- 
ining the shocks on every car lubri- 
cated at the station. When the 
shocks are in poor condition, and 
need replacing, the car owner is told, 
and in many cases shown the faulty 
shocks. Few owners, if any, refuse 
to have them replaced once they are 
aware of their condition. 


Mr. Bean concentrates primarily . 
on the standard type of direct action FREE INSPECTION of shock absorbers is theme of station banners used in Atlantic 
shocks, steering away from the heavy Refining-Houdaille campaign. Shown here is Atlantic dealer John Bean, who installs 
duty style, because of their greater 256 pairs of shocks a year at his station 
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TBA MEN at New Orleans convention of Assn. of American Battery Manufacturers in- 
cluded Douglas W. Ogilvie, Fox Products Co., Philadelphia; Robert D. Park, Sun Oil 
Co., Philadelphia; and Chet Wanvig, Globe-Union, Inc., Milwaukee 


Sales Promotion Manager 


J. P. Elliott, formerly assistant 
manager of sales promotion for Wil- 
lard Storage Battery Co., Cleveland, 
has been made wholesale sales pro- 
motion manager. 

Mr. Elliott has been with the com- 
pany since 1944. 


CORDUROY 
TIRES and TUBES 


fen: 


CORDUROY RUBBER CO. 


FACTORY AND OFFICES 
GRAND RAPIDS, MICH. 


Premium Quality Since 1919 


Warner Patterson President 


J. H. Cattell 
has been made 
president of the 
Warner  Patter- 
son Co., Chicago, 
succeeding A. P. 
Warner, who be- 
comes chairman 
of the board. Mr. 
Cattell has been 
associated with 
this radiator 
chemical manu- 
facturer for 36 
years, having 
been secretary, general manager and 
treasurer. Other officers of the com- 
pany are L. P. Warner, secretary; 
R. M. McNeily; treasurer; and Miss 
S. A. Anderson, assistant secretary. 


Mr. Cattell 


New President for Seiberling, Ltd. 


New president of Seiberling Rub- 
ber Co. of Canada, Ltd. Toronto, is 
Lee T. Rosser, formerly San Francisco 
district manager. Mr. Rosser’s suc- 
cessor at San Francisco is Charles L. 
Hines. 


Pair of Jacks 


Incidental information gathered at 
the Midwest TBA convention in 
Memphis in May reveals that W. Y. 
Caldwell, Memphis division manager 
for Champion Spark Plug is known 
as “Jack” because that nickname 
Seemed more suitable in the days 
when he was in the boxing ring, than 
his real name of Wharton Young 
Caldwell. 


Also that “Jack” Singleton, of the 
Mohawk Rubber Co., Akron, has the 
initials J. J. standing for John Jona- 
than. 


New TBA Department at Sohio 


Mr. Bolam Mr. Whitmore 

New TBA de- 
partment at 
Standard of Ohio 
consists of Nel- 
son S. Bolam, 
who will special- 
ize in tires and 
batteries; Max 
Whitmore, in 
charge of acces- 
sories and anti- 
freeze; and Rich- 
ard C. King, as- 
sistant on office 
procedures and 
market analysis to department head 
Melvin S. Marsh. In addition Charles 
F.. Conley, of the purchasing depart- 
ment, will be a T'BA specialist. The 
department expansion is a result of 
a new policy under which each oil 
company marketing the Atlas brand 
will make its own procurement ar- 
rangements. 


Mr. King 


Indiana Standard TBA Lineup 


Another Atlas brand marketer, 
Standard Oil Co. (Indiana) now has 
a complete TBA department line-up. 
Including top executives, they are as 
follows: D. F. Benton, vice president 
in charge of sales; A. C. Sailstad, 
general manager-sales; J. W. Ross, 
general sales manager; W. H. Miller, 
assistant general manager-reseller; 
Paul C. Hawk, manager, TBA depart- 
ment; A. D. Oetjen, assistant man- 
ager, TBA-batteries and antifreeze; 
E. J. Murray, merchandise manager 
TBA-tires and tubes; C. J. Melk, 
merchandise manager TBA-acces- 
sories. 


Special Accounts Manager 


William §8. 
Halkyard is the 
new sales man- 
ager for special 
accounts at 
Cooper Tire & 
Rubber Co., Find- 
lay, Ohio. He will 
direct sales of 
Cooper products 
to oil companies 
and their TBA 

Mr. Halkyard outlets. 
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SINCE THE AVERAGE NUMBER OF SERVICE STATION VISITS 
PER MOTORIST IS 92 TIMES YEARLY, “THE MAN AT THE 
PUMP” IS POTENTIALLY THE WORLD'S GREATEST SPARK 


PLUG SALESMAN. : 
SPARK PLUGS WERE FIRST ASSEMBLED IN THE 


U.S. IN A SMALL BOSTON GARAGE DURING THE 
YEAR OF 1905. TODAY, MORE THAN $137 MILLION 
WORTH ARE MANUFACTURED AND SOLD ANNUALLY 


o IN THIS COUNTRY, APPROXIMATELY 50% THROUGH 
KEY MEN IN MAJOR OIL COMPANIES SERVICE STATIONS 


AND INDEPENDENT JOBBER ORGAN- wis 

IZATIONS (REGULAR READERS OF 3) 
—. 
Sow! 





NATIONAL PETROLEUM NEWS) SPEND 


MORE THAN $600 MILLION YEARLY FOR \.7 N 
TBA ITEMS TO STOCK THE STATIONS > 
THEY SUPPLY. 


fe 


“70 REACH THE MAJOR Oll COMPANY 
AND INDEPENDENT MARKETING MEN 
WHO DETERMINE WHAT BRAND OF 
SPARK PLUGS WILL BE OFFERED FOR 
SALE THROUGH THEIR SERVICE STATION 
OUTLETS, WE ADVERTISE CONTINU- 
OUSLY IN NATIONAL PETROLEUM 
WEWS,” SAYS H. ROY BUTTS, SALES 
MANAGER, MERCHANDISING DIVISION, 


SERVICE STATIONS ARE FAST BECOMING THE MAJOR THE ELECTRIC AUTO-LITE COMPANY. 
OUTLET FOR TBA SALES. TO WIN A PLACE FOR THEIR 

PRODUCTS IN OIL COMPANY AND JOBBER PROGRAMS, 

TBA MANUFACTURERS HAVE INITIATED ADVERTISING 

CAMPAIGNS IN NATIONAL PETROLEUM NEWS. 
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Turbine Engines Fueled with Kerosine 
Will Power Civil Air Lines, SAE Told 


Civil transport planes on trunk 
lines will be powered by turbine en- 
gines within a decade, and the fuel 
used probably will be kerosine, with 
certain additives included. 


That’s what Edward A. Driessen, 
director of research, KLM, Royal 
Dutch Airlines, told a recent SAE 
National Aeronautic meeting in New 
York (April 21-24). His prediction 
did contain some qualifications, how- 
ever. He said: 


“There are no doubts about the 
general future aspects of turbine en- 
gines vs piston engines: the general 
feeling is that turbine engines will 
be the next big step forward in the 
development of civil air transport. 
The piston engine will not be elimi- 
nated from the transport picture in 
the near future; it may still be used 
to power short-distance feederline 
aircraft. But the civil transport 
planes on our trunk lines will be 
powered by turbine engines within a 
decade from today.” 


Regarding the fuel to power these 
planes of 10 years hence, Mr. Dries- 
sen says: 


“Much has already been written 
about the various aspects of turbine 
fuel. The table below summarizes 
some of the advantages and disad- 
vantages of gasoline and kerosine for 
use in gas turbine engines: 

Gasoline Kerosine 


Safety .......Notattractive Definitely better 
Combustion 
heat .......110.960 BTU/ 120.060 BTU/ 
gal. gal. 


Evaporation ..Serious prob- 
lems at high 
altitudes 


.. Very good 


No problem 


Availability Lower availabil- 
ity, but suffi- 
cient for civil 


airline opera- 


tion 
Fuel cost ....Slightly higher Slightly lower 


“Especially, we are 
about the performance dependability 


concerned 


of the fuel. In this respect, the fol- 
lowing factors are important: 

“a. Vapor Lock Formation—Kero- 
sine, due to its low vapor pressure, 
is much better than gasoline, espe- 
cially at high altitudes. With kero- 
sine, operation at altitudes up to 
55,000 ft.. should not present any 
serious vapor lock problems. 

“b. Water and Ice Separation— 
Gasoline discolves slightly more 
water than kerosine and the water 
solubility of both decreases with 
temperature ... 

“ec, Fuel Freezing—Kerosine has a 
freezing point of —40° C maximum. 
It might be possible to lower this 
maximum (JP-2), but this would 
seriously reduce fuel availability .. . 
Fuel freezing hazards exist only on 
very long-range flights... 

“d. Gum Contents and Stability— 
Experience with the control of gaso- 


line gum formation and fuel stability 
through the addition of suitable ad- 
ditives has shown that these prob- 
lems can be readily solved... 


“From the above it is clear that 
a fuel like kerosine has much to 
recommend it for civil airline opera- 
tion. It is, of course, not necessary 
to use pure kerosine; other specifi- 
cations (like for instance JP-4) 
might alco be satisfactory. How- 
ever, it should be emphasized that a 
new fuel specification for civil air- 
lines chould be as close as possible 
to fuels already being produced by 
the refiners in order to evade using 
another ‘gold-plated’ special aviation 
fuel.” 

Small Gas Turbines—Whitney Col- 
lins, Continental Aviation and Engi- 
neering Corp., reported on develop- 
ment of small gas turbines, pointing 
out that six American manufactur- 
ers are now engaged on such proj- 
ects while several are active in that 
line in Europe. In his paper he 
dwells for the most part with those 
developed by the French manufac- 
turers, Societe Turbomeca. 


Shaft Power Turbine— This en- 
gine is ra*ed at 280 hp and weighs 
but 185 Ibs. Recent developments 
have increased this horsepower to 
400 hp with a small increase in 
weight—about 2 hp per pound. The 
author says this engine would have 
most practical use in helicopters or 
in certain special category light air- 
planes, such as crop dusters and mili- 
tary liaison craft. Other possible 
applica*ions listed are: fire-fighting 
and disaster equipment, emergency 
generator sets, and air-borne power 
auxiliaries. Mr. Collins adds: 

“In certain industrial processes 
there is also a good case for the small 
gas turbine, particularly where the 
exhaust gas, which is at tempera- 
tures of 800 to 1,000° F, can be util- 
ized for direct heating purposes. . .” 

Compressed Air Generator — Most 
practical use seems again to be the 
helicopter. 


Ducted Fan Engine—This has pos- 
sibilities of application to a four to 
five-place executive airplane. Stud- 
ies indicate a cruising speed of 270 
to 300 mph with a range of possibly 
1,200 miles at 20,000 ft. altitude. 
The author says: 


“Justification for the gas turbine 
over the piston engine in this appli- 
cation, aside from the secondary ad- 
vantages, is an unexpected one—less 
fuel consumption. In this particular 
case studied, the improvement in 
miles per gallon was approximately 
32% over a piston engine propelled 
airplane at the same cruising speed 

. . An important future for the 


ducted fan in high-speed executive 
aircraft is definitely indicated .. .” 


Straight Turbo-Jet — “Turbomece 
has two machines in this category— 
330 and 880 Ib. thrust respectively 
. . . Although producing only 1/10 
of the output of military jets, these 
engines are also only 1/10 the 
Per al 

Probably the best application 
would be to military trainers, and it 
appears to provide a cheap and ef- 
fective answer to the problem of 
training jet pilots, the author states. 

He concludes by pointing out that 
developments will place the small 
turbine on a more equal footing with 
the piston engine in almost every 
field about 150 to 200 hp, particularly 
in applications where the mean-maxi- 
mum power requirement is high. He 
adds, “The small gas turbine prom- 
ises to be a major influence in the 
prime mover field.” 


Ellis Sees Possible Need 
For Distillate Export Curb 


WASHINGTON—It may be nec- 
essary to curb distillate exports to 
assure adequate supply for domestic 
jobbers, Otis H. Ellis, genera] counsel 
for National Oil Jobbers Council, said 
last week in a report to members. 

Mr. Ellis pointed out that it ap- 
pears a “considerable quantity” of dis- 
tillate is moving out of the Gulf and 
East Coast ports. 

“If the supply potential is as criti- 
cal as suppliers and PAD would have 
us believe (and I am sure they are 
right), then it is possible that it may 
become necessary to place curbs on 
exports,” he wrote. 


Oil Burner Shipments Off 
26% From Last Year 


WASHINGTON—Shipments of oil 
burners and burner units totaled 45,- 
481 in April, an increase of 14% 
over March shipments of 40,038, ac- 
cording to Census Bureau statistics. 

NPN’s compilation of monthly data 
showed, however, that for the first 
four months 1952, shipments of 
slightly less than 70,000 were off, as 
a result of materials shortages, al- 
most 26% from corresponding 1951 
period and even about 1.5% from 
1950. 


Rail Asks Diesel Haul Permit 


WASHINGTON — Penntruck Co., 
a subsidiary of the Pennsylvania Rail- 
road, has applied to Interstate Com- 
merce Commission for authority to 
haul Diesel fuel in tank trucks as 
a contract carrier between points on 
lines in Illinois, Indiana, Ohio, Michi- 
gan, St. Louis and Louisville, Ky. 

No objections have been filed with 
ICC, so commission will act without 
an oral hearing. 
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Mr. Casey Mr. Duty 


Bruce K. Brown has re-opened his 
residence in New Orleans and is back 
in his office at Pan-Am Southern, 
where he is directing the company as 
president. 

Mr. Brown left his PAD post May 
30 and on June 4 was re-elected 
head administrative officer and a di- 
rector of Pan-Am. 

Roy J. Diwoky, who took over Mr. 
Brown's duties while he was in Wash- 
ington, will continue to hold the ex- 
ecutive vice president position and 
will be in charge of all operating de- 
partments. 

Two new promotions include those 
of Sam H. Casey and Lyle R. Duty. 
(Both Mr. Casey and Mr, Duty are 
former assistants to Mr. Diwoky.) 

Mr. Casey, a director of the com- 
pany, has been assigned to the newly 
created position of general manager 
of purchases and Mr. Duty takes over 
the new position of administrative 
assistant to the president. 

A native of Mt. Vernon, Ill, Mr. 
Casey became associated with Pan- 
Am Southern in July, 1948 when he 
was made manager of the crude oil 
purchasing department. 

Mr. Duty came to Pan-Am 16 
months ago after serving with In- 
diana Standard for 22 years. 


* * * 


Cecil L. Burrill will take charge 
of Creole Petroleum’s New York of- 
fice Sept. 1, replacing Lloyd G. Smith, 
vice president and director, who will 
devote his remaining time until re- 
tirement to refining problems of the 
company. 

Mr. Burrill returned to Creole June 
6 after serving 18 months as director 
of PAD’s program division. 

He is now in Venezuela reviewing 
the company’s operations and expects 
to return to New York in late August. 


* a * 


Brown L. Meece, formerly vice 
president and manager of Sinclair Re- 
fining’s Western sales division, has 
been appointed assistant to President 
P. C. Spencer. His offices will remain 
in Chicago. 
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C. Theodore Jones is retiring as 
senior marketer in charge of Tide 
Water’s marketing in Europe, Africa 
and the Near East. 

He started with Tide Water in 1925 
as supervisor for marketing for 
Europe, Africa and the Near East, 
and in 1933 and 1934 traveled through 
Europe, India and Africa opening up 
new territories for Veedol and Tydol 
oil products. In 1940 he went to Japan 
as vice president and director of the 
Mitsubishi Oil Co., in which Tide 
Water has an interest. In 1942 he 
returned to the states as special rep- 
resentative with the company’s export 
department. In 1945 he continued his 
marketing activities at New York. 

John Faxon has been appointed to 


succeed Mr. Jones. Mr. Faxon is 
formerly senior marketing assistant 
in the industrial sales section. He 
joined Tide Water in 1934 at its 
Westbury, Long Island, bulk plant. In 
1941 he was transferred to the New 
York office and hag been associated 
with the industrial oil sales depart- 
ment since that timie. 
- * > 


Charles N. Pollak has been ap- 
pointed field co-ordinator of the Cali- 
fornia Petroleum Distributors Assn., 
which is being reconstituted. Mr. 
Pollak, a veteran newspaperman, was 
once a public relations representative 
for the Creole Oil Co. in Venezuela. 
His headquarters will be in Los 
Angeles. 


NEWLY ELECTED chairman of Alabama Petroleum Industries Committee W. G. Teal, 
left, state manager, Pure Oil, is congratulated by retiring chairman, Herman F. Burch- 
field, center, president Elks Oil Co., Tuscaloosa, as Ben F. Brian, newly elected vice 
chairman looks on. Mr. Brian is manager of Arkansas Fuel Oil's Alabama division 


TWIN CITIES DESK AND DERRICK CLUB was organized May 14 for oil women 


in the St. Paul-Minneapolis area. 


Officers of club include, left to right, front row: 


Miss Mae Tierney, Texaco, a director; Mrs. E. E. Picha, Midwest Oil Co., a director; 
Miss Loretta Morin, She!l Oil, president; Mrs. E. J. Fricke, Great Lakes Pipe Line Co., 


vice president. 


In back row are: Miss Marion Hume, Continental Oil, recording sec- 


retary; Miss Rowene Howe, Penn-O-Tex, a director; Mrs. E. A. Clark, Deep Rock, 
corresponding secretary; and Mrs. B. E. Stroup, Farmers Union Central Exchange, 
treasurer 





This Week Continental Oil Company Salutes... 





H. S. WILLIFORD 


RALPH N. PENDERGRAFT 


Pendergraft and Williford, Inc., Jackson, Mississippi 


Third born of 12 children of a native North Carolina 
family, Ralph N. Pendergraft gained his first knowledge 
of engines and their lubrication by hanging around the 
garage of his father’s bus line. 

After attending the University of North Carolina, 
he went into the automobile distributor business, with 
tragic consequences . . . in 1928 the business burned 
down, a complete loss. 

So from selling automobiles, Mr. Pendergraft went 
into the business of supplying the fuels and lubricants 
for them, as a salesman for an oil company. 

H. S. Williford was born a “Yankee” in Pennsyl- 
vania of Georgia parents, but was reared a Southerner 
in Mississippi. After attending Millsaps College at 
Jackson, Mississippi, he briefly returned to Pennsylvania, 
to be graduated from the Wharton School of Commerce 
of the University of Pennsylvania. 


After a short period as an accountant, Mr. Williford 
also became involved in the automobile agency business 
. .. but he too, soon switched to the fuels and lubricants 
end of the business, first as a manager of three service 
stations and later as a bulk plant agent. 

In 1946, these two men with similar backgrounds 
joined forces in an oil jobbing partnership. 

Business was good, but they thought it could be 
better. They wanted to become associated with a com- 
pany that was a leader not only in advertising but also 
in research to improve petroleum products and decided 
on Continental Oil Company. They’ve been selling 
Conoco since then . . . and, just as they thought, business 
is considerably better. 

The multi-million-dollar advertising behind Conoco 
... in national magazines, newspapers, billboards, farm 
papers, radio, and television . . . has brought many new 


customers. And the outstanding success of the spectacu- 
lar “50,000 Miles—No Wear” motor oil . . . developed 
after years of research by Continental scientists . . . has 
given them the top-quality product they needed. 


Pendergraft and Williford operates 12 modern stations 
in the Jackson trade territory .. . recently erected a 
large terminal on the Mississippi River with tankage 
for more than a million and a half gallons... and 
has a new bulk plant equipped for fast loading of 
transports. 


Mr. Pendergraft was a football player in high school 
and college, and retains his active interest in all sports. 
He is a member of the First Presbyterian Church, 
Kiwanis, Masonic Order, Shrine, Eastern Star, Chamber 
of Commerce, and Sales Executive Club. 

Mr. Williford is also very active in Presbyterian 
Church activities and is a member of Kappa Alpha 
Order, Jackson Club, Chamber of Commerce, and Sales 
Executive Club. His hobbies are hunting and fishing. 


Continental Oil Company is “sho-nuff’” proud to 
salute these outstanding Southerners, who are, we think, 
typical of the progressiveness of today’s South. They, 
like all the hundreds of independent jobbers of Conoco’s 
products, are the keystone to Continental’s widespread 
expansion, now reaching coast to coast. 


And we’d like more jobbers like Pendergraft-Willi- 
ford, Inc. If you are interested in a jobbing contract 
with Continental, why not write to the Continental Oil 
Company office nearest you, or to Ponca City, Okla- 
homa. If you are not within reach of Continental’s 
gasoline supply, we would be happy to give you informa- 
tion about the possibilities of increasing your profits by 
selling the spectacular “50,000 Miles—No Wear’’ oil, 
Conoco Super, in any of the 48 states. 


Advertisement 
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COMING MEETINGS 


JULY 

Louisiana Oil Marketers Assn., 
convention, Jung Hotel, 
July 16-17. 

South Carolina Oil Jobbers Assn., Ocean Forest 
Hotel, aezstte Beach, 8. C., July 22-23. 

Georgia Independent Oilmen’s Assn., mid-year 
convention and annual golf tournament, The 
General Ogiethorpe Hotel, Savannah, Ga., 
July 25-26. 

National Oil Jobbers Couneil, Park Place Ho- 
tel, Traverse City, Mich., July 31-Aug, 2. 
AUGUST 
Society of Automotive Engineers, national West 
Coast meeting, Fairmont Hotel, San Fran- 

cisco, Aug. 11-13. 

The Petroleum Marketers Assn. of Texas, an- 
nual convention, Baker Hotel, Mineral Wells, 
Texas, Aug. 17-19. 

National Congress of Petroleum Retailers, 
annual session, Carter Hotel, Cleveland. 7 
Aug. 19-22. 

Kentucky Petroleum Marketers Assn., fal] out- 
ing and annual golf tournament, Kenlake 
Hotel, Kentucky Lake, Ky., Aug. ‘20-21. 

SEPTEMBER 


North Carolina Oil Jobbers Assn., fall conven- 
tion, Mayview Manor, Blowing Rock, N. C., 
Sept. 4-7. 

Alabama Petroleum Jobbers Assn., Inc., annual 
convention, Whitley Hotel, Montgomery, Ala., 
Sept. 5. 

Michigan Petroleum Assn., annua! fal] conven- 
tion, Grand Hotel, Mackinac Island, Mich., 
Sept. 5-6. 

American Society of Lubrication Engineers, 
Symposium on Fundamentals of Friction and 
Lubrication in Engineering, Hotel Sherman, 
Chicago, Sept. 8-11. 

Oil Industry Information Committee, The Tray- 
more, Atlantic City, Sept. 9-11. 

Seciety of Automotive Engineers, tractor meet- 
ing, Schroeder Hotel, Milwaukee, Wis., Sept. 
9-11. 

American Petroleum Institute, Division of Mar- 
keting, Lubrication Committee, The Tray- 
more, Atlantic City, Sept, 10. 

National Petroleum Assn., 50th annual meeting, 
Traymore Hotel, Atlantic City, Sept. 10-12. 

and Derrick Club, national convention, 
Shamrock Hotel, Houston, Sept. 12-13. 

Ohio Petroleum Marketers Assn., Ine., fall 
conference and golf tournament, Commodore 
Perry Hotel, Toledo, Ohio, Sept. 16-17. 

Western Petroleum Refiners Assn., regional 
meeting, Rocky Mountain Area, Henning 
Hotel, Casper, Wyo., 

Independent O11 C P 
meeting, Edgewater Beach Hotel, 
Ill., Sept, 25-26. 

Empire State Petroleum Assn., Lake Placid 
Club, “Lake Placid, N. Y., Sept. 29-Oct. 1. 


OCTOBER 

National Assn, of Oil Equipment Jobbers, sec- 
ond annual meeting, The Neil House, Colum- 
bus, Ohio, Oct. 6-8. 

Indiana I ent Petroleum Assn.,. Severin 
Hotel, Indianapolis, Ind., Oct. 8-9. 

© alifornia Natural Gasoline Assn., Ambassador 
Hotel, Los Angeles, Oct. 9-10. 

American Petroleum Credit Assn., La Salle 
Hotel, Chicago, Oct. 12-15. 

Progress Week, Oct. _12- 18. 

Western Pet s Assn., 
meeting, Tulsa, Okla., Oct, 16-17. 

Independent Petroleum "Assn. of America, an- 
nual meeting, ‘Mayo Hotel, Tulsa, Oct. 20-21. 

South Ol) Men’s Assn., 
4 Johnson Hotel, Rapid City, 8. D., Oct. 


first annual 
New Orleans, La., 


sn ij 5th annual 
Chicago, 





regional 








saneaus Safety Council, 40th National Safety 
Congress no f Exposition, Conrad Hilton Ho- 
tel, Chicago, Oct, 20-24. 
of Automotive En national 
transportation meeting, Hotel William Penn, 
Pittsburgh, Oct. 22-24. 
Assn, of American Battery Mfrs., Palmer 
_ House, bag ~ Oct. 23-25. 
Assn. of America, an- 
nual meeting, Skirvin Hotel, Oklahoma City, 
Okla., Oct, 24-25. 
NOVEMBER 


Society of Automotive Engineers, Diesel engine 
meeting, Chase Hotel, St. Louis, Nov. 3-4. 
of Automotive Engineers, national fuels 
and lubricants meeting, Mayo Hotel, Tulsa, 
Nov. 6-7. 
National Oil Jobbers Council, annual meeting, 
Congress Hotel, Chicago, Nov. 8-10. 
Oil Industry Information Committee, Conrad 
Hilton Hotel, Chicago, Nov. 8-13. 
roleum Institute, annual meeting, 
Conrad Hilton Hotel and Palmer House, 
Chicago, Nov. 10-13. 
Industry T Group, Chase Hotel, St. 





BA 
Louis, Nov. 17-18. 
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CONGRATU LA- 
TIONS on being 
elected chairman of 
Mississippi Petro- 
leum Industries 
Committee are ex- 
tended to W. S. 
Milton, left, state 
manager, Shel] Oil, 
by retiring chair- 
man V. B. Kelly, 
state manager, Pure 
Oil 


Last month, 
Pennsylvania Re- 
fining Co. cele- 
brated its 25 
years of business 
activity in the 
Midwestern 
states. 


Dale T. Glenn 
is vice president 
in charge of the 
Ohio division, and 
opened the com- 
pany’s first office 
in Cleveland 25 
years ago. In honor of the anni- 
versary, Pennsylvania Refining has 
built a new office building, which 
doubles the present space. 


The Cleveland branch employs 
about 100 persons, plus sales agents 
throughout the country and Canada, 
and manufactures more than 800 pe- 
troleum products for industrial and 
automotive trade. 


Mr. Glenn 


J. R. Brown, office manager of 
Standard of California’s Los Angeles 
marketing department, was elected 
president of the Petroleum Account- 
ants Society of Los Angeles, He has 
been with Standard for 37 years. 

Other officers include C, F. Wilms- 
meier, Western Gulf Oil Co., first 
vice president; V. T. Gilchrist, Super- 
ior Oil Co., second vice president, and 
©. A. Peterson, Shell Oil, secretary- 
treasurer. 

+ 7 = 


An oil man was recently presented 
with an Award of Merit from the 
American Society for Testing Ma- 
terials. He is F. D. Tuemmler, head 
of Shell Development’s analytical 
standardization department at Emery- 
ville, Calif. Mr. Tuemmler received 
the award for his “significant and 
valued service particularly in the 
work of the committee on petroleum 
products and lubricants.” 


The R. M. Pyles Boys and Girls 
Camp for under-privileged children 


opened its 1952 season June 16 un- 
der the auspices of a group of top 
Los Angeles Basin oil men 


This season, 240 boys will receive 
two-week, expense-paid camping 
trips in the Sierra Mountains. The 
camp is financed through contribu- 
tions from men and women in the 
petroleum and allied industries, with 
sponsorship limited to California 


* > * 


John C. Sample, who returned to 
General Petroleum last month from 
a Standard-Vacuum assignment, has 
been elected to General Petroleum’s 
board of directors. For 11 years prior 
to 1949, Mr. Sample was a vice presi- 
dent and director of GP. 
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NEW OFFICERS of the Southwestern Missouri Oil Men’s Club listen to J. B. Dickey, division manager, Continental Oil, Kansas 

City, and co-chairman of the Missouri OIIC, explain an OIIC educational wall chart. Left to right, are, Myral Butler, Continental 

Oil, Joplin, vice president; Mr. Dickey; Dr. Marlin M. Volz, dean of the Law School, University of Kansas City, and guest speaker; 

Glenn Meadows, Tidewater, Joplin, president; Ned Rosenthal, Pioneer Oil Co., Carthage, secretary-treasurer; and I. F. Grant, Indi- 
ana Standard, Joplin, chairman of te club’s membership committee 


Mr. Garrett Mr. Healy 

R. E. Garrett, 
general manager 
of Gulf’s Phila- 
delphia sales divi- 
sion, will retire 
Aug. 1 after 41 
years service. 

Mr. Garrett 
joined Gulf in 
1911 as a sales- 
man in the Phila- 
delphia area, and 
in 1919 was made 
an assistant dis- 
trict manager 
there. He was appointed an assistant 
division manager in 1923, and two 
years later became division manager 
at Philadelphia. Since 1949 he has 
been general manager in charge of 
sales in Pennsylvania, Maryland, De- 
laware, Virgina, West Virginia, Dis- 
trict of Columbia and parts of New 
Jersey. 


Succeeding Mr. 


Mr. Ferris 


Garrett will be 


C. W. Healy, who is currently gen- 
eral manager of Gulf’s Boston sales 
division. Mr. Healy also started with 
Gulf as a salesman in the Philadelphia 
area. He has served as assistant divi- 
sion manager at Philadelphia and 
division manager at Louisville, Ky. 

D. R. Ferris will take Mr. Healy’s 
place at Boston. He joined Gulf in 
1938 as a salesman at Boston. In 
1946 he was made assistant division 
manager for the Boston sales division 
and in 1949 became manager of re- 
tail sales. 


* * * 


Sun Oil has appointed three new 
managers for the Blawnox, Pa., 
Greensburg, Pa., and Youngstown, 
Ohio, marketing districts. 

Thcmas D. Higgins has taken over 
as manager at Blawnox succeeding 
the late C. V. Keil. Mr. Higgins joined 
Sun Oi] in 1940 as a salesman at 
Erie, Pa. He was formerly manager 
at the Youngstown district. 

Succeeding Mr. Higgins at Youngs- 
town is Emory M. Osgood. Mr, Os- 
good was formerly motor products 
manager at Blawnox. 

Azel Meadows, Jr. will act as man- 
ager of the newly-created marketing 
district at Greensburg. He was for- 
merly regional merchandising man- 
ager in Sun Oil’s central region. 


* * * 
George H. Dent has been promoted 


to division engineer at Washington, 
D. C., for the Asphalt Institute. 


Continental Oil Co. has appointed 
Melvin S. Hattwick to the newly cre- 
ated position of director of advertis- 
ing with headquarters in Houston. 

For the past 14 years Mr. Hattwick 
has been with the Chicago advertis- 
ing agency of Needham, Louis and 
Brorby, Inc. 

According to J. L. Wait, general 
manager of marketing, Mr. Hatt- 
wick’s new position will not involve 
any changes in handling the adminis- 
tration of Continental’s advertising 
department, or in the position of W. 
A. Morgan, who continues as adver- 
tising manager at Ponca City. 

Mr. Hattwick, who is the author of 
advertising and sales textbooks, has 
served on Northwestern University’s 
faculty as a lecturer on the psycholo- 
gy of advertising. 


* * + 


H. T. Smith has been appointed vice 
president and director of Oils, Inc., 
New York City, replacing Howard M. 
Clark. Mr. Clark has returned to Oil 
States Petroleum Co. also of New 
York. The two companies were affil- 
iated at one time. 

* * * 


Russell C. Harris has been appoint- 
ed manager of Phillips Petroleum’s 
Kansas City division, succeeding Leo 
Barry, who has resigned to enter 
private business. 

Mr. Harris joined Phillips in 1929 
and prior to this recent appointment, 
was assistant division manager at 
Kansas City. 
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Globe-Union Vents 


help make your customers “battery happy” 








FLEXIBLE, rubber. 
mounted posts ab- 
sorb shock, prevent 
ADVANCED PLATE DE- battery leakage 
SIGN permits use of and snapping of 
greater amount of ac- terminals. 
: tite materials. 











With Globe vents there are no nipples or seporate 
covers to be removed A simple lead valve wash- 
er (A), tipped to and away from an air-locking 
duct (B) does the work Merely loosening and 
tightening the vent cop control the action. 





GLOBE-UNION VENTS give added 
protection for the extra power built 
into Globe batteries. “Stop-spill” 
water well construction prevents 
over-filling and dilution of electro- 
lyte solution . . . protects adjacent 
vehicle parts from acid damage. 
Proper balance of electrolyte is as- 
sured to maintain proper specific 
gravity and to protect grids from 
sorrosion. 











. i HIGH - POROSITY sepa- 
r riiti rators permit quick 
( If it’s engineered and made Hit release of power. 
by Globe Union—it's RIGHT 


ed 








PEBBLED SURFACE 


. ~ | and staggered inter- 
Globe-Union builds quality batteries for GL on T locking grid bars as- 
original equipment ond for mass mer- i 
chondising under the trade names of a sure longer life. 


GLOBE SPINNING POWER and leading 
private brands, Sr im 


GLOBE-UNION INC. MILWAUKEE 1, WISCONSIN 


Battery Production Plants At: ATLANTA, GA. © BOSTON, MASS. ® CINCINNATI, O. © DALLAS, TEXAS © EMPORIA, KANS. © HASTINGS-ON-HUDSON, 
N. Y. © LOS ANGELES, CALIF. © MEMPHIS, TENN. ® MINERAL RIDGE. O. © OREGON CITY, ORE. © PHILADELPHIA, PA. © REIDSVILLE, N. C. 








You have freedom of choice, 
so sell the best 


LUBRICANTS 


A Complete line of Finished Oils-Blending Oils-Greases E Bases 
FOR SALE UNDER YOUR OWN BRAND NAME 


SUN O/JL COMPANY ° Philadelphia a Pa. * In Canada: Sun Oil Company, Ltd., Toronto and Montreal 
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